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GLOBE | 


PIPELESS FURNACES 


Still Leading the Field 


in Sales and Satisfaction 


This Fact Alone Makes It Worth While 
for You to Know the Reasons Why 


HERE is no secret about this leadership of GLOBE PIPELESS 
FURNACES. ‘The reasons are simply sound heating principles 
correctly applied, the use of first quality materials and the em- 
ployment of high class workmanship. For over 30 years GLOBE has 
| been busy doing these simple things in a manner that has given us a 





































reputation in the heating trade that we are proud of. 


| In the planning, building and selling of GLOBE PIPELESS FURNACES, 


we have been and are careful to live up to this valuable reputation. 
Therefore we sincerely believe that we are making and offering to you 
the best pipeless furnace that it is possible to make. 


GLOBE PIPELESS FURNACES are being advertised to the public every- 
where. This makes the GLOBE easy to sell and the GLOBE AGENCY 


a profitable connection. 


It cosis you nothing to learn all about this exceptionally good business 
proposition. Let us send you the complete dealer information today. 


Write for Illustrated Catalogs and Circulars Today. 
They Are Interesting. 


THE GLOBE STOVE & RANGE CO. 


‘‘Master Furnace Builders’’ 
Dept. K-1 
KOKOMO, INDIANA 


Also Mekers of Globe Fuel-Saving Stoves and Ranges 
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Sales 


Service 
Satisfaction 
with the 


RED CROSS EMPIRE 
PIPELESS WARM AIR HEATER 


- The Empire dominates the pipeless field 
Our dealers’ profits prove this claim 








ROFITS are the main-thing in business, and the best way 
P to be sure of securing your share out of the pipeless fur- 
nace sales is to be sure that your profits are SAFE 
PROFITS. 
SAFE PROFITS are profits that you get from a sale that 
IN EVERY WAY SATISFIES YOUR CUSTOMER. 


THE EMPIRE PIPELESS WARM AIR HEATER satisfies 
customers. It is a recognized QUALITY HEATER. It is 
widely known by the public and has FIFTY-TWO YEARS of 


heater building experience behind it. 


THE EMPIRE PIPELESS WARM AIR HEATER is similar 
in every way to our regular EMPIRE WARM AIR HEATER, 


differing only in the system of distributing the warm air. 


Our agency will put SAFE PROFITS 
in your pocket this season 
We have an attractive dealer proposition for you, and will be 
glad to explain it to you thoroughly. 
We also have circulars and catalogs that illustrate and 
describe in detail the construction of the EMPIRE PIPELESS 
WARM AIR HEATER. You will find these interesting, as 


they contain much useful information. 


Write for these catalogs today. Let 
us tell you just why this heater leads 
in Sales, Service and Satisfaction 


CO-OPERATIVE FOUNDRY COMPANY 


ROCHESTER, NEW YOKK 
Western Branch: 505 S. Clinton Street, CHICAGO, ILLINOIS 


Manufacturers of the celebrated Red Cross Stoves, Ranges and Furnaces 
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If our agency for your territory is 
still open, you should secure it now 


8 ge peng throughout the entire country are realizing more and more each day the value 
of the MONCRIEF AGENCY. 


The MONCRIEF AGENCY means SURE, SAFE PROFITS for the dealer. 


It means INCREASED BUSINESS and the handling of a SUCCESSFUL PIPELESS 
FURNACE. The MONCRIEF PIPELESS FURNACE is 2 COMPLETE heating plant of 
the highest quality. Each sale brings the dealer a maximum profit and a_ thoroughly 
SATISFIED customer. The heater used in the MONCRIEF PIPELESS FURNACE is 
NOT a CHEAP one of inferior efficiency, but our regular MONCRIEF All-Cast Furnace 


which we use in our regular pipe warm air heating plant. This is but ONE of the reasons 


why the MONCRIEF PIPELESS FURNACE is the REAL LEADER of them all. 


THE 





ie @ 
PIPELESS 
FURNACE 


has many advantages not found in other 
makes of pipeless furnaces. The MONCRIEF 
PIPELESS FURNACE is the ONLY one made 
with a deep straight fire pot. It is the ONLY 
pipeless furnace with cast iron extensions 
through casing for clean-out and smoke 
pipe, that are MOULDED tto the radiator; 
others are bolted. Every heater is equipped 
with a two-gallon water pan, regulator, chain, 
etc., same as our regular pipe warm air 
heaters. 


We have illustrated catalogs and 
circulars that will interest you. 
They give the complete details 
of construction. 


If you are interested in SURE, SAFE 
PROFITS and GOOD BUSINESS write to us 
now and let us send you complete details re- 
garding our agency proposition. 


We are the manufacturers of the complete 
line of well known MONCRIEF (regular 
pipe) WARM AIR HEATERS. 


Write send for our catalogs and circulars. 


THE HENRY FURNACE & FOUNDRY COMPANY 


Plants aa—CLEVELAND, OHIO 
MEDINA, OHIO CHAGRIN FALLS, OHIO INDIANAPOLIS, INDIANA 


RE) ETE 
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BEAVER 


ONE-PIPE WARM AIR HEATER 


‘““The One That Works So Well’’ 











UR dealers throughout the country are reporting 
that the demand for the BEAVER ONE-PIPE 


WARM AIR HEATER is growing daily. 


T= reason for this is simple. The many advantages 
that it has over other heaters of this type are easily 
seen by dealers and users in all localities. 


HE BEAVER ONE-PIPE WARM AIR HEATER 

was not designed, planned and manufactured in a 
hurry to catch the big market. It WAS, on the other 
hand, given our deepest consideration and careful atten- 
tion. All our knowledge of PROPER warm air heating 
was used so that we could with justice call it the 
BEAVER and give it a place alongside of our well 
known regular pipe warm air heater. 





Get the Agency for Your Territory NOW 


HE big demand for this style of warm air heater makes it wise for you to get the 
agency for a GOOD Pipeless Warm Air Heater without delay. The BEAVER 
ONE-PIPE WARM AIR HEATER is of a sturdy build and will last for many years. 
Here are a few of its many features; large feed door, large water pan, deep ash pit 
ana very convenient cleanout. 
An extra large cold air return space which insures a larger volume of warm air. 
Made with two styles of radiators. You can, therefore, sell your prospect a BEAVER 


ONE-PIPE WARM AIR HEATER with either a STEEL or ALL CAST IRON radiat- 
or, whichever he prefers. These are just some of the features that make the BEAVER 


ONE-PIPE WARM AIR HEATER “The One That Works So Well.’’ 


We are ready to tell you more about the BEAVER ONE-PIPE WARM AIR 


HEATER. We have circulars that will interest you. Find out now about the profits 
you can make by selling the BEAVER ONE-PIPE WARM AIR HEATER. 


WRITE TODAY FOR FURTHER INFORMATION 
AND ASK FOR OUR LATEST CATALOG 


DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 


CHICAGO, ILL. PITTSBURGH, PA. 
W. D. Sager, 330-340 North Water Street R. E. Edmunds, 104 Wood Street 
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“QUICK COMFORT” OIL HEATERS | 


are ready for shipment now 


If you iin not placed your order forjfallldelivery d do : so at once 


“QUICK COMFORT” 
OIL HEATERS 


have reinforced fount bottoms, 
use extra heavy wicks which 
cannot stick and the two piece 
smokeless device insures an ex- 
tremely hot flame. 


For more particulars write to 
QUICK MEAL STOVE CoO. 
DIVISION of AMERICAN STOVE CO. 
825 Chouteau Ave. ST. LOUIS 

























WHEN YOU SELL A CUSTOMER 


van WEIR FURNACE 


you have “signed him 
up’ as a local booster 
for you for the next 
thirty years. 

The performance of his WEIR will 


start his enthusiasm gushing every 
time he’ gets a chance. 











ba MEYER: FURNACE COMPANY 


PEORIA, ILLINOIS 











Northwest Distributors Southwest Distributors 


Standard Furnace & Supply Co. Meyer Furnace & Supply Co. 
OMAHA, NEB. KANSAS CITY, MO. 



























AMERICAN ARTISAN AND HARDWARE RECORD June 26, 1920. 











THT HYMEHUEEHENY 











THUMM 


Exceptionally Good 


Warm Air Heaters 
for your 


High Class Trade 


NIAGARA 


WARM AIR HEATERS 


ADE entirely in our own plant, these 
I SERIES 300 NIAGARA WARM AIR 
HEATERS are guaranteed by us to be strictly 
high-grade and perfect in workmanship, finish 
and operation. , 
They are powerful heaters. They are extra 
heavy and durable. Notice from the illustra- 
tion the feed section. It is made in one piece 
and has large double feed doors which allow 
tor the use of large chunks of wood if desired. 
The firepot is deep and made in sections. The 
sides are almost straight so that no ashes can 
accumulate upon them. It has deep gas-tight 
cup joints. 


Built Low——-Adapted to 
Low Cellars 


Chis feature also allows good elevation to the 
warm air pipes. There are numerous other 
features of the NIAGARA 300 SERIES WARM 
AIR HEATERS. Our catalog explains them 


in detail. 
Secure Our Agency for Your District 


Our dealers make good profits. They get 
vood service and they sell warm air heaters 
that are made by a company with years of 
experience behind it. : 


Write Today for Our Catalog and Circulars 


FOREST CITY 


FDY. & MFG. CO. 
Cyeland 
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Highest 
Quality 











Sure to 
Please 
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CHILL’ 
PIPELESS 


Warm Air Heater 


This season the popularity of Pipeless heaters = 
will be greater than ever before. Be prepared a 
to meet this popularity in your territory. 
Handle SCHILL’S PIPELESS Warm Air 
Heater. SCHILL’S PIPELESS Warm Air 
Heater is “cup jointed” throughout, making 
it as near gas tight as possible. The outer 
casing is made of galvanized iron and the 
inner casing of black iron with one inch air 
space. This makes a perfect insulation. 


The DEMAND | 
will be great 


Note from the illustration the construction. 
The best workmanship possible is embodied 
in SCHILL’S PIPELESS Warm Air Heater. 
We guarantee the material in this heater to 
be of the highest grade. 


iW 





TT 


VANE 





Why not let us send you our booklets telling 
all about SCHILL’S PIPELESS Warm Air 
Heater? You will surely want to handle a 
Pipeless heater this season. SCHILL’S 
PIPELESS Warm Air Heater will satisfy 
your customers and give you a good profit. 


Drop us a card today 
THE 
SCHILL BROS. CO. 


CRESTLINE, OHIO 
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“The Mahoning Type D 
Is the Best Furnace I’ve 
Ever Seen” | 
“The Mahoning Type Disthe §{}§ i 


best furnace I’ve ever seen,” a 
man wrote us not long ago. 

This is the comment we are 
hearing from dealers and con- 
sumers in all parts of the country. Quality 
tells every time. That’s why the Ma- 
honing commands an exalted position in 
the furnace world. 

The Mahoning Type D is the heater 
with the ‘‘horseshoe”’ or return flue radi- 
ator. Do not confuse it with the ordinary fur- 
nace of this type. It is in a class by itself. 























A limited amount of territory is still 
available. Good dealers now have 
an opportunity to “‘cash-in”’ on the 
Mahoning demand. Write for our 
special proposition today. 


The Mahoning Foundry Co. 


622 Poland Ave., Youngstown, Ohio 


A Mammoth Plant With a Mammoth Production 


— 
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UT 


Mr. Dealer 


Our 30 years in the furnace 
business enables us to give 
== you prompt and dependable 
service and will save you 
money. 


bn — 
r= 
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We carry a complete stock of 


NESBIT CAST FURNACES 
PEERLESS GRAVITY 
ONE PIPE FURNACES 


NESBIT THREE REGISTER 
SYSTEMS 


Also Northwestern Distrib 
utors of 


WEIR ste: FURNACES 


Rock Island, Island City and Walworth Side-wall Registers. Handy 


Steel and Cast Floor Registers, Borders and Faces. Everything in Furnace Supplies 
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Pipe and Fittings, 


Write for catalogs and prices. 


STANDARD FURNACE & SUPPLY CO. 


407-409-411-413 South 10th Street OMAHA, NEBRASKA 





(ee NT | 
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Gas 


mm RY BOLT 


Proof | RELIABLE WARM AIR HEATERS 


Machine finish- 


d door, air tight iietatedet eadibtadn : 
a eal am Cs rINUOUS satisfactory performance 
KOT BLAST air sz has proven the RELIABILITY of 


RYBOLT WARM AIR HEATERS. [&x- 
clusive features of construction have been 
responsible for this excellent showing. 
BIG SALES and GOOD PROFITS have 


been the results of both for the dealers 


selling RYBOLT WARM AIR HEATERS. 
SECURE THE RYBOLT AGENCY NOW 


The RYBOLT AGENCY will interest you. It is 
a very liberal proposition that we offer our 
dealers. If you are a live wire and can handle : 
large territory, it’s yours, if it is still open 
Write us today and ask about the RYBOLT 
AGENCY for your locality. 


Our catalogs and circulars give the complete de- 


chamber. 






HOT BLAST WARM AIR HEATERS 





are built to give ABSOLUTE SATISFACTION. | That, i "tails of construction, features and heating ability 
struction not found in other makes of warm air heaters. ot RYBOLT WARM AIR HEATERS. 

FARRIS WAKM AIR HEATERS are built of the best gray 

iron, one of the best conductors of heat known. WRITE TODAY FOR ILLUSTRATED 
They are correctly designed. They are constructed by CATALOGS. 

workmen who are skilled in their trade. We would appre 


clate the opportunity to explain in detail the various fea- 


rite lay for our latest catalog. 
FARRIS FURNACE COMPANY ——— 


ENOS AVENUE AND TENTH STREET 
Cincinnati, Ohi | Ind. Oh 
SPRINGFIELD, ILLINOIS ncinnati, Ohio Indianapolis, Ind Akron, Ohio 














a: Ss 
Extra Special ATH-A-NOR 


OFFER ro AGENTS WARM AIR HEATERS 
This month we are PIPE AND PIPELESS 


making a special ex- 





















tra attractive propo- Progressive dealers in all parts of the country are handling 
sition to dealers and the ATH-A-NOR LINE exclusively. With it they are able 
a@gents on these strong. to sell their customers the heater they want, because the 
durable, perfectly ATH-A-NOR PIPE AND PIPELESS WARM AIR HEATERS 
built, guaranteed fur- represent the highest quality at a reasonable price 

naces. If you want a Many homes will be built this summer. All of them will 
product with which need heating equipment of some kind. This is your op- 
you can meet compe- portunity to get your share of this business with the ATH- 
tition and yet fulfill A-NOR LINE. 

the very highest re- 

quirements of quality Let us tell you more about the ATH-A-NOR LINE. 
and service this special Let us show you how you 

May offer is going to can equal the succéss of 

arouse your deepest our other dealers. 


interest. 

~ ATH-A-NOR WARM AIR 
a ee. HEATERS have been made 
LION FUR} and sold for over fifty 
This furnace posl- years, This is your guar- 
tively cannot be beat- antee of quality and heat- 

en anywhere in the ing efficiency. 
United States as a fuel Our illustrated catalogs and 


saver. Quality is built 
into every single inch 
of its strong cast iron 
construction. oe a 
co selfcleaning radiator, 

or al on a slotted firepot and 
wer satem 0 every feature that 
makes for long life 
and efficient heating 
We will quote you 
prices on this furnace 
that will make you 
take notice. 
The Sturdy 
APEX FURNACE 
Here is a furnace, 
absolutely guaranteed and positively the best product made at 
anywhere near the price we will quote. It is one of our 
biggest sellers. 

A POSTAL BRINGS OUR SPECIAL OFFER 

4 — = bring our extra special proposition to agents am 
and dealers during May on these furnaces And we can ab 
solutely promise you that they will be the biggest bustasss This Trade Mark has stood 
getters you ever handled. Don’t delay! Write at once, TODAY. for Quality for over 50 years 


VICTOR STOVE COMPANY THE MAY-FIEBEGER FURNACE CO. | 


SALEM, OHIO (The Ath-A-Nor People) 
Western Distributing Agents NEWAR K, OHIO 


CARR SUPPLY CO., 412-414 North Dearborn St., Chicago, III. DISTRIBUTORS 
The Kelley-How-Thomson Company, Duluth, Minn. 


EAS Oe Excelsior Heating Suppiy: Company, Kansas Cityy. Mo: 


circulars give the details of 
construction, Write for 
them today and ask about 
our agency for your ter- 
ritory. 
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Quality — Sales— Profits 


If you sell Furnaces of quality you will have good 
sales which always bring liberal and safe profits. |- 
Our dealers are having this experience in selling |~ 


FLORAL CITY KING 


FURNACES ©) | 


If y you are not familiar with the “reasons why” we ve will 
be glad to tell you in detail why our dealers find our 
agency a profitable business asset. 





DIRECT DRAFT 
ONE PIECE 
OAMPER ROO CAST DOME 


mo = 


ni 


riil 





WHANTTT RENIN 


nnn 
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Our catalog is interesting—write for a copy today. 


MONROE FOUNDRY & FURNACE CO. 
Side View MONROE, MICHIGAN 
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Hit IUOUUUAULUUUUUNA AL _eeemantg 


VUAAUUSCUAULEAEUOAU COASTER | 
3 





eee 











alt 


UNIAN ATA im HOTVNUUIONTGUNVUOUOSFUUAUUOTORORNEUUL SOOO U0 a UT i UUNINQLUUNUEUU LULU 


MTT TTT LL HUTT PUNLAVAUAUEUELANAEACUELELAPAAOGUA ASTANA 


The eadinia Coal Chute 


A Good Seller 


Here is a good coal shute that you should 
sell and make good profits on. Every home 
in your territory needs a Peerless Coal 
Chute. It is strong and durable and neatly 
built. The door is provided with slotted 
hinges and is burglar proof. The Peerless 
Coal Chute is one of the best on the mar- 
ket and the efficient manner in which it 
protects the house from disfiguration by 
careless coal men makes it very desirable. 
The Peerless Coal Chute is furnished with 
plain cast door or wire glass. Write us 
today and let us give you the details and 
prices. 


Send for our booklets on Furnaces 
and Pipeless Heating Systems 


THE PEERLESS FOUNDRY CO. 








mm 


HULA 


AIQUUUGUUGTUGATUUOOLUAU ELTA 















1853-1955 Ludlow Avenue 

INDIANAPOLIS, IND., U.S. A. = = 

= atm magovagcrnegnenestgnnsttt nnuneengonasim quvenery¢ieegsmnngnngnnannnarenerenganuegvangenenacegnenennaniam imi TO SLE. fa Bi Acad Aa 
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BOOMER 


Boomer Furnaces Have Been Successfully Made for 36 Years 





Boomers are known throughout the country —kwown to give tre hest of satistection. The repu- 
tation of the Boomer means more sales, bigger profits, and satisfied customers. Our 1918 cam- 
paign is making the Boomer agency more desirable than ever—it is a campaign of co-operation 
and service. Service that insures results is the kind we give our Boomer Furnace agents. 


THE HESS-SNYDER CoO., Manufacturers, MASSILLON, OHIO 


Trade Mark ‘‘Boomer’’ Registered—No. 58228 




















Put that Advertisement in AMERICAN ARTISAN if you Want Results 








- 
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[XXTH CENTURY |) |[!*¢2ees Exenmhers 


big profits by selling their customers the 


FURNACES | MASTER 
Or -PITE FURNACE 


You should do the 
same. You can sat- 
isfy your customers 
with the 
MASTER ONE- 
PIPE FURNACE 


It has met with the 
approval of scien- 
tific heating experts. 
Its STURDY con- 
struction has at- 
= taf |} |), p\\\\ tracted dealers who 
= TTT ~< . wanted to be sure 
: Y that the one-pipe 
furnace they handle 
will live up to their 
reputation. 

e want you to 
know all about the 
MASTER ONE- 
PIPE FURNACE 
We want you to 
know that it is built 
HEAVIER than 
most heaters of its 
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PIPE FURNACE 
in your territory. 
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are still leading as money makers for Ny, QA IV bee) «type. We want to 

WZ lr . point out to you in 

— + dealers and are preferred by all con- 7 Wager] detail the many tea. 
—?sumers familiar with their superior : © IS} nit MGI fa) MASTER ONE 
= oro SY 71) Me the BIG and SAT- 
E — . = NWSI if |) ( | ISFACTORY 
= . ee z A - | thatman 
= A XXth Century agency is,a com- | _ Ze WT P| ecier have Found 
= i Wy His) ittobe. Handlethe 
_ | mercial asset. UN PAU: WAM ase R ONES 


Write for Catalog today = 





Write us today—let us send you our latest catalog 
and full particulars about our dealer proposition. 


THE XXth CENTURY H. & V.CO. | HY TyputAR HEATING & VENTILATING €0. 


N, OHIO 
AKRON, 228 QUARRY STREET, PHILADELPHIA, PA. 
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Home 
Protecting 


Fire 
Preventing 





Ambrose P. McGuirk’s Patent 

Our Asbestos-Covered Interlocking Furnace Pipes, Interlocking Stove Pipes, Interlocking Asbestos-Covered Flue Thimble, Inter- 
lined Interlocking Ring Flue Caps and Interlocking Elbows are not luxuries nor needless accessories. They are very necessary 
where stoves and furnaces are used. By fastening and cementing the Flue Thimble in the Flue Hole, and putting in and turning 
the pipe joint and locking it firmly therein, it can’t pull out or be pushed in too far. Each successive pipe link is locked to the 
preceding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that the pipe can’t fall down. When the 
pipe is taken down put in the Flue Cap and lock it, making the flue hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap losses will 
our dealers reap profits on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

Send for Price List and Descriptive Statement 


| Safety Interlocking Stove Pipe Company Mt. Pleasant, Iowa 


Qragh 


Pipeless Furnace 


Will do all any 
Pipeless Furnace 
will do—and 
then some. 


























Mary dealers are mak- 
ing big profitaselling the 


VICTOR 
STEEL WARM AIR HEATER 


STEEL ts the SUPERIOR metal 
for warm air _ heaters. The 
VICTOR STEEL WARMAIR 
HEATER is made of heavy boiler 
paate and all joints are riveted, it 
as no cement packed joints and 
it will not crack or bust ef 
Seer onthe VICTOR HEATER is 
tted Neal’s Hot Blast 
Plato (Patent Applied for). 
Notice also the steel radiator of 
the VICTOR HEATER which 
makes it practically Y anne 
heater. All VICTOR WARMAIR 
HEATERS Ae. equipped with the 
Neal Sectional 
Thisisa pod deathat will interest 


Eee very mu 
a us ua tell you a all about ey yieror 
thy a other baleen all Ai. MR 


In Our catalog. Begin now to make 
bigger profits by securing our agency Write today for our latest 


. HALL-NEAL FURNACE CO. Setorns amemete 


137-139 W. WASHINGTON STREET Indianapolis, Ind. 





Get this agency 
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| SAVE TIME— _— MONEY 


MICHIGAN 


SAFETY FURNACE PIPE 


Your time and the time of your men is 
worth more today than ever before. 


WULULAUASUUENUAUEA AGUA Nan 
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You can’t afford to waste any time, it 
costs too much. 





A good way to cut down the time and cost on warm 
air heater installations is to eliminate waste of time 
in handling faulty furnace pipe. 


FUIUQVQOUUVOUGYODUUIUOGTAUUUAGUUDSTAUOUUUEULEEUi AGUAS 


Thousands of dealers throughout the country have 
found MICHIGAN SAFETY FURNACE PIPE 


not only the quickest and easiest to install but also icuiGAN SAFETY ° 


; ; ; } FURNACE. PIPE 
the best in quality and warm air delivery efficiency. Ready to Connect. 


SECTIONS TO FIT EVERY DISTANCE--TO FILL EVERY NEED 
MICHIGAN SAFETY FURNACE PIPE is the perfect and safe 


furnace pipe. Note these features: 








No. 1. Air chamber between the inner and outer wall, 
maintained by a _ perforated spacing collar. 
Eliminates chance of fire from overheating. 

No. 2. All lengths and shapes of joints enabling you to 
make the most crooked stack without cutting 
or destroying the safety features. 

No. 3. Made from the best quality bright tin without 
rivets or solder. 

No. 4. All sections fit perfectly, easily and quickly. The 
finished stack is strong, smooth, and most effi- 
cient in conducting warm air to the rooms. 


Our catalogue illustrates and tells more about MICHIGAN 
SAFETY FURNACE PIPE... Our price list shows you how 


MICHIGAN SAFETY (0 Save money. 


FURNACE PIPE Locked ; —" 
Mebing Air Tight Joint. Write for our catalog and price list today. 


} | MICHIGAN SAFETY FURNACE PIPE CO. 


113-115 East Fort Street DETROIT, MICHIGAN 
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Please your customers— 
sell them registers that are 


RELIABLE—ATTRACTIVE 
AND 
GUARANTEED AGAINST BREAKAGE 


STEARNS’ : 


STEEL BASE |\|MeH 
REGISTERS 


are daily gaining in popularity. 
Dealers everywhere aicanes them 
more and more. This preference is 

iven because of good reasons. Y ou 
should know about them. First— 
these dealers who are all practical 
installers like yourself have found 
that STEARNS’ STEEL BASE REG- 
ISTERS possess real value. Second— 
they have learned that these quality 
registers always satisfy their cus- 


tomers. Steel Wall Register—Horizontal 


If you are unfamiliar with the su- 
erior mechanical features of 
TEARNS’ STEEL BASE REGIS- 

TERS that make them the preferred 

registers, write today for our latest 

catalog which gives the full details. 


STEARNS’ CONVEX REGISTERS 


are of the same high quality as our 
steel base registers. They are neat 
and attractive in design and can be 
had in several different finishes and 
sizes. Let us quote you prices now. 











You should have our Steel Wall Register—Vertical 
catalog on hand. 


Wiemiintnd Y 
STEARNS’ REGISTER COMPANY 


111 Fort Street DETROIT, MICHIGAN 
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“T & B” entetees Used in he Best 
Since 1846 


Ask for— 


T & B “ferrosteel” Register—Light weight, rigid face 
and commercially unbreakable. 


“T & B” Steel Register—Strong face with invisible 


or 
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Houses 


strengthening bars underneath. 
The best Steel Register on the market. 


Tuttle & Bailey Mfg. Co. 











NEW YORK 


Style 60 


*‘ferrosteel’’ 


CHICAGO BOSTON 


Established 1846 


Style 70 
Steel 








STITT NUT I TUT UTIL LA ELL URE 





Our 
Positive 
(suarantee 


More 
Free 

Air 
Capacity 


The newly patented 


HC 


New Britain Conn. 


100 Lafayette St., 


in 


New York 73 East Lake St., Chicago 








— have special fea- 
Of =tures that are ex- 
=clusive. Features 


ROCK 
j ISLAND 


"REGISTERS 


PUUINUSUUULLLLULEY 


= that make them fill 
= all requirements for 
_ satisfactory heating. 


mvevmny Eytan 


ROCK ISLAND 











ee vnvnngrenpnnny 








il RNOLD TUB 


HU Wal 


MT RHL NTN NY TRI 








— EASY TO INSTALL—SOLD AT THE RIGHT PRICF 
- Save time, money and trouble by using ROCK ISLAND 
~ REGISTERS on your furnace installations. Give your cus 
= tomers complete satisfaction by guaranteeing them tha 


= ROCK ISLAND REGISTERS will not streak their wa! 





4 


REGISTER CO. , 7 Address 
ROCK ISLAND, ILL. o. sdiuinebaccantantan 


PEOUTOTT RESTO EAN 


{//SITCELUTROAO CMA NAGA 


“- 


ISLANT’ CITY 


Than any other ea er 
. : ters without boxes 
register made : They are furnis ed 
ishes. Suretoplcase 


Our catalog No. 6 
contains full in- 
formation on our 
entire line Write / 
your name and 
address in 
couronbelow / 
and mail 


Feature is the reason. Oe 
SL Register 
Write now for details 7 . ee 
- gene | t a 
A . = 6 an 
The Hart & Cooley Co. yt 
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TRIANGULATION | cage 


QTC AURA MRM A 


PATTERN CUTTERS 
Be Efficient 


KNOW TRIANGULATION AS APPLIED 
TO SHEET METAL PATTERN CUTTING 


Learn from this book TRIANGULATION, one of the best 
books on this subject ever offered to the trade. Its immense 
popularity is measured by the large number of buyers and 
users in the trade today. Because of the increased cost of 
materials used in making up this book the retail price has 
advanced to $3.00 (in accordance with our former announce- 
ments. Note the fac-simile pages, read the descriptive mat- 
ter and if you do not possess this valuable book, order a 


copy today. 






















ih 
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FAC-SIMILE PAGES IN REDUCED SIZE OF 
TRIANGULATION APPLIED TO SHEET METAL PATTERN CUTTING. 


TRIANGULATION is a book inspired by existing need. It is a consecutive treatment by one of the 
few practical men able and willing to give the time and labor necessary for the preparation of a 
thoughtful exposition designed to help the reader. The author has been prominently identified with 
the cutters’ art for a great many years, and is at present actively engaged in a practical capacity in 
one of the largest and best equipped shops in the country. Therefore, the sheet metal trade comes 
into possession of a standard book that is purely practical and that was prepared with regard for 
the demands upon the cutter of today. 

TRIANGULATION was, in fact, written with regard for the general progress of the pattern cutters’ 
profession, and will be of especial value: 

To those who want to acquire, to systematize or to perfect a knowledge of laying out sheet metal 
work, by the approved modern method. To teachers, students and beginners who want to study pat- 
tern cutting consecutively from the ground up and who would make sure of adopting the newer, 
simpler and more concrete methods of handling pattern problems. To sheet metal workers who take 
a pride in the possession of the best books for their calling. 

TRIANGULATION is a complete treatise on this subject as applied to sheet metal pattern cutting; 
progressing from the simplest phases of the subject to the most complex problems employed in the 
development of sheet metal patterns; with practical solutions of problems of frequent occurrence in 
sheet metal shops. 

This new book has 272 pages, and is illustrated with 124 engravings in line and half-tone, including 
many reproductions from photographs of sheet metal models made expressly for this work. Size is 
6x9 inches and it is substantially bound in cloth. Price $3.00. With AMERICAN ARTISAN one 
year (52 issues) $4.25. ORDER YOURS TODAY and ask for a complete list of books and patterns 
that are of great value to sheet metal workers. 


All Books Sent Postage Prepaid. No Books Exchanged. 


AMERICAN ARTISAN AND HARDWARE RECORD 


620 South Michigan Boulevard Chicago, Illinois 
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HOT AIR DAMPER CLIPS 


TWO STYLES, YANKEE Rivet 
and COLUMBIA Rivetless CLIPS 


Made from extra heavy steel. 
Rod and handle in one piece, made from 
} inch steel rod. 


Sold by leading jobbers in the United 
States. 


Manufactured by 


THE S. M. HOWES CoO. 


Boston, Mass. 

















A. W. JACK CORPORATION 


LOCKPORT, NEW YORK 


——ASBESTOS MILLBOARD— 


NEW FIRM— NEW BLOOD 




















COPE-SWIFT CoO., INC. 


41-49 tt TTERNS URN AC 








We carry complete stock 
PATTERN S eam cemmenone 
FOR STOVES AND HEATERS 1x Woop ana IRON STOVE REPAIR CO. 
VEDDER PATTERN WORKS "gy" TROY, N. Y. ee 





FOR STOVES Write for Furnace Repair Catalog 
PATTERNS am erer | ALEPAIR 


Cevelond 


Spence eee POMNNNNAA ERNE NNUULAGAAEHLUAgHT 


| DOVER WOOD COLD AIR FACES | 


For Economy and Harmonious Finish 


ny and Harm WRITE FOR CATALOG 


ee STOVE BOLTS 
STOVE RODS 
STOVE RIVETS 

THE KIRK-LATTY MFG. CO. 
KNOWN MERIT SWEEPS 


Ceyelond Cevelond 
ALL BEFORE §T IF ’ 


YOUR GOODS HAVE ACCURACY PA'TTERNS “4TISFACTION 


For all kinds of 


MERIT YOU SHOULD MACHINERY, STOVES AND FURNACES 
CENTRAL PATTERN CO. 
MAKE THEM KNOWN. | 

















POULT AREY ERE 











QUINCY, ILLINOIS 





IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


j QUINCY, ILLINOIS 
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The Demand for HANDY PIPE 


is taxing our utmost ability to supply. 
We are, and have been, working at full 
speed with extra men and overtime as 
a matter of course. 





This condition will continue for months 
to come, and we urge that everyone | 





needing supplies of “HANDY PIPE” 


will give us their orders as far in ad- 
vance of actual need as can be done. 


F. MEYER & BRO. CO. 





: a 
att il ey 





























PEORIA, ILLINOIS 





POSES pee 
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THE AMOUNT OF business which is transacted on a 
basis of absolute certainty is so small that the profits 
could easily be carried in a doll’s purse. 
The dealer who buys commodities and 


arranges them on his shelves is not sure 


Furnace 
Outlook. 


that any one will come into the store to purchase 
them. He knows, however, from past experience that 
it is very probable that customers will enter his store 
and that he will effect sales of the goods which he has 
laid in stock. When he orders a dozen or a gross of 
a given article, he does so in the belief that sufficient 
demand will be developed to move the entire quantity 
off the shelves into the hands of the consumers. If 
he were able to determine in advance precisely how 
many of any particular commodity would be needed 
to meet the requirements of his trade, it would still 
be advisable for him to order more than that amount. 
there is a probability that new cus- 
the excess 


That is to say, 
tomers will be added to his list to whom 
may be sold. 

It is well, therefore, to bear in mind that in making 
estimates for future business, no dealer can have ab- 
solute certainty regarding the prices which he will 
have to pay for his supplies nor the extent and variety 
of the demand for his goods which may come into 
action. Keeping this consideration within the focus 
of his thoughts, the dealer in 
stoves may with reasonable assurance proceed to study 
the price probabilities of his trade during the current 
season and the coming year. 

The warm air heater manufacturers, who consti- 
tute the Midland Furnace Club, frankly 
some of the probabilities with respect to prices at their 
meeting this week in Hotel Sherman, Chicago, Illinois. 
Their profits as manufacturers are relative. In other 
words, the costs of labor and materials are the 
termining factors of overhead expenses in production 
and distribution. Profits represent the difference be- 
tween overhead and selling price. If the overhead 
expenses are generally lowered throughout a given 
it stands to reason that the manufacturers 
do, lower their 


warm air heaters or 


discussed 


de- 


industry, 
in that industry 
selling price without 
Warm air heater manufacturers are just as eager to 
increase their output and to widen the use of their 
product as the dealers are to increase the number of 
their sales. There is a community of interests, rightly 
understood, between dealer and manufacturer. The 
prosperity of both is dependent upon prevailing trade 


and as a rule, 
any lessening of their profits. 


can, 


conditions. 
When, therefore, the members of the Midland Fur- 


, 


nace Club frankly say that the overwhelming proba- 
they 


are desirous of impressing upon the dealer the wisdom 


bilities indicate continuance of present prices, 
of planning sales accordingly. 

It was pointed out at the meeting of the Midland 
furnace Club that the spasmodic price reductions 
which have recently taken place in various parts of 
the country were for the most part confined to tex- 
tiles, the prices of which have been abnormally high. 
The study of the conditions in the iron and steel trade 
since the close of the war discloses that no such reduc- 
tions are at all likely in industries dependent upon iron 
and steel for their basic materials. 

The conclusion naturally is that dealers should not 
allow themselves to entertain misleading hopes with 
a regard to immediate price recessions. It would be 
an easy matter to prove to the most cynical and skep- 
tical that the manufacturers are sincere in their esti- 
mate of the situation and in their desire to impress 
upon dealers the lessons to be derived from the trend 
of probabilities. 


© © > o © 


THE of business is of the highest im 


portance. 


ETHICAL 
Orderly progress and industrial develop- 


SIDE 


ment are impossible without due regard 
Ideals in for the moral principles which underlie 


Business. our social structure. It is, therefore, reas- 


notable an 
York Commercial de- 


find so 
New 


voting an editorial to ideals needed 


suring to exponent 
of business affairs as the 
in the world 
trade 
letter 
Men to its members in 


The editorial is prompted by a 
National Association of Credit 


and industry. 

sent out by the 
which it states: “The pro- 
ducer of commodities must not in these days take ad- 
of scarcity and a pressing need to impose the 
The 


material things but for 


vantage 
biggest profit that a given commodity will bear. 
world is starving, not for 
spiritual impulses, and plain speaking about spiritual 
ideals is the most needed thing in the world today.” 
times, 


encouraging signs of the 


declares the editorial in question, is the fact that such 


One of the most 


bodies of men recognize the need of something more 


than the mere material things of life. The human 


clement is being recognized as an important factor 


in business. The elder Morgan used to say that he 


did not care what security a man offered for a loan 


after had seen the man. In other words, the moral 
risk is one of the chief factors to be considered. 

of the younger 
engaged in the 


foreign 


At the begininng of the war one 


members of the Produce Exchange, 


flour business, received a contract from a 
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government too large for his resources. The contract 
came to him because the smalier orders he had filled 
had been strictly according to sample, and the terms 
of the orders had been carried out with scrupulous 
care. His new contract required the financial cooper- 
ation of one of the largest banks in the city. He 
went to his own bank, where his account had never 
exceeded a few thousands, and they sent him to the 
larger bank with a letter which stated “Mr. 

has not very much capital, but he is one of the finest 
moral risks we know of.” Whereupon the big bank 
got behind him and saw him through. Today he is 
one of the most prominent men in the business, and 
one of the best examples of Mr. Morgan’s theory. 

As an aftermath of the war the country has been 
extremely prosperous, and those to whom surplus 
funds are a novelty have been spending them extrava- 
gantly, with the result that prices of commodities gen- 
erally are highly inflated, bringing hardship upon those 
who have been less fortunate, and incidentally strain- 
ing the credit situation of the country to an improper 
degree. It has become necessary to check this ex- 
travagance and to begin the return to a normal basis, 
and one of the steps of this process is to establish a 
realization of moral responsibility. 

The Credit Association, therefore, goes on to say 
that ‘on the producer rests the responsibility of mar- 
keting the commodity at a price to be not larger than 
necessary to cover the cost of producing and market- 
ing and the usual profit justified, taking into consid- 
eration, of course, the immediate business risk.” It 
points out also the responsibility of labor, saying, “The 
laboring man, too, who is organized, must have ideals ; 
and we regret sincerely that organized labor seems 
seriously to lack ideals in these days, and to have 
prostituted them for the sake of merely material 
things and human ambition, and directed human ef- 
forts along purely selfish lines.” 

Labor must undoubtedly plead to this indictment, 
but it is not alone, for there has been too much self- 
ishness and greed in all walks of life. It is going to 
be hard to overcome this selfishness, but recognition 
of it is the first step. 


@ >» © © 


Ir 1s A difficult matter to decide what measures to 
adopt in preparation for the deflation which financial 
authorities declare to be under way. Of 


Extent of course, the chief problem is to determine 
Deflation. with sufficient accuracy the rate and ex- 
tent of price decline. The Mechanics 

and Metals National Bank of New York, for ex- 


ample, says that the long-predicted decline in prices 
seems at last to have made its appearance in many 
quarters, and the main question now in the mind of 
the public and the business man is “How far will 
prices fall?” Though prices of some special 
will doubtless move contrary to the tide, the general 
level seems to have reached the flood, and a 


articles 


definite 
recession is indicated. 

The present turn backward, however, is not likely 
to be as great as appears to be imagined in many 
quarters. A decline brought about by the forced sale 
of goods through credit scarcity is in its very nature 
And such a rush of buying as followed 


temporary. 
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recent price cuts in many cities does not presage 
further declines. 

There are numerous forces pulling both ways at 
prices. Tending to pull them down are the shortage 
of credit, which may continue to force some goods on 
the market; the economy movement; the protest 
against high prices ; the falling off in purchasing power 
of people who had sold their Liberty bonds and con- 
sumed accumulated savings; and finally, the very be- 
lief that prices are due for a decline. 

In addition increased production is indicated in 
some lines. Tending to keep prices up are the con- 
tinued shortages of many commodities with little 
prospect of relief ; the deficiency of the railroad equip- 
ment already mentioned, which helps to create a short- 
age of all kinds of goods at the points at which they 
are wanted, and the disappointing outlook for leading 
crops, such as wheat and cotton, with the prospect of 
poor crops in general because of the farm labor short- 
age. Also tending to hold prices up are the high costs 
of production, high wages, and the labor shortage 
which work at the same time to maintain high wages 
and to limit production. 

In the face of these conditions and tendencies, it 
would seem advisable for the retailer to concentrate 
his energies upon increasing the frequency of his 
store’s turnover. By means of better window dis- 
plays and other forms of advertising, coupled with 
friendly, prompt, and satisfying service, he can en- 
large and quicken the volume of sales. As a con- 
sequence, he can renew his stock more frequently and 
thus keep his purchases closer to the prevailing mar- 
ket values. 

© ¢ ¢ © @ 

WHEN THE AUTOMOBILE industry was in its in- 
fancy, sheet metal contractors as well as other less 
clever people had no idea of the propor- 
tions to which it would grow in a few 
years. They let much of the business 
their hands, unwittingly. As George 
of Cleveland, Ohio, said at the recent 
convention of the National Association of Sheet 
Metal Contractors in Peoria, Illinois, when automo- 
biles were first being made, the manufacturer used 
to come to the sheet metal contractors for a dozen 
of parts which are now turned out by the thousands 
in large factories. He asserted that lack of foresight 
caused the sheet metal man of that time to neglect 
the opportunity to secure this business which has now 


Sheet Metal 
Aeroplanes. 


slip out of 
Thesmacher, 


grown to such an enormous proportion. 

A new opportunity presents itself to the sheet metal 
contractor. It is an opportunity which in all prob- 
ability offers greater chances for lucrative business 
than the automobile industry. That opportunity lies 
in the sheet metal aeroplane. It is the judgment of 
shrewd engineers that the airship of the future wil! 
be of sheet metal construction. Comparatively few 
minor problems remain to be solved in the task of 
conquering the air. Many experts are of the opinion 
that within ten years there will be five aeroplanes for 
every automobile. Sheet metal construction will go 
a long way toward making them safe. 

A new sheet metal monoplane landed in Chicago 
this week. Those who have ridden in it say that the 
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sheet metal construction protects the passengers 
against the smoke and roar of the exhaust pipes. The 
sound of the motor is barely audible. Travel in the 
new sheet metal aeroplane is declared to be much 
easier than riding in a limousine. 

There is no reason why sheet metal contractors 
should not get together and plan their forces in such 
a way as to obtain a large share of the business which 
is certain from the new type of aeroplane. The sheet 
metal aeroplane is sure to replace the flimsy structure 
of the past. It is not too soon, therefore, to urge 
the sheet metal contractors in all parts of the country 
to begin a study of aeronautics with reference to the 
use of sheet metal and to discuss this highly important 
matter in their local meetings. 
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RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 





The average person wastes a lot of time telling 
other people things they don’t care to hear. It’s sur- 
prising what an amount of pleasant things are left 
Here’s an experi- 

Try to find and 


unsaid in place of unpleasant talk. 
ment certain to yield rich reward: 
give voice to the good qualities of your associates and 
neighbors for one day. \At the end of the day make 
a review of the pleasant things you have said. You'll 
feel so good about it, that you'll repeat the experiment 
the next day and the next—then you'll get the habit. 
x * x 

J am indebted to my friend E. P. Miller of the 
Lennox Furnace Company, Marshalltown, Iowa, for 
the following story: 

Little Mary had never seen her aunt Anna and was 
much delighted when a visit was promised by the 
aunt. When the day arrived that the aunt was due 
a telegram was delivered at Mary's home which read: 

“Missed train. Will start at same time tomorrow.” 

Mary stood quietly by while her mother read the 
telegram and then burst into tears. 

“Why, darling,” cried her mother, anxiously, “what 
in the world is the matter?” 

“Oh, mother,” replied the child between her sobs, 
“I will never see my auntie Anna, after all.” 

“Never see her!’ exclaimed the mother in surprise. 
“What do you mean, dear?” 

“Why, mother,” explained the child, “she says she 
will start the same time tomorrow, and if she does 
she will lose her train again, won't she?” 

Here is a story that will take the droop out of the 
corners of your mouth. It comes from my friend 
James B. Carson, Secretary Ohio Hardware Associa- 
tion, Dayton, Ohio: 

The lawyer had been away in the country calling 
upon a client, but on his return there were signs of 
loafing and laziness on the part of the junior clerk. 

“Thomas, that typewriter has not been touched to- 
day!” snapped the man of law. 

“Oh, sir!” ejaculated the junior. 
using it only an hour ago!” 

“Then,” thundered the employer, “how comes it 
that there’s a spider web on the machine and that he’s 
woven a web over the keyboard?” 


“Why, I was 
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remarked the lad, “I'll tell the truth. There 
was a fly in the works of that machine. Rather than 
waste my time in entrapping the insect, sir, I—er— 
introduced the spider, sir!’’’ 


My friend Ike Stearns of the Michigan Safety 
lurnace Pipe Company, Detroit, Michigan, con- 
tributes the following to my supply of smile-tonics: 

Host (to new cook)—*We want you to show what 
We have some rather spe- 
Do your 


you can do tonight, Jane. 
cial people coming for a musical evening. 
very best, you know.” 

Cook—"Sure, sir, that I will. It’s a long time since 
| did any singing, but you can put me down for a 
couple of comic songs, if you like.” 

You can't be too careful in choosing words to make 
your meaning clear in advertisements, declares my 
friend O. L. Moon of the Scheible-Moncrief Heater 
Company, Cleveland, Ohio. He illustrates the state- 
ment with this example: 


An elderly farmer hitched his team to a telegraph 


post. 

“Here,” exclaimed the policeman, “you can’t hitch 
there!” 

“Can't hitch!’ shouted the irate farmer. “Well, 


why have you a sign up, ‘Fine for Hitching’?” 

My friend F. C. West, Advertising Manager Rich- 
ards-Wilecox Manufacturing Company, Aurora, Illi- 
nois, says it may help us bear the heat of summer 
with less grumbling, if we ponder this tale: 

\ colored minister down South was conducting a 
revival without much success. At last, however, he 
awakened his congregation by asking: 


Well, bredren, 


If one of dem li'l’ sparrows what yo’ see 


“Does yo’ know what eternity is? 
I tell yo. 
roun’ yo’ 
‘Lantic ocean an’ take one hop a day and hop across 


garden bushes was to dip his bill in de 


de country an’ put dat drop of water into de ‘Cific 
ocean, an’ den hop back to de ‘Lantic ocean—jes’ one 
hop a day—an’ if he keep dat hoppin’ up ‘twell de 
‘Lantic ocean wuz dry as a bone, it wouldn't be break 


o' day in eternity!" 


| don’t suppose that Joe Cone will ever have any 
long filler Havana cigars named after him or statues 
erected to his memory in our public parks, but he 
When 
one is mentally perspiring from the task of reading 
the highbrow stanzas of Robert Browning, it is re- 


certainly does know how to write folksy verse. 


freshing and cooling to come across such lines as 


these: 
Good Feelings. 


J do not care how long I go 
Without mv bread and meat, 
I like to very hungry grow 
It feels so good to eat! 


When summer's at her very worst, 
And withers berne and brink, 

I like to get an awful thirst 
It feels so good to drink! 


And through the days of toil and fret, 
sy labor hard opprest, 

I do not mind how tired I get 
It feels so good to rest! 
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UP TO THE MINUTE 
NEWS SIFTINGS 








L NS TE TE CEES 





SAYS UNITED STATES FIRE LOSSES ARE 
HIGHEST IN THE WORLD. 


In an address recently delivered before the conven- 
tion of New York State Bankers, J. Ff. Van Riper, 
secretary of the Norwich Union Fire Insurance Com- 
pany of England, discussed the relation of fire insur- 
ance and credits. 

He referred to the importance of character in busi- 
ness and of its influence upon fire losses and said 
that present day conditions had tended to weaken 
character in this country. 

“I wonder if you gentlemen have any correct idea 
of what the destruction of property by fire in the 
United States amounts to annually,” he continued. “In 
the year 1919 losses reported to the National Board 
of Fire Underwriters by its members were estimated 
at $260,000,000. To this estimate we add 25 per 
cent as representing losses not reported to the board, 
and the value of property destroyed but not covered 
by insurance. 

“This gives us the appalling figures of $325,000,000, 
or approximately $900,000 a day for every day in the 
year. This has been exceeded in only two years, 
1918, when the total was about $25,000,000 higher, 
and in 1906, the year of the San Francisco confla- 
gration, which was of course the worst in our history. 

“The destruction of property by fire in this coun- 
try has been a national crime to which our people 
have been either indifferent or. blind. To give you an 
idea of what J mean let me call your attention to a 
comparison with some other countries. The property 
destroyed in the United States in 1919 represents a 
per capita loss of $3.13. In Great Britain the per 
capita loss from the same cause was the equivalent 
of 61 cents. For the leading countries on the Conti- 
nent of Europe I have seen no recent figures, but these 
countries have uniformly shown a very low record in 
past years, ranging from the equivalent of 25 cents in 
Germany, 37 cents in Austria and 55 cents in France, 
up to a maximum of $1.10 in Russia, per capita.” 

Emphasizing the importance of insurace as related 
to credits, he said: 

“In the preliminary report of the honorable super- 
intendent of insurance of the State of New York, ad- 
dressed to the Legislature on March 3 of this year, 
will be found a table showing that the fire insurance 
companies engaged in active business in the state re- 
ported to him actual insurance in force on December 
31, 1918, as the product of all their operations, 
amounting in round figures to $86,250,000,000. 

“This gentlemen, is the stupendous rock upon which 
you are building and supporting the credit system of 
this country! Dare any man say that that does not 
carry with it to the banks an obligation quite as heavy 
as our own, to safeguard the nation, as far and as 





completely as lieth within their power, against the 
evils I have pointed out? In this matter the two lines 
of business should be bound by common ties in the 
interest of the common welfare.” 


REMOVE DIRT QUICKLY WITHOUT 
INJURING HANDS. 





The best mechanic is not necessarily the one with 
the blackest hands. After working hours, it is to the 
advantage of the worker to have his hands clean. But 
when a man works among stoves, machinery or other 
devices which make him dirty or grimy, it is no easy 
matter efficiently to remove the 
blacking or whatever 
the dirt may be. A good many 
of the preparations sold for 
cleaning the hands contain in 
are in- 


grease, 


them chemicals which 


jurious to the skin, and, there- 


cron 
Oia Ae 


HA - ° 
fore, are not practical to use for 
any great length of time. How- 


Hand Witch, Made © a , ; 
ever, in the illustrations herewith 


by the Nickel Plate 
Stove Polish Company, 
Chicago, Illinois. 

factured by the Nickel Plate Stove Polish Company, 
358 East Illinois Street, Chicago, Illinois, which will 
thoroughly remove dirt of the most adhesive kind 
without in any way injuring the skin. Entering into 
the manufacturing of Hand Witch are no ingredients 
of destructive character. Hence, when this prepara- 
tion is used, the hands are left soft and clean. It is, 
No hard rubbing is necessary. 
The com- 


is shown a preparation, manu- 


also, quick in its work. 
Merely apply and use as ordinary soap. 
bination of the various compounds contained in Hand 
Witch do the rest. In the shop or factory a can of 
this preparation will be found to be indispensable 
after once having been used. Its wide application 
makes it a profitable article to handle. 
factory workers of all kinds use it For the office man 
who occasionally repairs his own automobile, a box of 
Hand Witch is a needful article. The demand for 
this product is, therefore, large. Dealers who desire 
further information pertaining to Hand Witch should 
write to the Nickel Plate Stove Polish Company, 358 
East Illinois Street, Chicago, Illinois. 


Mechanics and 





SALESMANSHIP MUST BE TAUGHT. 
Sales people can not be expected to learn over night 
the technique of selling, nor the simple, commonsense 
things that an individual should employ when showing 
merchandise or when trying to increase the average 
purchase of the customer when he is in the store. 
These things must be taught them. 





Selling requires a knowledge of human nature. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








The Russell Hardware Company has increased its 
capital from $250,000 to $500,000, at McAlester, 
Oklahoma. 

The Corden Safety Nut Lock Company recently 
was incorperated at Florence, South Carolina, with 
a capital of $50,000. 

Lee Hardware Company, Wicks and Company, 
have increased its capital stock at Houston, Texas, 
from $30,000 to $50,000. 

The City Hardware and Furniture Company, In- 
corporated, have increased their capital from $10,000 
to $50,000 at McGehee, Arkansas. 

The American Wringer Company has let a con- 
tract for a three story, 40x90 foot addition to its plant 
and warehouse at Woonsocket, Rhode Island. 

The Atlantic Nail and Steel Company has been in- 
Massachusetts, with $25,000 
Perlie A. Dyar and 


Boston, 
Alexander, 


corporated at 
capital by Louis A. 
J. M. Gove. 

North Carolina Hardware Company has been in- 
corporated with a capital of $50,000 at Aberdeen, 
North Carolina. Incorporators are Fred Page and 
S. H. Miller. 

Eastland Hardware Company has been incorpo- 
rated with a capital of $120,000 at Eastland, Texas. 
Incorporators are: Jack Williamson, Joe Burkett, and 
Tom Harrell. 

The Republic Ash Can Company has been incor- 
porated to make cans with a capital of $40,000, by 
P. and E. Renenson and L. Selyzer, 635 East lifth 
Street, New York City. 

Whitney, Bremner and Howe Company has been 
incorporated with a capital of $45,000 to manufacture 
hardware, tools, etc., at Somerville, Massachusetts, by 
John A. Bremner, William E. Whitney and William 
S. Howe. 

The Spafford Machine Screw Works has been in 
corporated with a capital of $330,000, at Hartford, 
Spafford, C. W. Cramer, E. F. 
Claude Creighton, 


Connecticut, by I. L. 
Crommett, C. B. Stevens 
White Plains, New York. 

The Longino-Brown Hardware Company, 
porated, of Vivian, Louisiana, filed application in the 
District Clerk’s office Thursday for a charter. The 
is to handle hardware and furniture, and 


and 


Incor- 


company 
the capital is placed at $50,000. 

The Robinson Equipment Company has been in- 
corporated to make machines, hardware, and metals 
with $150,000 capital by Charles W. French, Woburn, 
and Meinard S. 


Frank S. Parsons 


Massachusetts. 


Massachusetts : 


Steinauer, at Boston, 


HARDWARE CLUB OF CHICAGO DEFEATS 
THE MACHINERY CLUB IN EXCITING 
BASEBALL GAME. 


l‘irst in hardware, first in hospitality, first in good- 
fellowship, the Hardware Club of Chicago is now 
able to add another primary quality to its record, 
namely, that of first in amateur baseball. In an ex- 
citing game with the formidable Machinery Club, 
played June 19, 1920, at Lincoln Park, Chicago, 
Illinois, the Hardware Club of Chicago developed 
such strong talent that its president, Allan |. Cole- 
man, feels himself justified in issuing a challenge to 
all amateur baseball teams of Chicago business asso- 
ciations. 

Up to the seventh inning the players of the Ma- 
chinery Club were in the lead. In the eighth inning 
the Hardware Club men rallied for an irresistible drive 
which carried them to victory with a score in their 
By common consent John S. Kandy 
Their 


favor of 18 to 17. 
and N. A. 
reputation for impartiality is so firmly established that 
with the unquestion- 


300z were selected as umpires. 


their decisions were received 
ing submission of a country lawyer bowing before 
a mandate of the Supreme Court of the United States. 
There were plenty of arguments during the game 
but they were all won by the Hardware Club of 
Chicago, which, among other things, excels in elo- 
quence and logic. 


OFFERS STANDARD GRADE ELECTRIC 
LIGHT BULBS AT WHOLESALE. 


The importance of full illumination as a factor in 
producing sales of hardware is generally recognized. 
The cost of electric light bulbs is no small item in 


overhead expenses of the store. Therefore, it is of 


interest to hardware dealers to learn that they may 
buy incandescent electric light bulbs directly from 
the wholesaler at a considerable saving. 

The Republic Electric Lamp Company, 1125 Thir- 


Avenue, Moline, Illinois, offers standard grade 
both in Ni 


hard 


teenth 
‘A” licensed lamps at attractive prices, 
Not only can the 
this 


source of profit that 


trogen and Tungsten types. 


ware dealer take advantage of opportunity for 


himself but it also affords him a 


is not to be neglected in these days of advancing 


costs. There is no community in the country in which 
there is not a big demand for electric light bulbs and 
the hardware dealer can build up a lucrative trade 


among his customers in these almost indispensable 
commodities. 

This is a matter worthy of serious consideration 
and dealers are advised to get in communication on 
the subject with the Republic [Electric Lamp 


pany, 1125 Thirteenth Avenue, Moline, Illinois 


(om 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 





nena 





WINDOW DISPLAY OF CARPENTERS’ 
TOOLS WINS NEW CUSTOMERS. 


On an open prairie extending for miles in all direc- 
tions a tree or a house is certain to attract attention. 
There is nothing else to draw one’s notice away from 
They are conspicuous because they do 


such objects. 
not have to contend with a crowded perspective. In 
such circumstances, it is easy to catch the eye of the 
The more numerous and diversified things 


observer. 


The window used for this display was eleven feet 
long, three and one-half feet deep and the glass six 
feet high. For the background crepe paper was used, 
cut in strips two inches wide and alternating the colors 
purple and white from the top of frame to the back 
part of the floor, twisting each strip five times. The 
floor was covered with purple crepe paper. 

Five upright display boards made of plastergon were 
placed in a semicircle at the extreme back of the win- 


dow. The largest one, four feet high and four feet 





Window Display of Carpenters’ Tools Arranged by Mario G. Bianchi for C. W. Averill and Company, Barre, Vermont, Awarded 
Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition. 


are within a given scope, the more difficult it becomes 
to gain and hold attention. Along a business street 
of a city where every store is making constant and 
strenuous effort to win the favor of the passer-by, it 
becomes a problem so to arrange one’s wares as to 
make them stand out with prominence and appeal. In 
other words, the window display must be sharply in- 
dividualized in order that it may achieve the purpose 
for which it is designed. 

The window display of carpenters’ tools shown in 
the accompanying illustration is distinctive. It was 
arranged by Mario G. Bianchi for C. W. Averill and 
Company, Barre, Vermont, and awarded 
honorable mention in AMERICAN ARTISAN AND 
HARDWARE REcoRD Window Display Competition. An 
unusually comprehensive description of this window 
exhibit accompanied the photograph as follows: 


Was 


wide, was in the center; on either side of this were 
display boards four feet high and two feet high re- 
spectively, these last four being fifteen inches wide. 

On the large or center board were displayed in fan 
shape, hand saws with smaller saws to fit in. The 
two middle sized boards were covered with hammers, 
one with nail hammers and the other miscellaneous 
hammers, such as ball pein and riveting. On one of the 
small boards was displayed a bit brace and auger bits 
of a variety of sizes; the other had dividers from six 
inches to ten inches of different kinds. 

All the tools were fastened on with small copper 
wire. 

On the floor immediately in front of center display 
board were four emery grinders on a board lifted a 
few inches high. As you face the window the left end 
was devoted to planes, the right to screw drivers and 
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hand drills. In the fan of firmer 
chisels was arranged with remaining spaces filled in 


front center, a 
with the rules and tapes on the left, try squares, and 
small odd tools on the right. 


The customers of the hardware dealer will be quick 
to perceive the convenience of having punches and 
chisels in a combined set. Consequently, much in- 
terest attaches to the “Red Devil” No. 169 Chisel and 
Punch Set, shown in the accompanying illustration. 
It is manufactured by the Smith and Hemenway 
Company, Incorporated, Irvington, New Jersey. These 
are handy and useful kits for motorists or machin- 
They are sure to be in constant demand for al- 
most any kind of repair work, such as removing 


ists. 


valves and piston rings in cylinders, cotter rings in 
crankshafts, relining brakes, replacing and repairing 
fan belts, ete. 





Manufactured by 


169 Chisel and Punch Set, 
the Smith and Hemenway Company, Irvington, 
New Jersey. 


“Red Devil’’ No. 


The tools in this set are five inches long and come 
in a neat kit with the following articles: two cold 
chisels, two cape chisels, two machinists’ pin punches, 
two solid punches, one half-round cape chisel, one 
round nose chisel, one diamond point chisel, and one 
center punch. 

Octagon stock, Swedish analysis point 80 carbon 
steel, is used in the making of these tools. They are 
put up in neat khaki cases that can be rolled up and 
put in the pocket or in the side door of the car. 

Additional details concerning “Red Devil” Punch 
and Chisel Sets can be had by writing to the manu- 
facturers, Smith and Hemenway Company, Incorpo- 
rated, Irvington, New Jersey. 


OPENS A GENERAL HARDWARE STORE 
IN HANNIBAL, MISSOURI. 


The hardware dealer who neglects to profit by the 
demand for automotive accessories is depriving him- 
self of a source of revenue which is certain to assume 
greater proportions as time goes on, declares Percy 
Hayden, who, with his brother Claude, has opened a 
general hardware store at Hannibal, Missouri. 

No technical training is necessary intelligently to 
handle such a line of goods. The average man who 
knows how to drive his own car and to keep it in 
fairly good condition understands enough about the 
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various automotive accessories to be able to explain 
them to the satisfaction of the average car owner. 
Mr. Percy Hayden has been in the hardware busi- 
ness for fifteen years. He has had ample experience 
as a clerk in selling hardware and is thoroughly con- 


His 


brother, Claude Hayden, is an expert mechanic. It 


versant with the best merchandising systems. 


is, therefore, a foregone conclusion that the Hayden 
brothers will be able to carry out their purpose of 
building up a big and lucrative trade in automotive 
accessories as one of the departments of their hard- 
ware store. Both believe in keeping themselves thor- 
oughly informed with a regard to the latest and most 
practical methods of salesmanship, and for that pur- 
pose are diligent students of trade journals. 

Mr. Percy Hayden is convinced of the selling help- 
fulness of window displays and it is his intention to 
devote particular attention to the designing of effec- 
tive window exhibits in connection with the new 
store. 

In addition to a general line of hardware, the new 


store will carry guns and ammunition, hunting sup- 


plies, sporting goods, fishing tackle, flashlights and 
batteries, rope and binder twine, churns, and garage 
door hardware. 

Mr. Percy Hayden is happily married and his wife 
takes a profound interest in the business and helps 
him plan things for the development and betterment 
of his trade. 


CONFIDENCE IS HEART OF BUSINESS. 


Confidence is only an attitude of the mind, says 
i. Christianson, Assistant Secretary Wisconsin Re- 
tail Hardware Association. Assume that you have it, 
and you have it. Build it by self assertion like the 
man who rose every day with the statement 
on his “Napoleon did great things, but today | 
do the things Napoleon left undone.” 

The 
are afraid to tell the world that they put fairness and 
squareness in all dealings foremost in their business 


young 
lips: 


wall flowers of business are those men who 


policy—they lack confidence. 

Have you seen business drift away from your door? 
Have you seen customers walk up the street, pass 
your store, two blocks, yes, six blocks—to buy the 
very same goods at the same prices, that you are dis 
The other man had their confidence. 
that that 


customers into your store, ready to accept your judg- 


playing. 

Confidence is then unseen force sends 
ment and exchange their dollars for your merchan- 
dise. It’s an asset to your business which shows only 
in the profit column. But then profits are what you 
care most about. 

Study the elements that create preference for your 
store. Prove to your customer every time he comes 
into your place of business that you are unmistak 
ably interested in him. Make his every transaction 
as easy, Satisfactory and pleasant for him as possible 
l.et your every action and word from the generous 
handshake and whole-hearted smile, to the final 
“thank you” which by the way is the greatest piece 
of selling talk ever invented, mean just one thing 


confidence in vou and your merchandise. 
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Congress of National Retail Hardware Association 
Is a School of Successful Merchandising. 








In these days of rapid transit and improved high- 
ways many of the old proverbs need to be modified. 
In former times there was a larger measure of truth 
in the old saying that there is “no royal road to knowl- 
edge.” But now we are shortening the processes by 
which our activities achieve results in practically all 
departments of life. It is a far ery from the wooden 
plow of our ancestors to the marvelous steam gang 
plow of the vast grain farms which does a month's 
sy intensive cultivation we 
In the 


work in a single day. 
have greatly increased the land’s production. 
realm of business similar concentration of effort and 
improved methods are resulting in wonderful advance- 


ment all along the line. What required years of study 





Matthias Ludiow, Newly-Elected President National Retail 
Hardware Association. 


in the leisurely academies long ago is capable of being 
taught in a few months or weeks of intensive educa- 
tion today. It is no exaggeration, therefore, to say 
that the Congress of the National Retail Hardware 
Association, held June 22, 23, 24, and 25, 1920, in 
Lafayette Hotel, Buffalo, New York, was a school 
of successful merchandising. Those in attendance at 
its sessions learned more in the four days than is 
ordinarily acquired in a year's study of the things es- 
sential to the management of a hardware store. 
Tuesday, June 22, 1920. 

When the delegates assembled for the opening of 
the Congress, in the Lafayette Hotel, Buffalo, New 
York, Tuesday, June 22, 1920, the dullest observer 
could not fail to perceive evidences of earnest fellow- 
ship and unity of purpose. The audience was fused 
into harmony of mind by collective singing of the 
national anthem, * America.” 


W. P. 


Sogardus, past president of the National 


Retail Hardware Association, then delivered an im- 
pressive invocation. He was followed by the Rev- 
erend M. Joseph Twomey, Pastor, First Baptist Peddie 
Memorial Church, Newark, New Jersey, who took for 
his subject “The Man at the Heart of the Nation.” 
“If the business men of this country went on strike 
everything would go to the bow-wows within seven 
Reconstruction is up to them,” he declared. 
considerable amusement 


days. 

The clergyman caused 
when he said he had been mistaken for a hardware 
man and W. P. Bogardus, past president of the na- 
tional association, who delivered the invocation, was 
thought to be a minister. 

“The power of the Mr. 
Twomey, “ is in direct ratio to his duty to his task. 
The churches are today coming together to do their 


business man,” said 


business better. 
“One would think that-the 57 varieties we see ad- 
vertised so much mean religions. 
“Business men have some rights. 
| read of another probable railroad strike. 
ganization that prevents the proper distribution of 


This morning 
Any or- 


goods is committing crime in the eyes of the public. 

“Lawyers are no longer producing statesmen; they 
are too busy breeding politicians.” 

Market conditions with their relation to the retail 
hardware dealer were discussed by Eugene J. Mc- 
Carthy, President, American Iron, Steel, and Heavy 
Hardware Association. 

“The money situation is tense,’ he began, “but I 
do not believe business men with legitimate enter- 
prises, who are not speculators, will have any difficulty 
procuring loans from the banks. 

“The demand for hardware products is great, but 
the loss in production in the steel mills has been a big 
factor in the values of hardware goods. A _ special 
committee assigned to investigate production found 
no surplus stocks. 

“The talk of lower prices has come principally from 
liquidation in stocks of clothing, shoes and wearing 
apparel generally and not from the prices of goods 
sold by hardware lines. 

“There is a decided shortage of iron and steel prod- 
Certain sizes of goods in these lines are im- 
On account of strikes there has been 


ucts. 
possible to get. 
a shortage of wire materials, and therefore, a dearth 
of nails, rivets and screws, products made of wire. 
Until production increases the shortage will continue. 
“There seems to be a great suppressed or reserved 
demand on the part of the people. We are told the 
country is short 1,000,000 houses. About 
more freight cars are said to be needed.” 


§00,000 


Mr. McCarthy said the automobile industry is an- 
other great factor responsible for the shortage of iron 
and steel products in other lines. He said he believed 
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a great deal of European trade will come to the United 
States. 

Owing to the increased cost of food, Mr. McCarthy 
asserted it would be unfair to reduce wages. 
Frank Anderson, Chairman, Niagara 
Hardware Club, spoke entertainingly on the topic, 

“Niagara.” 


Frontier 


The annual message of J. Campbell, President, 
National Retail Hardware Association, elicited the 
closest attention of every one in the audience. It 


was a carefully reasoned and, in the main, optimistic 


review of the business situation, and of the work of 
the national organization. Its salient paragraphs are 
herewith reproduced : 


Address of President J. M. Campbell to Twenty-first 
Congress of the National Retail Hardware Association 
in Buffalo, New York, June 22, 1920. 


The National Retail Hardware Association has reached 
another mile post in its progress along the highway of accom- 
plishment. As each mark is reached and we assemble in con- 
vention to record achievements and plan for greater ones we 
should feel that an honor has been conferred upon us in 
being selected as delegates to these meetings, this one marking 
the twenty-first year of this Association’s activities. 

The past is valuable only as it gives us hope for the 
future. It is not my intention to review the history of this 
organization. Our thoughts, energies and ambitions should 
be directed toward the great future. But I do ask that you 
let your thoughts turn for a moment in a retrospective mood 
and pay silent tribute to the men whose untiring efforts have 
made this great organization possible. 

The retail hardware associations were born of necessity. 
Their function is to raise the standard of efficiency of the 
retail merchant. 

Men with vision saw the need of co-operation on the part 
of the different state associations, so the National Retail 
Hardware Association came into existence. 

If the affiliation of these associations has been a good 
thing, it seems to me there should be a working committee 
from the various national retail associations to better promote 
the interests of the retail trade as a whole. 

A speaker at a recent meeting of the 
Association said: 

“The cause of the inflow of business to the mail-order 
houses is the lack of service upon the part of the country 
retailer.” 

When questioned as to hardware and implement dealers, 
he said they are rendering the best service but they suffer 
from the inefficiency in other lines. Therefore it seems neces- 
sary to have a cooperative plan of education for all lines of 
retail trade. 

Act for Future Benefit Rather than Temporary Advantage. 

In my endeavor to serve you as President I have at all 
times tried to carry out the instructions given at Pittsburgh, 
as I interpreted them. 

It may seem to some that we have been slow in arriving 
at desired ends, but, regardless of how much I personally 
desired to accomplish the many things planned, | have tried 
to keep before my mind that I was simply a means toward an 
end—acting for 18,000 alert business men. 

‘Unjust Criticism of Retailers. 

I do not think there have been, in the memory of any of 
you, just such business and politic: al conditions as exist today. 
For me to try to analyze, or even to summarize these condi- 
tions would be presumptuous when men who have the ability 
stand in awe of the task. Still, it is the function of this office 
that 1 give you my views on the present situation in so far 
as they are related to the retail trade. 

As National President I have attended a number of con- 
ventions held by various organizations of our country and 
have tried to sense the feeling of those assembled as to their 
attitude toward the retailer. 

It is with a certain degree of alarm and regret that I find 
the retail interests have not been, and are not being, taken 
into very serious consideration by powers assuming the recon 
struction of the present abnormal conditions. 

With cenmediuaihale 300,000 retailers of merchandise in 
the United States, who are the last agents in the 


Illinois Farmers’ 


process of 


distribution, I cannot quite understand the attitude of those 
who are engaged in stabilizing or attempting to stabilize 
conditions, 


This attitude has gone so far in its thinking, and even 
through speech, as to lead consumers to believe that we are 
almost outlaws and parasites in present-day economics. 
The Unrest in Distribution. 
Many new plans are being fostered for the distribution of 
merchandise. Time alone will tell whether they will be able 
to stand the crucial test. 


AMERICAN ARTISAN AND HARDWARE RECORD 2 


wu 


If present unrest and suspicious attitude of the public 
toward the retailer continues, I see some very decided changes 
in present distribution methods within the next few years. 

The cry of the hour is “Watchman, what of the night?’ 
A chain is no stronger than its weakest link; a house no firmer 
than its foundation. 

I am free to confess I am somewhat pessimistic at the 
turn things seem to be taking in the readjustment to condi 
tions somewhere near pre-war times. 

Justice for the Farmer. 

I am afraid we are striking a solar plexus blow at the 
very foundation of our commercial life—that is the producers 
of the sustenance of life, the farmers. 

We hear from all sides increased production, increased 
production, but when sifted down, we are expecting the 
farmer to increase production even at a loss—which he is 
suffering today. 

This condition is not just and the farmer is, and justly 
so, lying down on the job. Other interests deliberately set 
about to curtail output, to uphold their profits and wages. 
Why should the farmer, the only one who depends wholly 
upon supply and demand, work for a loss? 

The Market Situation. 
loath to approach the attitude 
at this time with market and trade 
such unsettled shape. It seems to me, however, that the habit 
into which we have fallen of buying our merchandise from 
six to twelve months in advance of our needs is not justified 
under present conditions. 

There is not much incentive 


the retailer 


I am 
conditions in 


should take 


very 


for a reduction in prices of 





Hardware 


Retail 


President National 
Association. 


J. M. Campbell, Retiring 


manufactured products when the supply has been sold six or 
twelve months in advance of manufacture. Further, it may 
be the public has reached the time when it will begin to count 
the cost and curtail expenses. We should not deceive our 
with the belief that these times are to continue in 
definitely—things are undergoing a change. 

The retailer did not advance his prices with the climbing 
market. I question very much whether he could have done 
so. But you may rest assured the consumer will see that the 
retailer will keep the price going down with the falling mar 
ket, so we must watch our step. 

Some may think I am unduly alarmed, 
in contact with these conditions and no one 
ture an opinion, I think it is time for one to call 
optimistic thinking. 


S( ly es 


but when we come 
is willing to ven 


a halt in his 


Association Affairs. 
why we have not vet 


No doubt some are wondering 
some other large city 


moved the National office to Chicago or 
With conditions in Chicago as they are at present I[ think it 
would be folly on the part of your board to attempt such an 
undertaking. This matter will be explained to your satisfa 
tion qa little later by your vice-president 

I wish to express to all my sincere thanks for the hearty 
manner in which you have supported my efforts during the 
past vear and the cordial way in which you have received m¢ 
wherever I have appeared to address your state conventions 

I cannot find words to express to you my feelings for the 
honor you have conferred upor to preside 
over your organization and | hope [| have conducted your 


me electing 1 
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afiairs so that you may have no cause for regret in having 
placed this trust in my keeping. 


At the close of President Campbell’s address, Con- 
vention committees were appointed and announce- 
ments made concerning the forthcoming sessions of 
the Hardware Congress. 

Tuesday afternoon's session began at 2:00 o'clock 
with inspiring music by a local band, which had the 
effect of putting every one in excellent humor for the 
program of the meeting. 

Giving full credit to the other officers of the or- 
ganization, it may be said that Herbert P. Sheets, 
Secretary-Treasurer of the National Retail Hardware 
Association, has achieved marvels in developing the 
spirit of cooperation among the hardware dealers as 
well as in bringing about the adoption of efficient and 
progressive methods of merchandising in every part 
of the country where the Association is able to exer- 
cise its influence. He is an indefatigable worker. He 
combifes energy and enthusiasm with comprehensive 
knowledge of merchandising problems. In addition, 
he is a man of broad culture and wide sympathies. 
Under his able administration the Association has 
gained a prominence in the commercial world of the 
United States second to none. His annual report to 
the Congress of the National Retail Hardware Asso- 
ciation in Buffalo does not convey an adequate idea 
of the things which he has accomplished during the 
year. It is suggestive rather than inclusive. The 
report in substance is as follows: 

Report of Secretary Herbert P. Sheets, Delivered June 2, 


1920, to the Congress of the National Retail Hardware 
Association in Buffalo, New York. 


May 31, 1920, the membership roster showed a total of 
17,269 as compared with 14,884 a year ago, a gain of 16% 
per cent. 

But however satisfactory such unusual membership 


growth may be, it means little unless it reflects a similar 
measure of progress in constructive association activity and 
service. After all, membership service is the real object of 
and reason for association existence, and enlarged member- 
ship is simply a means of better coordinating the retail hard- 
ware forces to work together in the solution of their com- 
mon problems. 
Co-Ordination and Progress. 

It is gratifying to report that as a consequence of better 
coordination between national and state offices practically all 
branches of organization work have made excellent progress 
and the ways are clear for the launching of new campaigns 
and extended membership service. 

The revised constitution and by-laws adopted by the 
Pittsburgh convention laid the foundation for a new era of 
expanding work in membership service as distinguished from 
the organization period through which we had ‘been passing 

Membership service is now being directed into new chan- 
nels hardly dreamed of in the early days of association en- 
deavor. 

Every month there come to the National office reports 
of the activities of a majority of the affiliated associations 
and reflecting the work of the several secretaries during the 
period. 

These are tabulated by the National office and summar- 
ized copies sent to all secretaries and state officers, as well as 
to the members of the Board of Governors, for their infor- 
mation and guidance. 

Special Service Bureau. 


The prime function of the Special Service Bureau is to 
give members dependable information on any hardware sub- 
ject in which they may be interested. It is steadily growing 
in importance and value. 

The year’s inquiries from members showed an increase 
of 55 per cent over the previous year. In the last six months 
the incoming mail increased approximately 65 per cent over 
the first six months, and the outgoing mail increased about 
125 per cent. 

In its large hardware catalog library the department has 
a splendid source of information of the kind dealers want. 
Thousands of trade-named articles have been listed, and 
thousands of advertisements clipped and filed, for quick ref- 
erence. 


June 26, 1920. 


Catalogs, trade and popular magazines and newspapers 
are constantly studied for the information necessary in build- 
ing a complete and thoroughly dependable hardware data file 
of this character. Special investigations as to merchandise 
and prices are continually being made. 

Closely codperating with the state secretaries who refer 
membership inquiries to the National office, it is possible for 
the department to give members hardware information serv- 
ice not available through other channels. 

Mr. Douglas, in charge of this service, is an earnest, en- 
ergetic worker, who overlooks no opportunity to serve mem- 
bers. No member should hesitate to ask the Special Service 
Bureau for information concerning any matter in which it 
can be of assistance. 

Field Service Progress. 

The National field service, now entering its fourth year, 
has justified its existence, and is fast approaching a period 
of still greater activity and usefulness in carrying to the 
stores of members the forms of service for which there is 
steadily growing demand. 

During the year Mr. Miles has spent approximately 25 
per cent of his time attending state conventions, group meet- 
ings and visiting the stores of about 200 members. 

In many of these stores he made helpful suggestions rel- 
ative to accounting, store and stock arrangement, window 
dressing, income tax, and other matters of interest to mer- 
chants. 

Sales Promotion Service. 

At their January meetine the Board of Governors in- 

structed the secretary to organizze, as soon as feasible, a new 





Herbert P. Sheets, Re-elected Secretary-Treasurer National 
Retail Hardware Association. 


educational service to assist members in becoming more effi- 
cient merchants in their own and the public interest. 

It is planned to give the membership a carefully pre- 
pared merchandising service covering such factors as busi- 
ness management, buying and selling policies, sales organiza- 
tion, sales training, advertising, window and interior displays, 
study of local conditions and trade possibilities, business 
analysis, turnover and kindred subjects not already handled 
by other departments. 

This new department will also work closely with state 
association offices and give special assistance to the secretaries 
and the training of assistant secretaries and field men for 
efficient membership service. 

We took plenty of time to find a man specially fitted to 
organize and conduct the department and make its service 
of greatest value to the membership. 

Perry F. Nichols, who was selected, joined our headquar- 
ters staff a week ago. He has had extensive training and 
experience in similar work, comes to us well recommended, 
and we believe he will develop the new service along most 
constructive lines. 

Price Tendencies. 

The recent price-cutting epidemic, originating with the 
department stores of the East and extending to all parts 
of the country, has increased the public’s belief that prices 
are outrageously high and must come down. 

People generally are not studious. They know little of 
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economics. They do not think through to the base of a 
problem and analyze its fundamentals. Consequently they 
were quick to jump at surface indications and conclude re- 
ductions would be continuous. 

They did not stop to think that any radical or perma- 
nent reversal of prices must originate with the manufacturer 
and not with the retailer, and that concessions by the retailer 
do not necessarily foreshadow a rapidly descending scale. 

That there has been a material falling off in buying is 
evidenced by the fact that the May sales of one of the big 
mail order houses showed a gain of less than 2 per cent over 
the same month of the preceding year, as compared with a 
March gain of 63 per cent. If general buying has fallen 
off on a similar scale it is little wonder the department stores 
became anxious to unload. 

It is reported that in certain sections entire communi- 
ties have joined in such effective “Buy Nothing” campaigns 
that ali local business is practically dead. One does not need 
a very vivid imagination to understand what might happen 
should the public generally adopt such an attitude. 

It is natural that the manufacturers should insist that 
lower retail values do not reflect actual conditions and that 
prices of manufactured products will continue high. 

It is equally natural that the public should not give entire 
credence to these statements since the newspapers almost 
daily report the total or partial closing of certain factories 
because of lack of orders. 

Hardware manufacturers tell us that the condition in 
this trade is purely one of supply and demand, that the short- 
age is so great that high prices will continue indefinitely. 

Some, however, when not talking for publication, admit 
there is considerable uncertainty as to the future and that 
they are trimming their sales to meet possible adverse trade 
winds. 

These gentlemen are also commencing to speculate as 
to the measure in which the large volume of unfilled business 
on their books may represent padded orders which dealers 
will promptly cancel once it appears their ordinary needs 
can be supplied. 

Meantime, many leading- bankers and economists say 
we have actually reached the turn, but that the decline is not 
likely to be as rapid as appearances might indicate. 

In the midst of such conflicting opinions hardware re- 
tailers should steer a careful course. For even though price- 
cutting has not yet seriously hit this line of merchandise, and 
however sound conditions may be in the trade itself, any con- 
siderable curtailing of buying in other lines will necessarily 
be reflected in the hardware craft and eventually result in 
declining values. 

For there is little question but the public holds the key 
to the solution to the high cost of living and that price levels 
can be promptly revised if they use that key—refusal to buy 

Wisdom dictates care and conservatism until the present 
disturbed atmosphere is sufficiently clarified to justify the 
adoption of a different policy. 

Nor should it be forgotten that the serious and constant- 
ly increasing shortage of farm labor may so reduce agricul- 
tural production that even in the face of high prices for their 
products farmers’ buying capacity will be seriously reduced. 

Distribution Problems. 

The trade must recognize that there is serious question- 
ing of the efficiency and economy of established methods of 
distribution. 

Mail order business has shown tremendous gains: chain 
store systems are apparently making great progress; farmers 
and others are engaging more and more in codperative buying 
and selling enterprises. 

Politicians and Government officials have talked much 
about shortening the gap between producer and consumer, 
and mpst of the candidates for the presidential nomination 
have expressed themselves as believing the farmer is not 
close enovgh to the consumer’s dollar 

In all the talk of profiteering the retailer has been an ob- 
ject of suspicion, because he is the last link in the distribu- 
tion chain; he is closest to the consumer; and the average 
layman has little understanding of the processes and com- 
plications of distribution, and of the economic place the 
retailer fills. 

Self-styled economists and selfish promoters insist job 
bers and retailers are non-essential. Everybody wants the 
high cost of living reduced—by eliminating the other fellow 

So we see how necessary it is that the retailer shall more 
effectively sell himself and his service to his community: 
which means that at a reasonable cost he must give better 
service than can be had through other channels. 

Recommendations. 

In closing, permit me to suggest that, in addition to the 
conclusion which will be reached in the program delibera- 
tions, this Congress should take affirmative action on the 
following. among other, problems: 

(1) Extension of association research through which to 
gather detailed facts about hardware retailing and determine 
standards as a guide to more efficient merchandising. 


(2) Coéperate with Department of Commerce, Cham 
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ber of Commerce of the United States, and other agencies, 
in any constructive undertaking to make distribution more 
scientific and economical. 

(3) Extension of field service by state associations. 

(4) Organization of group meetings through which mer- 
chants may codperate to better study their local problems. 

(5) Constructive educational programs for state con- 
ventions and definite conclusions and action on matters dis- 
cussed. 

(6) Continuance of the association’s aggressive 
paign against sales policies unfair to local merchants. 


cam- 


The report of the Auditing Committee of which 
E. M. Healey, Dubuque, lowa, is Chairman, showed 
the financial accounts of the Association to be in ex- 
cellent order and correct to the smallest item. 

As much to keep the meeting from becoming solemn 
as for the purpose of varying the program, the as- 
sembled delegates joined in community singing at the 
close of the report of the Auditing Committee. 

To an extent not generally appreciated, retail mer- 
chants are affected in their profits by favorable or un- 





E. M. Healey, Elected Vice-President National Retail 
Hardware Association. 


favorable changes in the operation and management of 


railroads. It was, therefore, a thoughtful and timely 


act to include in the program of the Hardware Con 
gress a discussion on “The Railroads and American 
Industry” by Samuel ©. Dunn, Editor Railway Age, 
Chicago, Illinois. He spoke in part as follows: 
Address on “The Railroad Situation: Causes and 
Remedies,” by Samuel O. Dunn, Editor of Railway 
Age, Delivered June 22, 1920, to the Congress of 
the National Retail Hardware Association 
in Buffalo, New York. 


| have devoted myself almost exclusively for fifteen years 
to the study of railway matters, and I accepted the invitatior 
to come here and address you in the hope that I might give 
you some information about the present transportation situa- 
tion, the causes of it and the remedies for it, which you did 
rot already possess, and that perhaps the result might be that 
when vou returned to your homes you would use this infor- 
mation to cause more right thinking and right action among 
your customers and neighbors regarding this most important 
matter. I suppose that because of the associations and con 
nections which I have had for so many years it is almost 
impossible for me not to regard and discuss the railroad sit- 
uation and the railroad problem more or less from the rail 
road point of view. It can hardly be necessary, however 
under present conditions, to emphasize to you that this prob 
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lem is not merely one of the railroad corporations, but is 
mainly a préblem of the American public. If it is not prop- 
erly solved the results doubtless will be injurious, and even 
disastrous, to the owners of the railroads, but they will be 
even more disastrous to the public. We are all parts of the 
public. Whatever in the long run results in disaster to the 
public is bound to bring more or less adversity to all of us; 
and therefore in what I shall say I shall try to discuss the 
problem from the standpoint of what I conceive to be the in- 
terests of the public, and not from the standpoint merely of 
the interests of the railroad companies. 
Three Requirements of Public Welfare. 

The public welfare demands that the railways shall be 
so managed that, first, they will render good and adequate 
service: that, second, they will give their employes fair treat- 
ment in the matters of wages and working conditions; and 
that, third, they will charge as low rates as are compatible 
with the rendering of good and adequate service and the 
giving of fair treatment to their employees. 

These three requirements must be met under either gov- 
ernment or private ownership if the railways are to play a 
part in our economic life which will promote the nation’s 
prosperity and progress. Until a little over two years ago, 
with some almost negligible exceptions, private operation of 
railroads was the policy of this country. The exigencies of 
war caused government operation to be adopted. Many 
sweeping claims were made by the advocates of government 
operation as to the results that would be obtained under that 
policy. The actual results were, however, disappointing to a 
large majority of the public, and on March 1, 1920, the rail- 
roads were returned to private operation. 

Less than four months have elapsed since the railways 
were returned to private operation. When they were return- 
ed public sentiment was more favorable to private operation 
than it ever had been before. There were not a few persons, 
including myself, who, being somewhat familiar with trans- 
portation conditions, entertained fears that the return of the 
roads would soon be followed by a cooling of public senti- 
ment for private operation. Already there are signs that 
this change has begun. Many persons apparently were so 
convinced of the inefficiency of government management that 
they expected a return to private management would be fol- 
lowed instantly by gréat improvements in railroad service 
and large reductions in operating expenses. In some respects 
the transportation situation has grown worse instead of bet- 
ter since private operation was resumed, and, in_ conse- 
quence, many persons have been disappointed and criticisms 
have begun to come not only from persons who are un- 
friendly to private management, but from many who are 
friendly to it. 

Advocates Private Ownership of Railroads. 

I am among those who believe that the perpetuation of 
private ownership and management of railroads is essential 
to the welfare of the people of the United States, and, there- 
fore, I regard with apprehension these criticisms of private 
management by persons who on principle are opposed to gov- 
ernment ownership. I do not fear criticisms of ‘private man- 
agement which are made by avowed advocates of governn- 
ment management or of the Plumb plan. A great majority 
of people heavily discount criticisms of private management 
made by them. The future of our railroads is not in the 
hands of the advocates of state,socialism or of sovietism. It 
is in the hands of that vast majority of our business men 
and our farmers whose condemnation of government opera- 
tion caused the railways to be returned to private manage- 
ment. I know that the service rendered by the railways for 
months, and perhaps even years, is going to be unsatisfactory 
because I know conditions for months, and perhaps even 
years, will be such that it will be impossible under any sys- 
tem of operation to render satisfactory service. If the great 
majority of our business men and farmers fail to inform 
themselves as to the existence and the reasons for these con- 
ditions and grow impatient and rebellious regarding them, 
then probably the result will be that we shall have govern- 
ment ownership or the Plumb plan. 
is my belief that if the great majority of our business men 
and farmers will take the pains to inform themselves regard- 
ing the conditions under which the railway managements are 
working, the reasons for them and the efforts that are being 
made to effect improvements, and will give their coopera- 
tion and support te private management, the result will be 
that the railroad problem will be successfully solved under 
private management. 


Reasons for Present Conditions. 


The transportation situation now existing cannot be ex- 
plained or understood except in the light of the nation’s past 
policy in dealing with the railroads. Prior to about 15 years 
ago the railroads and other public utilities were dealt with 
by our government much as other business concerns were. 
There was some special regulation of them, but it was 
usually ineffective. In consequence, they were managed very 
much as other business concerns were. Like other kinds of 
concerns, some of them were capitalized for more than the 
investment made in them, and practically all of them dis- 
criminated as they saw fit between their customers in re- 


On the other hand, it, 
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spect to service and rates. The public slowly reached the 
conclusion that concerns engaged in rendering a service es- 
sential to the public’s welfare ought in the public interest to 
be subjected to a peculiar kind of government regulation. 
Now, there can be no serious question that in this the public 
was right. Regulation should have been adopted to correct 
such abuses as the watering of stock and the practice of un- 
fair discrimination. Put, unfortunately, regulation was not 
confined to the correction and prevention of abuses. It seems 
obvious that when regulation is applied to concerrfs engaged 
in rendering a service essential to the public welfare this reg- 
ulation should be intended and adapted not only to prevent 
abuses in their management, but also to encourage and help 
them to maintain and improve their service. It would seem, 
mm fact, that the public should be more solicitous regarding 
the development and prosperity of concerns engaged in ren- 
dering services which are essential to its welfare than re- 
garding the development and prosperity of concerns engaged 
in rendering services or producing commodities that are not 
essential to its welfare. But our system of regulation of 
railways and public utilities has not been predicated upon 
any Such principle. We have left the concerns engaged in 
non-essential businesses free to charge any prices, to make 
any profits, to pile up any capitalizations that they please. 
The result has been great prosperity and expansion in those 
businesses. On the other hand, because they are engaged 
in rendering essential services we have regulated railroads 
and public utilities on the principle that their rates and earn- 
ings should be kept as low as they could be without involv- 
ing confiscation. 

If the business men of the country persist in allowing 
themselves to be deceived, or in deceiving themselves, con- 
cerning the way in which the railroad business must be dealt 
with, the ultimate result unquestionably will be government 
ownership, and during the period which will elapse before 
the country finally turns to government ownership the in- 
dustry of the country will be gradually strangled by the in- 
adequacy of transportation and the nation will be very fortu- 
nate if it does not suffer a.terrible industrial and financial 
disaster. I do not believe that most of you want to see gov- 
ernment ownership of railroads adopted, because I believe 
you realize that nationalization of the railroads would 
speedily lead to nationalization of other industries, and that 
perhaps the ultimate outcome would be an autocracy of the 
proletariat such as has thrown Russia into the abyss of ruin 
and is menacing the future of most of the countries of Eu- 
rope. Therefore, I believe you will do what you can to help 
the railroad managements solve the extremely complicated 
and difficult problem with which they are confronted. 


That the merchant who keeps his store in good 
order, his merchandise properly displayed, and who 
advertises goods of quality that give satisfaction need 
have no fear of general stores and mail order houses 
is the strong conviction of E. B. Babcock, of Anoka, 
Minnesota, who addressed the Congress on *Distribu- 


tion Problems.” His speech in full is herewith ap- 


pended : 

Address on “Distribution Problems,” by E. P. Babcock of 
Anoka, Minnesota, Delivered June 22, 1920, to the 
Congress of the National Retail Hardware 
Association in Buffalo, New York. 


A large part of the merchandise manufactured today is 
distributed by wholesaler, to retailer, to consumer. 

A wholesaler is one who sells goods by the entire piece 
or lot or in large quantities as distinguished from retail. That 
some so-called wholesalers are in reality retailers is evi- 
denced by the fact that complaints of this character are 
brought up at nearly all hardware conventions. The so-called 
wholesaler that sells the retail merchant and then enters the 
same field in competition is neither fair nor just. There are 
many concerns of this character. 

They sell the large or small contractors not only the 
goods incident to their business but supply their personal 
wants as well as those of their friends. 

The country grocer that carries a few tin pails, tubs and 
oil cans can also supply his friends with guns and ammuni- 
tion that he never intends to stock. The emplovees of these 
concerns buy at wholesale prices and supply not only them- 
selves but others as well. 

The catalogue houses are honorable competitors and are 
entitled to our respect. If they use leaders or obtain specia! 
prices from the manufacturers they are not doing anything 
different from other large stores. 

Harmful Discrimination. 

We welcome special prices and try to make the best use 
of them, but it is up to us to see that we get all the special 
prices that are given our competitors, otherwise they will 
have an unfair advantage. I don’t need to tell you that there 
has been discrimination detrimental to the retail merchants. 
You know it, and many of the manufacturers know it. 
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The manufacturer that does not look out for the welfare 
of the retail merchant is passing up the best bet of his life. 
Sooner or later he will wake up to find that some other fellow 
has his business. 

Manufacturers depend almost entirely on the wholesalers 
to distribute their goods with the result that the distribution 
is not always just. 

Most of the merchandise marketed today passes through 
the hands of the retail merchants. 

It the control of the distribution of merchandise should 
pass from the large number of retail merchants to a select 
few of the now privileged class the manufacturer that wanted 
to market his goods in the future would have to accept such 
prices as were offered him. 

We must make every possible effort to keep this stream 
of merchandise in the main channel, the channel of retail 
merchants. In this endeavor we should have the active sup- 
port of the manufacturers. 

How Some Retailers Solved the Problems. 

A few years ago'in the Middle West a few retail merchants 
got together to talk over their troubles. They came to the 
conclusion that the only way they could legitimately have 
anything to say about the distribution of the merchandise 
they were handling was to invest some money in the distri- 
bution plant. After some hard work and careful thought 
with the help of competent attorneys, they started what is 
now ene of the most modern and up-to-date wholesale houses 
in the United States. 

It is needless to say that the trade evils incident to so 
many jobbing houses are not to be found with this concern, 
for its stock is owned entirely by retail merchants. 

The wonderful success of this concern is proof of what 
may be accomplished by men of the right caliber who are 
willing to unite their efforts for their mutual welfare. 

The Hardware Mutual Insurance is another fine example 
of united efforts. This great body of retail merchants little 
realize the power that lies behind them. 

Need Not Fear the Chain Stores. 

We hear much of chain stores but the merchant that is 
up to the times and keeps his store in good order, his mer- 
chandise properly displayed, his windows trimmed, advertises 
and has a stock of goods which will meet the demands of his 
trade has little to fear from this source. 

Competent help is also essential to an up-to-date busi- 
ness. Men that have grown up in the mercantile business 
perform certain duties without giving it a thoguht. It is as 
natural for them as it is to breathe, while men not trained 
in this work have to give it studied attention, thus dividing 
their efforts and many times failing entirely to accomplish 
that which is*expected of them. 

Where could one hire such men as are assembled here to- 
day? What wages would have to be paid! Could one expect 
the sane earnest efforts that come from personal interest ? 

Would you put aside the results of a life-long effort and 
introduce your customers to a line of goods which, once it 
was firmly established, might be withdrawn and given your 
competitors. 

Retailer Should Control His Own Business. 

The retail] merchant should run and control his own busi- 
ness. It is his business to see that the manufacturer’s goods 
reach the consumer with the least possible expense. There 
is no source of distribution anywhere near equal that of 
the retail merchant. Why then should we allow others to 
dictate our policy of doing business. We must work through 
eur associations to overcome those things which are detri- 
mental to the welfare of the retail trade. 

Merchants that do not share in the efforts of their associ- 
ations for the betterment of trade conditions are in the 
same class as an American citizen that does not make use 
of his privileges as a freeman or share his country’s burdens. 
Our government deports such men or puts them in jail. What 
shall we do with the slackers ? 

We should endeavor to help organize retailers in other 
lines and unite with them in a concerted effort to correct trade 
evils. The old saying, “In unity there is strength” was never 
truer than it is today. There should be a national congress 
of associated merchants with permanent officers who would 
carry on the business. The possibilities of such an associa- 
tion are beyond calculation. We are in critical times, not 
only on account of trade policies but trade conditions. 

Constantly rising costs have a very unsettled effect on a 
merchant's peace of mind. No subject is talked of more or 
understood less. 

Illustrates Advance in Prices. 

I have selected ten staple articles taken at random from 
1917 bills and compared the prices with those billed in 1920 
and find an approximate increase in value of 40 per cent. 
With this as a basis to work on I find that a merchant who 
was able to take care of his trade with a $10,000 stock of 
goods in 1917 must have a $14,000 stock in 1920 to render 
the same service. 

Let us take one item: 
and in 1920 it cost $1.85. 

A buys oil in 1917 
$1.25. In 1920 he buys oil again at $1.85. 


In 1917, Linseed oil cost {5 cents 


at % cents and sells three gallons at 
His actual invest- 
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ment in oil not counting his labor is $1.85 minus 90 cents 
profit or 95 cents. 

B buys oil in 1917 at 95 cents and does not sell any, his 
investment is still 95 cents. Increase in the assets of a 
merchant does not necessary mean that he has made a profit 
by the conduct of his business. 

B made as much on oil as A and did not do any business. 
This means that the merchant that has not kept his mer- 
chandise up to the market price, while he may have more 
dollars has lost in the relative value of the merchandise. In 
other words, if he had locked his doors in 1917 with a 
$10,000 stock he would have a $14,000 stock in 1920. 

Price-Cutter Usually Comes to Grief. 

The best merchants have been unable to keep all their 
goods up to the market price but.in so far as they have 
they saved that much, while the inefficient merchant has been 
4 price-cutter and loser to that extent. A price-cutter usually 
comes to grief sooner or later. In this case he will be in a 
bad way when prices decline. On a declining market a 
merchant that keeps a well balanced stock and turns his 
goods often will be able to sell most of his mérchandise at 
the prices he originally marked them. He can then replenish 
his stock at the lower prices. The declining market will dem- 
onstrate who are and who are not merchants. 

This is a time when credits should be looked after very 
carefully. One of the greatest reasons for failures today 
is the last of understanding of credits. Most merchants are 
poor insurance men and need instructions along that line. 
Values today are so much higher that all insurance should 
be materially increased. 

The proper pricing of goods is also very essential. This 
is fairly well understood by most merchants, but there should 
be some way of maintaining established trade marked prices. 

A careful study should be made of the relative values of 
expense and sales. If the per cent of increase in expenses is 
zreater than that of sales the difference must be added to the 
mark-up to yield the same per cent of profit. 

Last but not least: Meet your customers with a smile, 
a cheery word, a hearty hand shake. They also have their 
troubles and a word of cheer often works wonders. Be 
honest, Just, sympathetic and accommodating but firm at all 
times. 

Remember that the Golden Ryle is the best rule made 
and should be part of the stock of all hardware merchants. 


The striking incident of the afternoon session oc- 
curred during roll call. Michigan delegates answered 
roll call by rising in a body and singing the song of 
their “Michigan.” They their 
amidst applause from every part of the hall. 
June 22nd, 


state, resumed seats 


Up to noon of Tuesday, 405 persons 
had registered for attendance at the Congress, divided 
184 registered delegates, 58 regular mem- 
bers; 181 ladies, and 42 outsiders. 
Wednesday, June 23, 1920. 

The session began with a discussion of the question 
of “Headquarters Removal” by Matthias Ludlow, 
Vice-President of the National Retail Hardware Asso- 


as follows: 


ciation. 


Resale prices as they affect the general welfare of 


the hardware trade were instructively discussed by 


The Bronson-Townsend Com- 
He proved to the 


lewis H. Bronson, of 
pany, New Haven, Connecticut. 
satisfaction of the delegates that it is possible and 
practicable to overcome the evils of price cutting by 
means of friendly and intelligent cooperation. The 
substance of his address is as follows: 

Address on “Distribution Efficiency,” by Lewis H. Bronson 
of the Bronson & Townsend Company, New Haven, 
Connecticut, Delivered June 23, 1920, to the 
Congress of the National Retail Hardware 
Association in Buffalo, New York. 


My general subject is “Distribution Efficiency’—or per- 
haps it could be better stated, “How to Increase Distribu- 
tion Efficiency.” This is obviously too big a subject to try 
to cover all its phases in the fifteen or twenty minutes which 
are alloted to me. The particular feature of Distribution 
Efficiency which I wish to speak about is that which has to 
do with the proper relationship between the retail mer 
chant’s cost and his selling price; and particularly as this 
problem is affected by the establishment of suggested resale 
prices which shall be neither too high nor too low, and yet 
which will show a sufficient net profit above the cost of 
doing business to allow the retail merchant to live and grow 
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The ,general buying public has in these last few months 
been coming more and more to the conclusion that present 
methods of distribution are uneconomical. As yet they have 
been unable to put their finger on the Why or How. It is 
simply a feeling, and it is for that reason that they are try- 
ing out more and more new schemes of distribution, as typi- 
fied by the catalogue house, chain store and cooperative 
buying associations. It is no time for the old line distribu- 
tors to sit back and say, “We are necessary; the public will 
have to buy from us.” The public is supreme, and we must 
justify ourselves or we shall cease to exist, except in a 
small way. 

Mistakes Must Be Corrected. 

After saying this, however, ] want to say that personally 
I de not for a moment believe but that the old method of 
distribution is the best method, the most economical method, 
and the only method that the general public will be perma- 
nently satisfied with. We who are interested in this method 
of distribution, however, must see to it that mistakes which 
creep into it are corrected, that extravagances which in- 
crease the cost of merchandise unduly are cut out, and that 
losses which are the penalty of bad management are kept 
at a minimum. 

The one way to do this is in the first place for all of 
us to realize that we have a responsibility; and after we 
realize that we have a responsibility, to use the best brains 
we have to correct the mistakes and adopt better methods. 

I haven’t time to touch upon the subject of the cost of 
doing business, which is very closely related to that particu- 
lar part of distribution efficiency which I wish to speak 
upon. The public of course is interested, and have a right 
to demand, that the overhead costs of all engaged in distri- 
bution are kept upon a proper basis. What I wish to speak 
about in detail is the question of proper resale prices. 

Question of Proper Resale Prices. 

It would seem to me that a great deal of the criticism 
which the general public charge up against our present 
method of distribution is due to the fact that resale prices 
are not worked out scientifically. In the majority of cases 
no attention is paid to the fact that one line costs very 
much less to sell than another line, and in addition there is 
a strong tendency to follow the line of least resistance and 
charge low prices for competitive goods upon which the 
public have some idea of basic cost, and then to charge 
extremely high prices on such goods as the public have no 
knowledge of. Private brands have been used in many cases 
to cover up costs and allow for an unreasonable profit. 


When therefore we, The Bronson & Townsend Com- 
pany, made up our minds that distribution as outlined was 
going to be subjected more and more to the kind of criticism 
I have just talked about, we decided that we had an op- 
portunity to initiate a movement which (if it was successful 
in getting the support of the retail merchant) might in 
very considerable measure, at least in the hardware field. 
counteract this trend of the times and silence the criticism. 

Of course the plan as finally worked out would have 
heen entirely unsuccessful without the cordial and whole- 
hearted support of the retail merchants of our territory It 
was possible for us to get this support because we have 
been for several years now assyming a relationship to and 
using a policy toward the retail merchant entirely different 
from that of the ordinary distributor. 


Story of Suggested Resale Prices. 


It would take too long to tell the story of the services 
which we offer the merchant of our territory under the 
head of B. & T. Service. The story which I will now tell 
you of, the adoption by the retail merchants of our territory 
of the B. & T. Suggested Resale Prices will, I believe, be 
sufficient proof that an unusual relationship does exist. 

One part of B. & T. Service which we estabiished dur- 
ing the war to meet a definite need was the sending out once 
a month of a card showing the more important changes in 
prices of the preceding month. This card was usually ac- 
companied by a letter telling of the conditions of business, 
or else bringing up some question of business policy for 
general discussion and mutual consideration. In October, 
1918, this letter discussed Suggested Resale Prices, and in 
it we asked this direct question: “Do you believe in Sug- 
gested Resale Prices, and can we count on your active co- 
operation in getting them more widely established?” It 
was surprising the number of replies we got from this letter. 
As a matter of fact, 65 per cent of those who received the 
letter acknowledged it, and in all but three cases there was 
an affirmative answer. 

We did nothing immediately, but some three or four 
months later (to be accurate, in March, 1919), we sent out 
an imvitation to quite a group of our customers suggesting 
a conference in our office to discuss business conditions, 
with the idea that those present would get some benefit from 
hearing about the way business was going on in territory 
other than their’own. This was in no sense a sales confer- 
ence, nor was any sales propaganda a part of the discussion. 
At noon, after a lunch had been served in our office, we 
turned the meeting over to the retail merchants present and 
told them to discuss among themselves any and all subjects 
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which they thought would be mutually helpful. The men 
who came into our office that day were most of them in a 
rather pessimistic frame of mind when they reached New 
Haven. You will remember that at that time there were 
many prophets who were saying that the business of this 
country was going all to pieces. We, however, could not 
believe that the American business world was going to fail 
in the emergency, and we felt very sure that after a short 
period of waiting business would start out with new vigor. 
As the discussion progressed, the merchants present appar- 
ently became less and less pessimistic, and finally began to 
discuss constructive things. One of them referred to our 
letter in regard to resale prices which I have just mentioned, 
and wanted to know what kind of replies were received. 
I made a short report, and then said I should be glad to have 
a discussion of the possibilities of the greater use of Sug- 
gested Resale Prices. 

It was surprising how interested everyone was; but 
there was a note of pessimism expressed, particularly by the 
officers of several retail associations present, because they 
saw no way of getting together an organization which could 
take care of the issuing of prices, and in addition there 
seemed to be some doubt as to whether prices satisfactory 
to a large group could be worked out. We told them that 
although we were not looking for extra work of this kind, 
if it really was something which the retail merchants needed, 
and if we could count on their full support, we would be 
glad to take it up as part of B. & T. Service and would 
work out a plan by which Suggested Resale Prices would be 
furnished in card form covering all the items we carried. 

Our offer was accepted, and we began to form an or- 
ganization to take care of this work, and from that day 
to this we have been gradually getting out such a set of 
cards. During the past year prices have changed so fast 
that our work has been almost double what it would have 
been under normal conditions, and yet we have now pretty 
well succeeded in covering the entire field, as far as our 
own stock is concerned. The next advance will probably 
have to be our making some kind of an arrangement to 


furnish prices on lines which hardware merchants carry. 


which we do not sell. 
Work in Conjunction with Retail Associations. 

We must confess that at first there were many mer- 
chants who took snap judgment on the plan, and assumed 
that no set of prices could be worked out which would 
be satisfactory to them. Slowly, however, the idea has 
gained ground. We have placed ourselves at the disposal 
of the various retail associations in our territory, and have 
been glad to attend their meetings and answer their questions 
as far as possible, and in many cases readjust our prices 
and plans to better meet the needs of the retail merchant. 
In our territory, as in every territory, there were a good 
many sore spots where one merchant was competing against 
another by means of cut prices, and in these places we have 
quietly and slowly tried to correct these conditions by getting 
both merchants to accept the prices as issued by us as their 
own resale prices. We grant there are some places where 
we have been unsuccessful, but in the majority of cases this 
kind of competition has been done away with, and cordial 
relations between competitors have been established. 


Differences in Overhead Cost. 


Perhaps the hardest thing we have had to contend with 
has been a different overhead cost on the part of one group 
of merchants as compared with another group. There seems 
to be some question as yet whether the overhead cost of the 
city merchant is not higher than that of the country mer- 
chant; and just at the present time a group of merchants 
in the New York Metropolitan district are very insistent 
that their cost is higher than the cost of merchants in west- 
ern Massachusetts. For the time being we are using Dr. 
Copeland’s figures which show an average overhead cost 
of 22 per cent. To this figure we are trying to add 6 per 
cent as a net profit. In other words, we are trying to de- 
velop our prices so that based on average sales they will 
show an average gross profit of 28 per cent on the selling 
price. We are, however, just now getting some figures to- 
gether which may show that this average gross profit should 
be 30 per cent instead of 28 per cent. In these days of 
rapidly changing costs’ it has been a little difficult to get 
complete records from a group of merchants quite as quick- 
ly and quite as often as we would like to. We realize the 
importance of having Resale Prices high enough so that a 
merchant will make a reasonable net profit. It is equally im- 
portant that the cost of distribution should not be so high 
as to cause the buying: public to feel that advantage has 
been taken of them. It must always be kept in mind that 
the Consumer in the final analysis is most to be considered: 
and that the Manufacturer, the Wholesaler and the Retailer, 
for their own sakes, must work out such a plan of distri- 
bution and such a scale of prices as will convince the Con- 
sumer that he is getting fair treatment. 

Essentials of Satisfactory Service. 

It is just as much to the interest of the consumer as it 
is to the retail merchant himself that the merchant should 
be prosperous enough to enable him to give satisfactory 
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service. In the working out of our resale prices we have 
taken pains to see to it that each line stood its fair share 
of overhead expenses. It would not seem proper to us to 
sell one line at cost or less than cost; and make up this 
lack of profit by a double profit on some other line. In or- 
der to meet this difficulty in a reasonably scientific way we 
have tried to divide all the main lines into six groups. These 
groups are represented by the following percentages of gross 


‘profit based on the selling price, which gross profit should 


in each case leave 6 per cent net beyond the entire cost of 
doing business: 20, 25, 30, 33 1-3, 40, 50 per cent. 

This last class, representing as it does a profit of 100 
per cent on the cost, would naturally have included in it 
small articles like broken packages of screws, bolts, wash- 
ers, etc. In the second class might be included tires, nails 
in ton lots, and a few other heavy lines. Mechanics’ tools 
perhaps belong in the 33 1-3 per cent class. Our classifica- 
tion is not arbitrary, and our entire purpose has been grad- 
ually to lead the opinion of the majority of merchants to 
the point where they were willing to accept the same gen- 
eral price. We have made no effort to raise prices above 
old standards, but only to readjust prices. The prices are 
only suggested, and we believe they are as much in the in- 
terest of the general public as they are of the retail mer- 
chant himself. As a matter of fact, it would seem to us 
that the interests of the public and the merchant are identi- 
cal, anyway. The public are interested in having the retail 
merchant successful, and the retail merchant, if he is far- 
sighted enough, is interested in giving the public real satis- 
faction. 

Unfriendly Competition Harms Consumer. 

The general public are never permanent gainers from 
unfriendly competition between two merchants. Competi- 
tion carried to its logical conclusion almost always means 
failure, and the general public always lose under such con- 
dition. 

I have mentioned the fact of our having spent a good 
deal of time with the various Retail Associations in our ter- 
ritory in order to get the merchants of all sections to ac- 
cept these price cards as the basis of their sales. There is 
a reason which is not on the surface for our wishing these 
price cards to have unanimous support. Although, as I have 
said before, I believe that this method of distribution which 
all of us here represent is more economical, and more satis- 


factory than any other plan as yet devised, there is no ques-. 


tion but that the mail order house, the chain store, and the 
co-operative association, each following its own particular 
method, are interfering with the retail merchant in a very 
considerable measure. I personally do not believe that the 
general public averages to pay less for goods bought from 
the chain store or the mail order house than when buying 
from the regular retail merchant—service for service. It 
is a fact, however, that this class of merchandisers consider 
it to their advantage to quote particularly low prices on cer- 
tain standard brand goods, in order that they may through 
such quotations create the impression in the minds of the 
general public that all their prices are low. This does not 
seem to us good merchandising, nor do we believe it to be 
to the advantage of the consuming public. What the public 
needs is to be assured that the prices quoted are fair. That 
group of merchandisers who are the first to accept this idea 
that prices must be fair we believe will be the big gainers. 
And yet I realize that the retail merchant who always 
bases his selling price on the cost of his handling that par- 
ticular line, plus a reasonable addition for his net profit, 
will continually have trouble from these cut prices of other 
agencies unless this idea of Suggested Resale Prices can 
be extended considerably further. 

Let me suggest a possibility by taking a suppositional 
case: Supposing that in the course of the next twelve 
months we were able to get a large majority of our cus- 
tcmers to accept the principle of resale prices, and that they 
adopted the prices as shown on our Suggested Resale Price 
Cards as their selling prices. Then supposing one of the 
Chicago catalogue houses should issue a new catalogue 
showing especially attractive prices on John Smith & Com- 
pany’s mechanics’ tools, which prices were lower than the 
retail merchant could afford to sell at. Under the old plan, 
all those affected would immediately start in to write let- 
ters insisting that the manufacturers force the catalogue 
house to withdraw these prices, and, before the affair was 
ended a good deal of ill-feeling would have been stirred up, 
and probably very little accomplished. 

Suggests Plan to Overcome Evils. 

Under the new conditions the affair could be handled 
in an entirely different way. Supposing that all those mer- 
chants who used the B & T Suggested Resale Price Cards 
should get tegether and appoint a committee, and this com- 
mittee should proceed to the factory of John Smith & Com- 
pany and have an interview with their sales manager. The 
spokesman of the committee might say. “Mr. Brown, we rep 
resent 548 out of 592% retail hardware merchants doing busi- 
ness in southern New England and eastern New York state. 
We have been at work for some time getting established 
Suggested Resale Prices. which prices are neither too high 
nor too low but which show us a margin of profit sufficient 
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to allow us to live and grow, and yet at the same time are 
pertectly fair to the consumer. We have no agreement in 
regard to the maintenance of these prices, but they are 
largely maintained because they are fair both to us and to 
our customers. Blank, Blank & Company, of Chicago, have 
seen fit to catalogue your tools at a cut price in order to 
create the impression that all the prices they show in their 
catalogue are low. They picked out your line because it is 
well-known and your name stands for much among users 
of mechanics’ tools. A low quotation of this kind not only 
hurts us in that it takes trade for your particular goods, 
which naturally belongs to us, away from us, but in addi- 
tion it creates the impression in the minds of the uninform- 
ed that our average prices are too high. The resale prices 
which have been established informally in our territory have 
proven very satisfactory, and we believe that the adoption 
of these prices by you as Suggested Resale Prices to be used 
by the distributors of your tools would be not only to the 
advantage of the retail hardware merchants but to your own 
advantage as well. With such prices sent out by you it 
would probably be a comparatively simple matter for you 
to get the large mail order house we have named to adopt 
such prices as their prices, and in this way correct a diffi- 
cult situation.” : 

What kind of an answer would this committee cet from 
Mr. Brown? I feel quite sure it would be a favorable one. 
As a matter of fact, I cannot help but believe that most man- 
ufacturers would make a favorable reply to such a request. 
Surely, a favorable reply would be made by almost any 
manufacturer if the plan as outlined had not only the sup- 
port of the retail merchants of our small territory, but in 
addition the support of the group of merchants represented 
in this Association. 


Wednesday morning's session closed with two good 
addresses, one on “Business Cooperation,” by Thomas 
B. Howell of Richmond, Virginia, and the other on 
“Commerci:l Confidence,” by E. W. Duvall, Cheraw, 
South Carolina. 

Elliott C. McDougal, President Bank of Buffalo, 
First Vice-President State Bank Section, The Amer- 
ican Bankers’ Association, opened the afternoon ses- 
sion with a talk on “Declining Value.” He spoke in 
part as follows: 


_ ._ The principal reasons for the high cost of living are 
high wages, shorter hours, and decreased production of 
labor. Labor can not be blamed for remembering that in 
past days many employers have made them work for the 
very lowest possible wages, and that it is only natural 
that now labor should exact th highest possible wages, but 
the trouble is that labor, or perhaps I should say radical 
labor leaders, are short-sighted—they are doing their best 
to make it impossible for employers to continue to pay the 
present high scale of wages. j 

_ As the situation exists today there is but one force in 
this country that can keep wages up. That force is labor. 
The only way in which labor can do this is by working 
longer hours, instead of shorter hours, and by producing 
more per hour than labor is producing today. If that 
could be done wages would be the last to decline, while 
increased production would make everything that the la- 
borer eats and wears cheaper, so that it would bet getting 
more for each dollar. 

It would have the advantage of serveral years of grad- 
ually declining prices, in which every year it would be able 
to live more cheaply and save a larger difference between 
wages and expenses, and then when wages finally fell, as 
they inevitably must, it would be fortified by accumula- 
tions of savings to tide it over the lean years. We should 
not delude ourselves. 

Prices must come down. The only question is whether 
they shall come down with a crash. If labor maintains its 
present attitude of insistent demands for higher wages, 
shorter hours, and decreased production, prices will come 
down with a crash. If labor insists on a crash the sooner 
it comes the better, even forlabor. We never will be on 
a sound basis until readjustment comes. The longer the 
crash is delayed, the worse it will be, and the greater fall 
in prices and wages 

He was followed by S. R. Miles, Field Service 
Manager, National Retail Hardware Association, who 


gave an illuminating address on “Cost Comparisons.” 

At the basis of all business are human relations 
The establishment of friendly understanding between 
employer and employee and the spreading of the con- 
viction that they have a community of interests are 


matters of utmost impertance to the solution of com 
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mercial and industrial problems. The subject was 
handled in a masterly way by Louis Hirsig, of Madi- 
son, Wisconsin. He made no attempt to hide the 
faults on both sides. He pointed out the one sure 
remedy for economic difficulties, namely, the elimina- 
tion of false teachings, the blotting out of artificial 
class distinctions, and the development of practical 
Americanism in industry and commerce. 

R. A. Peterson, formerly Assistant Secretary Wis- 
consin Retail Hardware Association and now Editor 
National Hardware Bulletin, gave the delegates a 
splendid analysis of prices and competition and sug- 
gested practical methods for overcoming the diff- 
culties involved therein. 

Wednesday afternoon about 45 automobiles carried 
a big part of the delegates’ women folks to Roy- 
croftershop at East Aurora, New York, where a 
dinner was served by the local hardware association 
at Roycrofter’s Inn. 

About 4 o’clock they returned to Buffalo and joined 
the delegates in a pleasant automobile tour of the 
Nearly 100 motor cars were used to convey 
They were accom- 


parks. 
the crowd that made the trip. 
panied by motorcycle police officials who permitted 


the hardware folk to make their own interpretation’ 


of the speed laws for the occasion. 

The Kentucky delegation gave an impromptu 
“Jazzy” rough house dance at the Lafayette Hotel 
Wednesday evening. It was more fun than a circus. 


lormalities were thrown aside and everyone entered 


with zest into the spirit of the entertainment. 
Thursday, June 24, 1920. 

An exhaustive study of retail merchandizing formed 
the subject of an immensely interesting address by 
Charles Coolidge Parlin, Manager Commercial Re- 
search Division, Curtis Publishing Company, Phila- 
delphia, Pennsylvania, at the opening of Thursday 
morning’s session. 

Mr. Parlin was followed by V. J. Barker, Conners- 
ville, Indiana, who spoke briefly on the topic, “Com- 
munity Building.” The more numerous the points 
of contact of the retail merchant with the commun- 
ity in which he does business, the greater are the 
chances of his increasing the list of his customers. 
This, of course, is the primary consideration of his 
participation in community building. It is a legiti- 
mate motive. It serves as a _ justification for 
the merchant's assuming a prominent part in 
every movement for the upbuilding of the com- 
munity. Indeed, it is a motive of personal in- 
terest that is much more effective and powerful 
that pure idealism which is likely to be more or less 
impracticable and unsteady in its pressure. Mr. 
Barker’s speech is as follows: 

Address on “Community Building,” by V. J. Barker of 

Connersville, Indiana, Delivered June 24, 1920, to 


the Congress of the National Retail Hardware 
Association in Buffalo, New York. 


There are times when we must be steady. We are going at 
a rapid pace, and not unlike the speeding motor boat, we must 
sooner or later run ashore, but in what minute this will be we 
know not. Whether it will be a sudden plunge upon the 
breakers or whether it will be a gradual coasting into the 
shore, that we may stand on a firm foundation. 

_ For the short time that has been allotted to me, I shall 
give you only a few of the essential points on Community 
Building. 

How shall we know the boundary line of a community? 
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Only by the far-reaching good will and service rendered 
by the people of that certain community. 
Community Building From Merchant’s Point of View. 

I shall take up Community Building from the standpoint 
of the merchant, for that is what we are interested in. First 
the dealer’s service to the community. We are servants of 
the people because we must cater to the people’s needs for our 
living, and in doing this we render a service to the communi- 
ty. But it depends in what way we give this service. We must 
give service of the very best and give it in a way that will 
appeal to the public in general. 

In the second place, we should create a good will be- 
tween ourselves and our customers by gaining the confidence 
of every man, woman and child that comes in our place of 
business. 

In the third place, we shouid build up our community 
by cooperation. One person in a community can not do very 
much towards building up a community by himself but with 
the cooperation of all the forces, a great community can be 
builded on a firm foundation. 

For that purpose we should have a solid foundation to 
build on; for a house builded on the sand can not withstand 
the storm. 

What do we mean by cooperation and who shall codper- 
ate? It takes all classes of people to make up a community. 
We have the manufacturer, the laboring man, the professional 
man, the merchant, and last but by no means the least the 
minister of the Gospel. What would the community be with- 
out a church to cast its influence abroad? 

The cooperation most needed today is the manufacturer 
and his employees. The labor condition of the whole country 
is in a turmoil and just as soon as the manufacturer and his 
employees can coOperate, this trouble will be overcome to a 
great extent. 

The most important point in this cooperation is organi- 
zation. In almost all communities there should be a place 
called the Community Center and from this point the various 
plans can be worked out to the best advantage. This Com- 
munity Center should have a Chamber of Commerce or an 
organization of some kind through which there can be 
worked to a good advantage the cooperation of the farmer, 
the business man, and the manufacturer. 

Work Together for the Common Good. 

The thing we need the most today is to get closer to- 
gcther in our dealings with our fellowmen. Organize for 
local teams, for by so doing you can bring your own 
community to the front. Combined efforts are what count. 
The day of the merchants’ being antagonistic towards their 
business associates is over. Work together; boost together 
and make your community the best in your state. 

Other points are influencing local opinion, advertise your 
goods, keep your store clean and your windows washed and 
well trimmed, also your store and windows well lighted, for 
the lady-shopper likes to come to a nice bright clean store 
tc do her shopping. Cater to the ladies’ trade. Let the people 
know that your prices are just as cheap as your, competitor’s 
in the neighboring towns. j 

And lastly we must look after the roads leading to our 
towns, for the rural buyer will go to the town that is on the 
best road since distance is not considered with the auto and 
the flying machine. 

So summing up, we have the points to bear in mind: Give 
service, create good will, coéperate, organize teams, work 
with your local officers, build good roads, and boost all the 
time. 


R. ©. Noojin, Attala, Alabama, spoke at the ses- 
sion on “Membership Action.” 

The morning’s meeting closed with an address on 
“A New National Service” by Perry F. Nichols, 
Manager Sales Promotion Service, National Retail 
Hardware Association, Argos, Indiana. 

The afternoon session began with an address on 
“State Secretary's Work” by James B. Carson, Sec- 
retary Ohio Hardware Association. Mr. Carson is a 
veteran of many years’ experience. The records of 
the Ohio Hardware Association are the best proofs of 
his achievements and the strongest reasons for profit- 
ing by the advice given in his address which is here- 
with reproduced: 

Address on “The Work of the State Secretary,” by James 

B. Carson, Secretary of Ohio Hardware Association, 

Delivered to the Congress of National Retail 


Hardware Association, June 24, 1920, 
in Buffalo, N. Y. 
When your secretary wrote to me a couple of weeks ago. 


telling me that he had placed me on the program and giving 
me the subject, “The Work of the State Secretary” and sug- 
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_gesting the differciit activities connected with the work of a 


state secretary upon which | should talk in connection with 
the discussion that is to follow, I must confess that I sort of 
swelled up with pride when | began to think over in my own 
mind, the secretaries who, I personally knew, could talk much 
better on this subject than I can and I wondered what | had 
ever done for him or what he was going to ask me to do, 
that he should favor me but as I read on in his letter, he said 
you will be limited to fifteen minutes in your talk and it all 
came to me at once, I was the only secretary that he could 
limit to so short a time. But the other secretaries need not be 
envious for | am going to pave the way for them to tell 
everything they know about doing the work of a secretary. 
Necessity of Membership. 

There are two things that are absolutely necessary for the 
success of every association, the first is membership and the 
next is finances. In our own association, our constitution 
says. “The object of the organization is to make better hard- 
ware merchants”; consequently we think every dealer in the 
state should be interested in becoming a better merchant, be- 
cause it means a better citizenship, it means the hardware 
store is a greater asset to the community. And so there 
must have been in the minds of that little band of thirteen 
merchants who met in Columbus in 1894 and drafted this 
constitution, a vision of what this organization would be- 
come that is represented by the hardware dealers who are 
here today. 

Planning for the Future. 

It is from this foundatien that they laid at that time that 

we have tried to build our membership, to build it from the 





James B. Carson, Secretary Ohio Hardware Association. 


inside out, rather than from the outside in, to make the mem- 
per feel that he is a part of the organization instead of a 
contributor to its support; to instill in him a vision of what 
he weuld like his business to be and to give him the ambi- 
tion that will make him grow with his business. You know 
that vision is a wonderful thing in planning for the future. 
You have all heard Walter Harlan tell the story of the col- 
ored man that was arrested for stealing chickens. When he 
was brought before the judge, the judge asked the officer 
what the charge was and the officer replied that this man had 
visited his’ neighbor’s chicken yard two Saturday nights in 
succession. The judge said, “I'll fine you five dollars, what 
have you to say”? The darkey said, “Judge, couldn’t you 
imake it seven-fifty so as to include next Saturday night.” 
The creating of this vision in the minds of dealers who are 
not members of the association, is the hardest part of a sec- 
retary’s work, for in every state at this time, all the best 
merchants are members. Our state does not boast of the 
largest membership at this time but we want to serve notice 
on the other secretaries now that it is only a question of time 
when Ohio will lead all the other states in membership in 
our hardware association, just as we lead in all other states 
in the raising of presidents. ae 

Securing new members for a larger association 1s pos- 
sibly the most important part of the work of the state secre- 
tary and as Michigan has the largest membership, | am going 
to ask Mr. Scott to tell you how he has brought this about 
and J want to assure Mr. Scott that we are all proud of him 
and his state. 
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Financing an Organization. 


As I said before there is another thing necessary for the 
success of every association and that is finances. I must say 
that this part of the work has never given us any trouble for 
we have always had a small surplus each year. One of the 
greatest problems of every organization is to spend its funds 
judicially, that is to always have money to do things that are 
for the good of the membership, to never have to say we 
caunot do this for we haven’t the money. It is the work of 
the secretary to see that there is money to do it. The annual 
dues of our membership is five dollars for both active and 
honorary members and in making up our budget for the year, 
when we get our floor plan for the exhibit hall, we plan to 
have enough income from this to take care of that part of 
the work and pay its portion of the expense. It is certainly 
good business for every association to have on hand some 
surplus funds so as to be able to do the things the directors 
may think it necessary and to not be embarrassed by the lack 
of money. There is no difference between financing a hard- 
ware association and financing a hardware store. They must 
both have financial standing to be successful. 

Handling an Annual Convention. 

To my mind there are just two things necessary ior the 
success of every convention. The first is to prepare the 
strengest program you can make, using great care in the 
selection of the subjects so they will interest the members in 
attendance, the second is, to so arrange all the details so that 
every one is comfortable. I must confess that we have not 
always been able to do these things, and when we did not do 
them, we did not have our best conventions. If you can ar- 
range for the comfort of those in attendance, so there will 
he no complaints, you will have every one in a good humor 
and the convention will virtually take care of itself. On the 
other hand, if there is complaining of hotels or the prices 
charged, or the exhibit hall is not comfortable as ours was 
at the last convention, you do not have the enthusiasm which 
i$ necessary to inject into your members to send them back 
home so that they will talk about the discussions they lis- 
tened to or took part in and the things they saw in the ex- 
nibit hall. 

There are times when a secretary cannot do all these 
things, he has to accept conditions as he finds them, espe- 
cially is this true of the states who do not always hold their 
conventions in the same city. Take our own case last year, 
Music Hall, where we held our exhibit is heated with gas, 
and while we had held several exhibits in the same hall and 
was very comfortable, yet we run into zero weather this time 
and the result was the exhibitors were not satisfied, because 
they were too cold to talk and this did not send them back 
home with a feeling that their visit to Ohio had been a suc- 
cess. But the secretary should guard against such conditions 
as far as possible and the directors in deciding the place of 
holding the annual convention, should have a report from the 
secretary as to the details of holding a successful conven 
tion before the place is selected 

Organizing Departments for Association Work. 

The line of work of a state secretary is almost unlimited, 
that is, he can find so many people and stores where he is 
needed, where a suggestion from him may bring success 
vhere failure was a probability. If a secretary ever gets to 
the place where he wonders what there is for him to do, just 
let him get into a machine and start out to visiting his mem 
bers and he will find avenues open for him in every direction, 
and he may be visiting successful merchants, too. Those are 
the kind that are always looking for suggestions. We have 
among our state secretaries, one who has given more atten 
tion to organizing departments than any of the others, and 
who has been a great success in his state, Mr. Roberts of 
Minnesota, and IT am going to ask Mr. Roberts to tel! you 
comething of this part of the work. 


Keeping Records. 

One of the greatest things essential to the success of a 
state association, is the confidence of the members in their 
state headquarters. lor this reason, if for no other, the 
secretary should keep accurate records of all work done in 
his office. He should keep this record just as any corpora 
tion should keep their records, so that at any time any mem 
ber drops into his office and wants to know what is being 
done, he can show him intelligently How can any secretary 
make progress with the work of making better hardware mer 
chants. if his own office is run in a loose, haphazard way 
specially is this true of the financial record. While every 
member receives many times the value of his annual dues in 
benefits from the association, yet he is interested in what is 
done with the money collected and the annual report of the 
secretary should be so plain that he can understand it. In 
this connection I will say that we are using a special record 
gotten up for us by Mr. Miles of the National office and we 
have our books audited by a certified accountant and make 
their report a part of our annual report to the convention 
Attending to Correspondence and Handling Complaints. 

Ts my mind there is nothing that helps a secretary with 
his membership as much as prompt attention to his corre 
spondence. If possible, every letter should be answered t! 
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day it is received. While it is true in the last year or two, 
service of évery kind has been rather on the don’t care order. 
yet this must not get into our secretary’s office, for it is not 
only our duty but the duty of every one of our members to 
try to combat this influence with all the force we have and to 
set an eamxple of our duty to each other before every one of 
our employes. In other words, to live up to our capacity. 
All complaints should be handled in a diplomatic way to 
bring the best results. Fach one should be thoroughly in- 








M. D. Hussie, Re-elected Member Advisory Board National 
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vestigated and there are always two sides to hear from. We 
should never deny the right to any who are trying to do the 
same things we are trying to do, to better their own condi- 
tion, if they are working along the same lines we are. 
Selfishness has no place in association work. The most suc- 
cessful members we have ever known, were the dealers who 
were constantly doing things for others, who were willing 
to accept the Golden Rule as their standard of ethics in busi- 
ness. Success just came to them »ecause of their bigness. 


Visiting Members and the Need of It. 


There is nothing so important in the work of the secre 
tary as a close acquaintance of the members. It is a real 
pleasure for me to go into a member’s store unannounced 
and have him say hello Jim, what are you doing around here, 
glad to see you. It is almost impossible for me to leave 
that store without both he and myself being benefitted by this 
little visit. There is no place where you can get as close to 
a member as in his own store, a place where he will tell you 
in confidence after he has told you how much his business 
has increased over the year before, all the troubles he is hav- 
ing. By your interest in his business, you have created a 
relationship between your association and himself that is 
built on a real foundation. You have a knowledge of the 
conditions in that community that you could not get any 
other way, and you have by talking over with him the things 
he has not discussed with anyone else, helped him to solve 
some of the problems. It does any one good to have some 
one he can talk to even though he knows a lot more about 
what he is telling than the one to whom he is telling it to. 


Group Meetings and Their Value. 


Group meetings, as we have named them in our state. 
are not original with our office, having been copied after our 
State Bankers’ Association who have the state divided into 
nine groups and hold at least one extra meeting each year 
in addition to their annual convention. If it is necessary 
for our bankers to meet together in different parts of the 
state to discuss financial conditions, why is it not just as 
necessary for our hardware dealers to get together to dis- 
cuss the hardware conditions in their community, whether or 
not they are supplying all the hardware used, and if not to 
learn why and to find out if anything is being neglected that 
should be done. 

At these meetings a regular program is prepared, ques- 
tions that directly affect the business of the members in this 
particular group are taken up and discussed, and I must say 
that these meetings have done more toward bringing a whole 
community of dealers together as a working force than any- 
thing that has ever been tried from our office. It has been 
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the means of bringing the dealers in each of these towns to 
see the bigger side of merchandising, that if they are all pull- 
ing together for trade, they will get more than if each one is 
trying to tear down what the other builds up; it has brought 
them to see that four good dealers in a town are much better 
for the town than one or two good ones and one or two poor 
ones; it has brought to these dealers a spirit of cooper- 
ation that makes them want to help each other. Group meet- 
ings have made these dealers big enough to see their best 
friend go into the store of their neighbor across the street 
and come out with a package under his arm without trying 
to find out what he paid for it and telling him he would have 
saved him some money if he had bought it of him. 

At many of these meetings the clerks are brought along 
and entertained to a good dinner and afterward listened to a 
talk on salesmanship, or store arrangement, or something of 
particular interest to them, and in this way we have helped 
to make a better working force in every store. 

There is no question but what state conventions put en- 
thusiasm into the business but, as the Governor of North 
Carolina said to the Governor of South Carolina, “It’s a long 
time between drinks.” It is hard to make a brand of en- 
thusiasm that will last a whole year, and for this reason there 
is a great opportunity for good in these smaller conventions, 
for that is really what they are. 

I have tried to give you a few ideas of “The Work of 
the State Secretary,” and in leaving this subject, for I feel 
sure my time is up, I only wish I were salesman enough to 
have you carry home with you the impression that your state 
secretary needs all the help and support you can give him. 
Don’t let vourself be satisfied with the work of your asso- 
ciation just because you have a paid secretary. No one man 
ever thought of all the things that should be done and your 
secretary will be a much better secretary and your state head- 
quarters will be a much greater source of information, when 
his mail each day is partly made up of suggestions from the 
members. 


“Secretary's Relation to National Office” was dis- 
cussed by John B. Foley, Secretary New York Hard- 
ware Association, and “Secretary’s Relation to Na- 
tional Hardware Bulletin” was clearly outlined by 





F. B. Boyce, Elected Director National Retail Hardware 
Association. 


1.. D. Nish, Secretary Illinois Hardware Association. 
Then came reports of the various committees and 
the election of officers. The following men were 
chosen to carry on the administration of the National 
Retail Hardware Association during the ensuing term: 
President: Matrnutas. Luptow, Newark, New 
Jersey ; 
Vice-President: E. M. Heatey, Dubuque, Iowa; 
Secretary-Treasurer: Herperr P. SHeets, Argos. 
Indiana. 
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Directors. 

F. B. Boyce, Wellsville, New York; 

W. L. HussBarp; 

C. H. Casey, Jordan, Minnesota ; 

Hamp WixtiaMs, Hot Springs, Arkansas ; 

F, E. Stronc, Battle Creek, Michigan ; 

Georce M. Gray, Coshocton, Ohio; 

H. R. Beatty; 

R. W. Harcuer, Milledgeville, Georgia. 

The Advisory Board remains the same as during 
the previous term. It consists of M. D. Hussir, 
Omaha, Nebraska; J. R. GAMpLte Montgomery, Ala- 
bama; and C. T. Woopwarp, Carlinville, Illinois. 

Louis‘ ille, Kentucky, was chosen as the next meet- 
ing place for the annual congress of the National 
Retail Hardware Association. 

No more conclusive evidence of the constructive 
values which are given to its membership can be pre- 
sented than the fact that the Congress of the Na- 





Cc. T. Woodward, Re-elected Member Advisory Board National 
Retail Hardware Association. 

tional Retail Hardware Association in Buffalo, New 

York, was the largest annual gathering in the entire 

history of the Association. 

The Entertainment Committee won the praise of 
every one by the alertness, courtesy, and genialty of 
its members. It consisted of Charles J. Fix, Chair- 
man; William C. Fix, Secretary; George G. Allen; 
John IF. Armbrust ; Louis Steinmetz, ,uffalo; George 
N. Allen, Niagara Falls: and John Bb. Foley, Syra 
cuse, New York. 

Many of the delegates remained over after adjourn- 
ment until Friday in order to visit Niagara Falls and 
other points of interest as guests of the Niagara 
Frontier Hardware Club. This is an organization 
which was hastily organized last month in order to 
take care of the Texas hardware jobbers on their 
way to the Atlantic City hardware convention of job- 
bers and manufacturers. The club consists of the 
following manufacturers: 


American Steel and Wire Company. 
Pratt and Lambert, Incorporated, 
Arrow’ Tool Company, 
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Barcola Tool Manufacturing Company, 
Buffalo Sled Company, 

Buffalo Wire Works Company 
Diamond Saw and Stamping Company, 
The Keystone Manufacturing Company, 
The Ontario Knife Company, 

Aldrich Manufacturing Company, Incorporated, 
George A. Ray Manufacturing Company, 
Republic Metalware Company, 

U. S. Hame Company, 
Wickwire-Spencer Steel Company, 
Oneida Community, Limited. 

The first party proved so successful that the Ni- 
agara Frontier Hardware Club was made a perma- 
nent organization to entertain any hardware people 
coming through Buffalo at any time—with special 
courtesies to the women folk. 

Fully 400 delegates of the Congress of the Na- 
tional Retail Hardware Association and their ladies 
have cause to retain pleasant memories of the hos- 
pitality of the Niagara Frontier Hardware Club. They 
were escorted as guests of the club over the High 
Speed Line from Buffalo to Niagara Falls, alighting 
in National Park on the American side, where they 
divided into small groups. Many of them donned 
rubber suits and ventured under the Falls and through 
the Cave of the Winds. 

later, the visitors crossed the bridge into Canada 
where they were entertained with an elaborate lunch- 
eon at the Clifton House, Niagara Falls, Ontario 
The 35 piece band of the Carborundum Company 
added to the delight of the occasion with excellent 
music. The luncheon was served in Canada. Hence, 
there was plenty of moisture of the kind not per- 
mitted nowadays in this country. 

After luncheon the party rode over the Gorge 
Route down the river on the Canadian side, passing 
the Brock Monument and other points of international 
interest. Crossing Niagara river below the Rapids, 
they returned to the American side and made a ten 
minutes’ stop at the Whirlpool Rapids. Proceeding to 
the National Park on the American side, they trans- 
ferred to the High Speed Line and reached Buffalo 
in time for supper. All voted the trip a huge suc- 
cess and gave unstinted praise to the Niagara [ron 
tier Hardware Club. 


HERE IS THE CREED OF A SALESMAN 

The late George D. Schwarz, sales agent at Chicago 
for the National Cash Register Company of Dayton 
hio, adopted and lived up to this salesman’s creed: 

“[ must work to live. To work, | must get a job. 
Ill get the best job I can. Whatever job | get, I'll 
recognize my obligation to the job. 

“I'll use that job as a stepping-stone to a_ bette 
one. To do this, | must do what the job requires— 
and more. There is always competition in all jobs 
The best man advances 

“T’ll give the job my best thought and efforts. | 
won't sneak. I won’t trim an opinion. I won’t cheat 
in my work or otherwise. 

“T’ll be as fair as I know how—to the people I 
serve, to the people I work for, and to the people | 
work with.” 

Whenever the war dogs are loose a strict vigil 
should be kept on credit accounts. 
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PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 

The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

33084.—A commercial agency in Belgium desires to secure 
an agency for the sale of automobile parts and_ accessories, 
except tires. Quotations should be given c. i. f. Belgian port. 
Correspondence and catalogs should be in French. Reference. 

33086.—A firm of commercial representatives in Chile de- 
sires to secure agencies for the sale of hardware, novelties and 


general merchandise. Quotations should be given c, i. f 
Chilean ports. Correspondence should be in Spanish. Refer- 
ences. 


33087.—A company in Cuba desires to secure agencies 
from manufacturers or sole distributors for the sale of tin 
plate, black, galvanized and barb wire, screen wire and other 
sizes, wire and cut nails, black and galvanized sheets, etc. 
Correspondence may be in English. Reference. 

33094.—A company in India desires to secure an agency 
for the sale of egg beaters, meat choppers, kitchen grindstones 


and general household specialties. Quotations should be 
given c. i. f. Indian port. Payment will be cash against docu- 
ments. Reference. 


33095.—A commercial agent in France desires to secure 
an exclusive agency for the sale of small tools. Correspond- 
ence should be in French. 

33098.—An importing firm in India desires to purchase 
and secure an agency for the sale of motor vehicles, cars, 
trucks and cycles, nails, paint, hardware, cutlery, etc. Quota- 
tions should be given c. i. f. Indian port. Payment will be 
made cash against documents by 30 to 60 days’ sight draft. 
References. 

33099.—A consulting engineer from Switzerland is in the 
United States and desires to secure an agency for the sale in 
Switzerland, France and Italy of automobiles, accessories and 
agricultural machinery and implements. Reference. 

33101—A general agency company in Portuguese East 
Africa desires to get into touch with American manufacturers 
who desire to be represented in that market. References. 

33103.—A manufacturer in India desires to purchase and 
secure an agency for large quantities of hardware and hard- 
ware sundries. Quotations should be given c. i. f. Indian port. 
Payment will be made in English currency, 60 to 90 days, 
documents against acceptance. Reference. 

33106.—A firm of merchants in Cuba desires to secure an 
agency from manufacturers or sole distributors for the sale 
of hardware, tools, miscellaneous specialties and all sorts of 
articles appropriate for sale in hardware stores. 

33109.—The representative of a company in Ireland is in 
the United States and desires to purchase or secure an agency 
for the sale in Great Britain, Syria and Palestine of hard- 
ware, automobile accessories, electrical household appliances 
and lubricating oils. Reference. 

33111.—An American trading company with connections 
throughout Europe desires to purchase and secure an agency 
for the sale of machines and tools for woodworkers, metal 
workers, blacksmiths and toolmakers. Payment will be cash 
against documents in New York. References. 

33077.—A merchant firm in England desires to secure 
agencies for the sale of malleable fittings, iron wire nails and 
electrical goods. Quotations should be given c. i. f. Liverpool. 
Reference. 

33079.—A merchant in India desires to purchase and se- 
cure an agency for the sale of wire nails, screws, tin plates. 
zinc sheets, pipes, iron sheets, etc. Quotations should be given 
c. i. f. Indian port. Payment to be made by 60 days’ sight 
draft against documents. Reference. 

33118.—A firm of commission agents in Porto Rico desires 
to secure the representation of dealers and manufacturers of 
hardware. References. 

33120.—The representative in the United States of a 
merchant firm in South America desires to purchase and se- 
cure an agency for the sale in the River Plate countries of 
carpet sweepers, washing machines, aluminum-cooking uten- 
sils, electric household appliances and all household furnish- 
ings in general. Reference. 

33123.—A firm in Wales desires to purchase and secure 
an agency for the sale of household paint and varnish, elec- 
trical fittings, lamps, cables and accessories. Quotations should 
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be given c. i. f. Welsh ports. Catalogs of general merchan- 
dise, price lists and samples are requested. 


COMING CONVENTIONS. 








Texas Hardware Jobbers’ Association, Waco, Texas, July 
9 and 10, 1920. R. F. Bell, Secretary-Treasurer, 320 Broad- 
way, New York City. 

Mississippi Retail Hardware and Implement Association, 
Agricultural College, Mississippi, July 13, 14 and 15, 1920. 
E. R. Gross, Secretary-Treasurer, Agricultural College, Mis- 
sissippi. 

Ohio State Sheet Contractors’ Association, Toledo, Ohio, 
ply 20, 21, and 22, 1920. W. J. Kaiser, Secretary, Columbus, 

i0. 


Texas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921, A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

Pacific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20, and 21, 1921. E. E. 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
3echerer, secretary, 5106 North Broadway, St. Louis, Missouri. 

Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 


Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 
Wisconsin Retail Hardware Association, Milwaukee, 


Wisconsin, February 2, 3 and 4, 1921. 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and Implement Association, Okla- 
homa City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 

Iowa Retail Hardware Association, Des Moines, Iowa, 
February 8, 9, 10, and 11, 1921.~A. R. Sale, secretary-trea- 
surer, Mason City, Iowa. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
1921. Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 


P. J. Jacobs, Secre- 


burgh. 
_ Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 15, 16 and 17, 1921. Leon D. 


Nish. Secretary, Elgin, Illinois. 

California Retail Hardware and Implement Association, 
San Francisco, California, February 15, 16, and 17, 1921. Le- 
Roy Smith, secretary, 112 Market street, San Francisco, Cali- 
fornia. 

Ohio Hardware Association, 
Ohio, February 15, 16, 17, and 18, 1921. 
secretary, Dayton, Ohio. 

New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
George A. Fiel, secretary, 10 High street, Boston, Massa- 
chusetts. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24, and 25, 1921. John B. 
Foley, Secretary, 607 City Bank Building, Syracuse, New 
York. 

Panhandle Hardware and 
irillo, Texas, May 8, 9, and 10, 1921. 
retary, Treasurer, Dalhart, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12, and 13, 1921. T. W. Dixon, secre- 
tary-treasurer, Charlotte, North Carolina. 


RETAIL HARDWARE DOINGS. 


Deshler Hotel, Columbus, 
James B. Carson, 


Implement Association, Am- 
Troy Thompson, Sec- 





Kansas. 

Scarezze Brothers of Frontenac will 
their hardware business at Arma. 

Gamilson and Shackelford have opened a hardware and 
implement store at Howard. 

Minnesota. 

Graff and Kelzer have been succeeded in their hardware 

business at Waconia by G. Kelzer. 
Missouri. 

C. W. Van Trump has purchased the Peland and Petree 

hardware stock at Braymer. 
Nebraska. 

S. C. Thomas and Son have sold their hardware and 
implement business at Monroe to B. C. Enfield. Thomas 
and Son will continue in the harness business. 

Henn Brothers have opened a hardware store at Nonowi. 

Oklahoma. 

Fletcher and Son have been succeeded in their hardware 

business at Stillwell by the Fletcher Hardware Company. 
Texas. 

McNeill and Smith Hardware Company will add to their 
large stock of hardware and implements a line of furniture 
at Haskell. 


open a branch of 
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ADVERTISING CRITICISM AND 
COMMENT 











Faith is an essential requisite of good merchandis- 
ing. In the majority of instances, buyers must de- 
pend upon the trustworthiness of the dealer when 
making a purchase for the first time of such a com- 
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4 Why the fue! bill can be reduced from one-fourth to 
one-third—enough to pay handsome dividends on the 
amount invested. 
5 Why the upkeep or expense for repairs is positively less 
than any other type of heating system. 

How you are protected in the purchase of a Round Oak i 
6 Prpeless Furnace at this store because df the manu- i 
facturer’s refusal to authorize installation where their trauned ; 
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stores, halls, sal! factories pub 
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warm basement enough to nc 
p  eaasstate building special user 
; for seorage wf fron ond 
tables, eeduces tire rush, will Last 
eo bitenms barring abuse 
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modity as the pipeless warm air heater featured in 
the advertisement of The Mitchell Hardware Com- 
pany, Ashtabula, Ohio, which is herewith reproduced 
from the Star-Beacon, Ashtabula, Ohio. The seven 
reasons set forth in the body of the advertisement 
are expressed in language which has every appearance 
of honesty and sincerity. A particularly convincing 
reason is that expressed in number 6, to the effect 
that the manufacturers refuse to authorize the in- 
stallation of this pipeless warm air heater where their 
trained heating engineers can not sufficiently guarantee 
it to operate efficiently in a particular case. The ad- 
vertisement is well balanced and makes a good im- 
pression upon the eye as well as upon the mind of the 
reader. 
*K 

The frank statement of prices in bold-faced type is 
a praiseworthy element in the composition of the ad- 
vertisement of J. H. Bedford, reproduced herewith 
from the Bridgeport Leader, Bridgeport, Illinois. It 
establishes a basis for confidence. The reader who is 
interested in stoves and ranges from the angle of im- 


Helpful Hints for the Advertisement Writer 


mediate need or from the point of view of future re- 
quirements feels that J. H. Bedford has nothing to 
conceal and that his stock affords a sufficient assort- 
ment from which to make a good selection. Typo- 
graphically, the advertisement is well designed and 
certain to win attention by its emphasis upon the trade 


name of the line of goods presented. The wording is 
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National 
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Don’t Forget | 
| 


“NATIONAL” 


| 
Cook Stoves and | 
| Ranges are Equipped with | 
Porcupine Fire Backs 
Guaranteed for 25 years 


— $30 ~130 


J. H. Bedford 


| 
Main St. Bridgeport, Ill. 
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simple yet sufficient. Orly one suggestion is here 

offered as to improvement—namely, the words “guar- 

anteed for 25 years” would have greater force if thes 

were printed in the same bold-faced type as the pre- 

ceding words with which they are logically connected. 
. & Ss 


ADVERTISING IS A NECESSITY. 


Advertising today is a necessity and an asset. The 
time has arrived when the manufacturer and the mer- 
chant must carefully figure the advertising cost, carry 
it in his budget as an expense just as essential as rent 
or labor, properly charging it against each product and 
article. Advertising has been hurt by emotional appro 
priations and by spasmodic flares. [or instance some 
men still advertise only when they have spare money 
and never put out a line when times are dull and they 
need business! The amount and nature of advertising 
is to be planned with the production scale. Only then 
can we stabilize manufacturing, merchandising and 


advertising. 


It is not necessary to put all the art ideas you know 
into your advertisement. Just try the plain type effect 
It is rare enough to be singularly effective. 
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DISCUSSES NEW THEORIES OF THE 
RELATION OF PHYSIOLOGY TO 
VENTILATION. 


(Continued from last week:) 

In connection with the heating of a room, if the 
conditions are kept so constant that none of this heat 
regulating mechanism is allowed its proper oppor- 
tunity of working and keeping itself in order, the 
bodily health inevitably deteriorates. The person 
concerned becomes anemic, and a prey to any disease 
to which he may be exposed. 

As a practical proposition it appears that it is not 
conducive to good health to keep our rooms too com- 
fortable or too uniform in temperature, or to spend 
much of one’s life in a uniform atmosphere. There 
appears to be a natural law according to which all 
well-being of whatever kind must be produced at the 
expense of some pain or discomfort of some sort. 
If we are to continue to live a full and healthy life, 
we must not allow any part of our mechanism to 
‘ stagnate, or expect Nature will do everything for us 
without our doing something for ourselves. A man 
must pay at least part of the price of his own well- 
being in some form of what may be called discom- 
fort or strain. Life itself is a state of strain; we can 
not avoid it whatever we do. The wise course is to 
train and inure ourselves to endure the constant 
changes, and even to like them, not to suppress the 
changes themselves by artificial means. 

When the conditions of the atmosphere surround- 
ing a body are such that loss of heat by convection 
and radiation are greatly diminished, as, for instance, 
when the air is still and warm, and when other per- 
sons are in close proximity to the body, the air which 
should carry away the heat and the vapor by convec- 
tion can not do so. The person begins to sweat vis- 
ibly—that is the moisture accumulates and is not car- 
ried away as rapidly as it collects. Thus this ex- 
traordinarily complicated mechanism to regulate the 
heat loss becomes strained—the body temperature be- 
gins to rise and all the functions which will only 
work properly at normal temperature become disor- 
ganized. Nature’s alarm signal is a feeling of dis- 
com fort. 

Persons exposed to such conditions feel hot and 
flushed by reason of the facts which have been ex- 
plained. Some whose power of recovery or whose 
automatic mechanism or circulation is weak find that 
mechanism is altogether unequal to the strain, which 
causes them to faint. To faint in itself is probably 
another emergency device to prevent the person from 
dying, to stop the generation of heat lest it does any 
more damage. In extreme cases death actually does 
occur, due simply to heat stroke, that is, the heat 
is crowded up in the body and can not get away. 
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The body temperature rises and this dislocates all the 
normal functions of the body, many of which can 
only be satisfactorily carried on exactly at the normal 
temperature. Ultimately the heart mechanism be- 
comes disorganized and stops and the person dies. 

It will be at once evident that movement of the air 
alters this condition of things entirely. Set a fan at 
work to stir up the air and the vapor in contact with 
the body, which prevents the sweat from evaporating, 
is at once removed. Large quantities of heat are re- 
moved from the body by evaporation, even though the 
surrounding temperature is as high as the body tem- 
perature, provided it is not too moist. Streams of 
heat are carried away frem it by convection. The 
cooler unsaturated portions of the air are brought 
into contact with the hot sweaty body, and the heat 
regulating mechanism is again allowed its proper op- 
portunity of working. 

It is almost impossible to give any reliable figures in 
connection with so complicated a process. The cor- 
rect figures would vary from nothing to thousands ac- 
cording to the conditions. Even the figures which 
I have already given, which were quoted from the 
most reliable authorities, are to me as an engineer, 
I frankly confess, incredible. For instance, the fig- 
ures given as the heat loss from the body of a man 
walking at five miles an hour are given as full equal 
to that lost from a very hot radiator of the same 
surface as the man, namely, about 21 square feet. 
The temperature of the man, as has been stated, is 
about 35 degrees above the surrounding air, that of 
the radiator is perhaps 100 degrees or three times 
as much. 

The difference between these two assuming the 
figures correct—can only be due to the effect of a 
current of air passing over a man’s moist body 
and carrying the heat away by evaporation, but even 
so I am unable to square up these figures with those 
with which I am familiar in connection with inani- 
mate matter. It will be easily seen that the matter 
is one of very great complexity. 

From this brief description it will be readily un- 
derstood that even if the physical properties of the 
air are not the sole properties which have to he taken 
into account in connection with ventilation, they are 
at least of very great, indeed of paramount import- 
ance, and that whatever other reasons there may be 
for the deleterious effect of rebreathed air, its physi- 
cal properties must form one of the principal pre- 
occupations of those who are concerned with the ven- 
tilation of buildings. 

We have to fix our minds in the first place, at any 
rate, on that function of ventilating air which is con- 
cerned with the removal of the heat from our bodies. 
If the air is in such a condition that it does not re- 
move enough, or removes too much heat, or removes 
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it at too uniform a rate, then it is unsatisfactory, 


however chemically pure it may be. 

We have, in fact, to adopt a wholly different cri- 
terion of satisfactory ventilation from that which it 
has been the custom to consider in the past, not what 
is its chemical purity, but what sort of condition the 
air is in for removing heat from our bodies. It will 
be at once evident what a different point of view this 
introduces. 

If we take an ordinary thermometer, and place 
it in still air, having a temperature, let us say, of 
65 degrees, with surroundings at or about the same 
temperature, the thermometer will, of course, read 
65 degrees. If into this room we introduce a fan 
which delivers a powerful blast of air, and place the 
thermometer in the path of the blast it will still read 
65 degrees. 

Now a person engaged on a sedentary occupation 
in that room might be perfectly comfortable, or even 
too warm, when the air is still, but it is quite ob- 
vious that he would not be at all comfortable if he 
were in the path of the blast of air. He would be 
too cold. The moving air would abstract heat from 
his body at a much greater rate than would still air 
at the same temperature, although the thermometer 
reading was the same. 

This is an extreme example which shows that the 
reading of a thermometer in a room is not a correct 
criterion of the degree of heat comfort due to the 
conditions. 

We can have another example based on a different 
principle. Let us assume that the air in the room 
is very dry. In these conditions many a person would 
feel very cold in still air in a room heated only to 
60 degrees. If, however, a good deal of vapor were 
introduced into the air of a room, as, for instance, 
by drying towels in the room, or any other easily 
imagined way not involving the introduction of hot 
vapor, the same person in the same room with the 
same thermometer reading would feel the room too 
hot and oppressive. His skin instead of being kept 
dry by the evaporation would become moist. 

In this case also the fundamental reason is that the 
introduction of the vapor has altered entirely not only 
the rate at which heat is abstracted, but the way it is 
abstracted from the body. That the difference is not 
in any respect due to the chemical composition of 
the air will be evident from the fact that, assuming a 
small cylinder of carbon dioxide was liberated in the 
room <9 that the air became heavily charged to the 
extent, suppose, of one or two hundred parts of car- 
bon dioxide per 10,000 parts of air, so that in respect 
of its carbon dioxide impurity it would be at least 
twice as bad as the very worst possible air in a 
crowded room, the person in the room would be totally 
unconscious of the presence of the gas, and so far as 
is khown, it would not do him any harm whatever. 

If at the time of the introduction of the gas experi- 
ments were made on the person by a physiologist, it 
could be shown that the person would breathe more 
deeply, and perhaps more frequently in the air 
charged with the gas than if the air were free from 
it, but the air actually in his lungs would have exactly 
the same composition as before, and there would be 
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no difference in the amount of carbon dioxide which 
would get into his blood. 

It will thus be evident that neither the indications 
of an ordinary thermometer, nor the ordinary CO, 
analysis of the air, give us any indication at all of the 
suitability of the air except when we specify what is 
its physical condition in respect of humidity and of 
movement. We need instruments of an altogether 
different character to determine its suitability in re- 
spect of its cooling power, and also in respect of the 
amount of vapor in the air. 

The first such instrument has been introduced 
within the past few years by Dr. Leonard Hill, and 
has been called by him the Katathermometer, and 
much valuable research work has been done by the 
same authority with this instrument. 

A general summary of the results of that work has 
been recently presented in the form of a report, which 
at present is for private circulation only, on the 
science of ventilation and open air treatment to the 
Medical Research Committee of the Ministry of 
Health. This report, highly technical in character as 
it is, contains a large mass of the most valuable in- 
formation partly obtained from the researches of Dr. 
Hill himself, and partly collected by him from the 
prominent authorities on physiology of the past and 
present. It will probably be generally available in a 
short time. 

It would be impossible in the course of a single 
lecture to give even a summary of this report, much 
though I should like to do it. The conclusions ar- 
rived at so far as they concern the practitioner in 
ventilation, whether he be architect or engineer, are 
of great interest. They are also of enormous impor- 
tance to the general public, if only the conclusions 
could sink into the general consciousness. 

The outstanding lesson which they teach is a very 
old one, namely, the supreme value of exercise and 
fresh air, furnishing as they do exactly the conditions 
required for bodily well-being. It proves as conclu- 
sively as such a theorem can be proved, how and why 
no indoor conditions, however carefully they may be 
arranged, can compensate for the absence of exercise 
and fresh air; that if a man desires to avoid loss of 
health—and every sane man knows that good health 
is by far the most important thing a man can possess, 
incomparably more valuable than any form of wealth, 
for every form of wealth is almost worthless without 
ithe can not adopt better means than taking as much 
vigorous open-air exercise in all sorts of weather as 
he can. 

So far as the interior of buildings is concerned, the 
report throws into strong relief the fact, also no new 
discovery, that the suitable ideal conditions of any 
building depend on the amount of work which the 
individuals are doing, that what is suitable for a 
sedentary occupation may be totally. unsuitable for 
a manual worker. 

The report also shows that immunity from what 
are called colds, which general expression includes all 
kinds of respiratory diseases, from pneumonia or 
phthisis down to an ordinary cold in the head, or 
cough, are not in fact primarily due to cold at all, 
but to the effect 
cold. 


of trying to protect ourselves from 
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Man¢ persons on the ground of experience will be 
inclined to disagree with some of these conclusions, 
which, as I have already said, in my own judgment 
are perhaps somewhat extreme in character, but it is 
impossible to read the report alluded to without ac- 
quiring a conviction that its conclusions are very 
largely true. 

One principal conclusion, a very embarrassing one 
for those who are concerned with heating and venti- 
lation in practice, is that the heating of air in any of 
its forms is an undesirable means of introducing heat 
Warming by radiant heat is pro- 


into a living space. 
| have said this conclusion 


nounced to be preferable. 
is an embarrassing one, because almost all the mod- 
ern methods of economically and conveniently heat- 
ing large buildings do rely very largely on heating the 
air of the room. As my own experiments have shown, 
not only is radiant heat essentially expensive to pro- 
duce, but also at least 60 per cent more heat is needed 
in radiant form than air heat to produce the same 
sensation of wamnth, 

As we know, the method of heating which has 
made the most rapid progress in the past twenty years, 
especially for large and widely extended buildings, 
had been the method of heating by what have been 
miscalled “radiators.” One would assume from this 
name that these appliances perform their function by 
radiating heat to the surrounding space. 

(To be continued next week.) 


MIDLAND FURNACE CLUB MEETS TO 
DISCUSS TRADE CONDITIONS. 


General trade conditions with reference to price 
tendencies constituted the principal topic of discussion 
at an unusually interesting meeting of the Midland 
Furnace Club, held’ Wednesday, June 23, 1920, at 
Hotel Sherman in Chicago, Illinois. The impending 
increase of freight rates coupled with shortage of 
material and lowered efficiency of labor indicates 
the improbability of any recession of prices in the 
near future. 

It was the opinion of the warm air heater manufac- 
turers at the meeting that for these reasons there is 
no likelihood of prices going down during this or the 
next season. It was brought out in the discussions 
that coke, pig iron and other factors in the production 
of warm air heaters and stoves operate to keep prices 
at the present level. They were of the opinion that in 
the industries where prices have been abnormally high, 
reductions will take place, as in textiles, for example. 

They considered it necessary for the prosperity of 
the trade that dealers be frankly informed with a 
regard to the price situation and its developments in 
the future. 

Profits may be lost to dealers who allow themselves 
to be deceived by false deductions from price declines 
in industries which are not subject to as heavy oper- 
ating costs as that of the warm air heater and stove 
trade, 

To succeed John D. Green, who is no longer directly 
connected with the warm air heater trade, J. M. Triggs 
of the Majestic Company, Huntington, Indiana, was 
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elected president of the Midland Furnace Club at 
the meeting. 

John Kersch of the XXth Century Heating and 
Ventilating Company, Akron, Ohio, was elected vice- 
president. 

In recognition of his splendid services to the Mid- 
land Furnace Club during his term in the office as 
President, John D. Green was elected honorary mem- 
ber. 

The next meeting of the Midland Furnace Club 
will be held in Chicago during September. 





HEATING APPARATUS IS PATENTED. 


Theosis C. Sebring, Kansas City, Missouri, has pro- 





cured United States patent rights, under number 
1,341,723, for a heating apparatus described as fol- 
lows: 
field A furnace embodying a 
= » re side wall grate, a bottom 
ie | |. . 
a i Le grate therein, an air dome 
j { 
o || h,341,723) | on the bottom grate sur- 
x ‘i rounded by the side wall 
16. az 10 ‘ ° . 
2 io b —«» grate and having air out- 
Iz- . . . 
4-7,x lets in its side walls for 
oe =P 
} ze the flow of air laterally to 
- | . . 
ct“ =the side wall grate, said 








dome having an air inlet 
pipe depending through the bottom grate, a closure 
for the bottom grate, a fuel reservoir above the side 
wall grate, and a fire pot surrounding and spaced from 
the side wall grate for the circulation of the products 
of combustion and having an outlet therefor. 





BUILT TO RESIST FORCE OF FIRE. 


Fire is the most primitive of forces employed by 
Its destructive properties have ever been rec- 
In constructing any device that has to deal 


man. 
ognized. 
with heat, the materials entering into that structure 
must have fire-resisting qualities. Otherwise it will 
not last long, and, therefore, is not capable of good 
service. Warm air heaters have to contain fire. How- 
ever, they must not merely hold fire but must direct 
the heat which it gives forth. Hence, in order that it 
give long service, a warm air heater must be built 
of a material which will not give way under the de- 
structive forces of heat. Therefore, the American 
Warm Air Heater, illustratéd herewith, has been made 
entirely of steel, declares the American Furnace Com- 
pany, St. Louis, Missouri. The sheet steel employed 
in making the warm air heater shown in the accom- 
panying illustration is riveted by powerful machines 
weighing 26,000 pounds each. The rivets are said to 
be so tightly set that the edges of the seams fit as if 
they were one solid sheet. Being calked with pneu- 
matic hammers, the joints are fused, making the fin- 
ished warm air heater free from any possible leakage 
of gas or dust. The extended feed pouch installed on 
all warm air heaters manufactured by the American 
Furnace Company is a feature worth studying. It is 
made in one piece from the warm air heater drum to 
the door. No amount of jarring or hitting with the 
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shovel while firing can loosen it. The fire pot in the 
American Warm Air Heater is made of one piece of 
heavy sheet steel, which forms the entire drum, except 
the head, and is lined with a high grade sectional fire- 
brick. The lining forms a ciucle, making each brick 

















American Warm Air Heater, Made by the American Furnace 
Company, St. Louis, Missouri. 


self supporting, thereby preventing any of them from 
falling out. The bricks extend up to the top of the 
feed door, or higher if desired, to prevent any damage 
to the steel. They can be replaced through the feed 
door in ten minutes. The cost of re-lining is compara- 
tively small. The grate in this warm air heater is 
triangular and hollow in the center. Its strength is 
insured by the care with which it is manufactured. 
Either side of it may be turned to the fire, thus doing 
away with the danger of warping on account of the 
concentration of heat upon one side. The bars in this 
grate work separately. From the point of view of 
economy this is a desirable feature, as it permits the 
ashes to be removed around the sides without wasting 
coal through the center, as is the case where all the 
bars turn in unison. Other details in the construc 
tion of the American Warm Air Heater are equally 
interesting. In the catalogue of the American Furnace 
Company, St. Louis, Missouri, the entire formation of 
this warm air heater is described in an instructive 
manner. Warm air heater installers should write to 
this company for a copy of its catalogue in order to 
avail themselves of a thorough knowledge of the con- 
struction of the warm air heaters manufactured by it. 
A EY 
OBITUARY. 


Charles F. Seelbach. 

Successful in business and, what is of much greater 
importance, successful in friendship, was Charles F. 
Seelbach, President and Treasurer of the Walworth 
Run Foundry Company, Cleveland, Ohio, who passed 


away at his home in that city June 15, 1920. That he 
achieved success in business was only the logical! 
result of his talent and cleverness. That he was 


successful in friendship, however, was due to the 


deliberate goodness, forbearance, broadmindedness 
and-courtesy which he practiced on all occasions. No 
greater tribute can be paid to the memory of the man 
than to say that he won the affection and admiration 


of others by virtue of wise counsel and kindly deeds. 
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Mr. Seelbach gained the friendship of people in all 
walks of life, not merely because he was of a genia! 
disposition. His was a life of service to his fellow- 
men in civic and business affairs. He was profoundly 
convinced of the need of practical brotherhood. With 
him it was not theory. He practiced his convictions. 
Indeed, it may be said that he gave always more than 
he received. 

Charles F. Seelbach was born in Cleveland, Ohio, 
April 8, 1862, and most of his life was spent in the 
city of his birth. From 1880 to 1885 he was employed 
with the Cleveland Telephone Company and in the 
life insurance business. In 1885 he started in as time- 
keeper with Palmer De Mooy Foundry Company, the 


stock of which later on he purchased. In conjunction 





friends jhe 


( lose 


few 


with W. J. 


formed the Forest City Foundry and Manufacturing 


Strangward and a 
Company in 1890 at Cleveland, Ohio. This company 
was successful from its beginning and in 
the Walworth 
Ohio. Mr. 


and treasurer of both companies until 1916, when he 


1gO3 ac 


quired Run Foundry Company at 


Cleveland, Seelbach acted as secretary 
was elected president and continued in that capacity 
until his demise. 

\lason 
He held membership in 
the Knights of ’ythias, Cleveland 
Industry, the Cleveland Athletic Club, and 


lle was a thirty-second degree and past 
master of [Ellsworth lodge 
the Chamber of 
was a di 
rector in the Forest City Savings and Trust Company 
He is survived by his widow, Mrs. Rose Seelbach, 
Mabel, his grandson, 


sister, Mrs. Albert 


his two children, Charles and 
Charles I. Seelbach 


(;erdum. 


3d, and a 


ORES hot iets RI 
Those who are easily satisfied are either very stupid 
or great seers. But the difference between them is the 
difference between those who have not lived and thos 


Elbert Hubbard 


who have. 
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PRACTICAL HELPS FOR THE 
TINSMITH 





ae 





PATTERNS FOR ASH HOPPER. 
O. W. Korue. 
On board ship provision is made to dispose of the 
This is a hopper placed 


rubbish, garbage, and ashes. 
By 


on the side of the vessel as shown in our drawing. 
means of pulleys the ashes are brought up from below 


to a-b of elevation and then add your measurements, 
on each side. The knuckle line can be filled in, and line 
d-c is developed. To do this pick the hip line m-o 
from plan and set as m-o in true length diagram. 
Then H-o will be the true length. In the same way 
pick m-n from plan and set as m-n in diagram. Then 
I{-n will be the true length for similar line in pattern. 
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Patterns for 


and tripped in the hopper. Irom here it falls in the 
ccean. 

A side elevation of hopper is necessary, it being 
placed at specified angles and sizes. The knuckle line 
shows a bend where the outboard part of hopper 
tapers. The inboard part is straight to permit attach- 
ing to the frames by means of angle clips. The lower 
angle makes a square to round with the square end on 
an angle. Hence this latter piece would be treated 
the same as a square to round transition piece. 

In laying out the hopper, it can be developed sim- 
ilar to an irregular box. Make a-b in pattern equal 


Ash Hopper. 


The lower angle is reproduced as in position “M.” 
A half plan is developed looking along the axis line, 
which foreshortens the plan, but it is the most simple 
way to treat this problem. Observe we have two al- 
titudes as C’ and D’. So let h-t be the height of dia- 
gram and with dividers pick the plan lines as A-1-2- 
3-4, also B-1’-2’-3’-4’ and set as in diagram. These 
lines are set over on lines C’ and D’ using h-t as 
center. Then draw the line to t, and you have the true 
lengths. 

To start the pattern draw any line as C”-D” equal 
to line C’-D’ of elevation “M.” Then use true length 
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t-1 and t-1’ and C” and D” as center, strike and cross 
arcs as in pont 1. Strke the small are 2 equal to 
radius 1-2 in half plan. Then pick true lengths t-2 
and t-2’ from diagram, and cross arcs as in points 
2-2. Repeat in this way until full half pattern is 
finished. 

The seams can be riveted or welded, but are usually 
welded. In such cases no laps need be allowed. A 
lower bracket is made as shown below. Holes must 
be laid off for the angle clips. The holes in the angle 
clips are generally lifted from the sides of hopper. 





PEORIA LOCAL ELECTS OFFICERS. 


It is presumed that the members of the Sheet Metal 
Contractors Association of Peoria, Illinois, get suf- 
ficient sleep during the quieter hours of the night. 
The presumption is based upon good evidence. They 
look fresh, alert, and full of snap. It is certain that 
they do not sleep during the day. A snore has never 
been heard in any of their meetings. The gatherings 
of the Local are always interesting and instructive. 
The officers are not merely figureheads. They work 
hard in behalf of the Association. At the June meet- 
ting of the Peoria Local, the following members were 
elected to serve as officers for the coming term: 

President: H. T. Becker; 

Vice-President: R. STREHLOW; 

Secretary: F. I. Eynatren; 

Treasure:: R. J. Jopsr. 

Trustees— 

J. OEcusLe; 

H. A. BAUMANN; 

WILLIAM HIERSPEIL. 

The policy of the Sheet Metal Contractors’ Asso- 
ciation of Peoria, Illinois, is, “Better Trade Condi- 
tions and More Pleasant Relations.’”’ The latter part 
of the phrase is the secret of the vigorous vitality 
of the Peoria Local. Pleasant relations connote good 
fellowship. In turn, forbearance, helpfulness, and 
intelligent trade naturally from 
pleasant relations. 
everyone prospers. 


cooperation come 


Thus business is humanized and 


EXPLAINS SUCCESSFUL PROCESS FOR 
NICKEL PLATING ROLLED ZINC. 


Users of rolled zinc frequently desire to nickel 
plate either the original strips and sheets or the arti- 
cles made therefrom. Nickel plating on zinc is read- 
ily accomplished as may be evidenced by the fact that 
this process is in regaular operation in a number of 
large and successful manufacturing plants. 

In some cases, however, difficulty has been ex- 
perienced in obtaining adherent deposits and good 
color, and it is doubtless true that the plater who has 
had no experience in plating on zinc is likely to ob- 
tain streaky, non-adherent deposits. The purpose of 
this article is to explain the causes of these difficul- 
ties and to point out the remedies. 

The essential requirement for the production of 
adherent deposits is that the surface to be plated be 
absolutely clean. Zinc is readily attacked by strong 
solutions of caustic alkalis such as caustic soda with 
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the attendant formation of various compounds on the 
surface of the zinc. Even such a mild alkali as soda 
ash (sodiutn carbonate) reacts under certain condi- 
tions with the zinc to form a thin surface film of 
basic carbonate. If it is attempted to clean the zinc 
in solutions containing much caustic alkali or if the 
action of cleaners composed essentially of sodium 
carbonate is not carefully watched and controlled, the 
deposit of nickel will be separated from the zinc by 
a thin, imperceptible layer of these basic compounds. 
Such a deposit will inevitably appear no matter how 
good the deposit may be. 

An alkali of some sort is necessary to properly re- 
move the grease and oil left on the surface from the 
bottom operations. A cleaner composed of sodium 
carbonate with only a small amount of caustic soda 
may be successfully used if care is taken that the 
zinc is left in the solution no longer than is necessary 
to remove the grease. There is always the tendency 
toward the formation of a surface film with the re- 
sulting peeling when using this type of cleaner, and 
it is desirable to avoid this danger. If zinc is used 
as the cathode in an electric cleaner, the evolution of 
hydrogen gas at the surface of the zinc effectively 
prevents the formation of an interfering film of basic 
compound. Moreover, the formation of bubbles as- 
sists in a mechanical way in the emulsification of the 
oil or grease in the alkali solution. 

For these reasons, we recommend the use of an 
electric cleaner with zinc as the cathode for cleaning 
zinc preparatory to plating of any kind. A solution 
containing four ounces of sodium carbonate per gal- 
lon gives good results. 

After the zinc has remained in the cleaner the nec- 
essary length of time, it should be removed from the 
bath, rinsed in clean water, and placed in the plating 
tank without delay. The surface of the zine should 
not be allowed to become dry as slight oxidation would 
cause a non-adherent 


this in turn would 


\t this stage of the operation the thorough- 


result and 
coating. 
ness of the cleaning may be judged; if the rinsing 
water covers the entire surface when removed mo- 
mentarily the surface is properly cleaned, but if there 
is a tendency for the water to collect in drops or 
streaks instead of remaining in an even sheet over 
the surface the cleaning has not been carried on long 
enough. 

Nickel may be deposited upon zine by simply im- 
mersing the zine article in a nickel solution, but such 
When 


depositing nickel electrolytically the same difficulty is 


a deposit is always black and non-adherent. 
experienced at low current densities. By raising the 
current density, however, a rate of deposition can be 
found at which the deposit will adhere to the metal. 
This is true of even a plain nickel sulphate solution, 
but if only nickel sulphate is used the deposit will not 
be of good color. In order to obtain a good color 
boric acid is added, and solutions containing only these 
two constituents give very good results in actual prac- 
tice. For example, for plating on zinc one large man- 
ufacturer uses very successfully a solution containing 


12 ounces of single nickel sulphate and three ounces 
of boric acid per gallon and nothing else. 


Such a solution has rather narrow working limits 
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and, in the case of articles having deep recesses 
streaky deposits might result. This can be overcome 
to a large extent by the addition of sodium citrate, 
and increasing the concentration of the nickel salt in 
the solution will also be an advantage. The use of 
a small amount of nickel chloride is also advisable 
to insure good anode corrosion. 

For general use in directly nickel plating zinc arti- 
cles the following solution will give excellent results : 
es ee 32 ounces 
Nickel citloride. ......sccs00s- 2 ounces 


obs vo db A RAD 4 ounces 
PN UNUOD, icc ote tnbe Heres 22 ounces 
BE sti veevtlad sal soninanes 1 gallon 


This solution may be operated at very high current 
densities and thus aid in speeding up production. It 
will give equally good results at lower densities. For 
general purposes a current density of between 1o and 
30 amperes per square foot will be found very sat- 
isfactory. 





PROMOTE RIGHT THINKING IN WORK. 


The problem of how to promote right habits of 
thought goes to the base of satisfactory industrial 
conditions. Good wages may bring good nature to 
the surface temporarily, but it will not keep it there, 
and kindly consideration may inspire some degree of 
confidence but the idiosyncrasies of men will master 
them. Employers no doubt have been taken to task 
many times for difficulties which represent nothing 
more nor less than mental explosions for which they 
have not supplied the steam. Destructive forces en- 
gendered without frequently are brought into a plant, 
trivial incidents set them off, and the public sees the 
effect without realizing the cause. No one recognizes 
the truth of this more than the employer who strives 
to make his workmen contented, and it is a problem 
as to just how far he can go to influence the mental 
attitude of his men, to substitute the constructive for 
the destructive. He can not regulate their lives out- 
side of his plant so that he shall not suffer from the 
effects of their tempers and temperaments, but he has 
them within his plant at least eight hours of the day, 
and in that time it is possible to change the nature 
of their thoughts and impulses. 


ig es 


NOTES AND QUERIES. 


7 


Casing Rings. 
From American Foundry and Furnace Company, Blooming- 
ton, Illinois. 


Please give me the names of manufacturers of cas- 
ing rings or heater bands of roll steel advertised in 
AMERICAN ARTISAN. 

Ans.—Walworth Run Foundry Company, 2488 
West 27th Street, ‘Cleveland, Ohio; XXth Century 
Heating and Ventilating Company, Akron, Ohio; 
Henry Furnace and Foundry Company, Cleveland, 
Ohio. 

Alcohol Burners. 
From J. A. Lang, Sugar Creek, Ohio. 

Where can I buy alcohol burners and collars with 

544 to 1 inch wicks? 


Ans.—Quincy Foundry and Novelty Company, 
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Quincy, Illinois; Coleman Lamp Company, Wichita, 
Kansas; Best Light Company, 477 Second Street, 
Northeast, Canton, Ohio. 

Sea Green Slate. 
Irom Charles A. Chagnon, Montpelier, Ohio. 


Can you inform me where I can buy 20x12 inch 
sea green slate,in small lots? 

Ans.—American Sea Green Slate Company, Gran- 
ville, New York; Auld and Conger Company, 942 
Prospect Avenue, Cleveland, Ohio. 

Plumbers’ Force Pumps. 


I'rom Frank DeWeese, care of The Repair Shop, 814 Barr 
Street, Fort Wayne, Indiana. 


Please inform us who makes plumbers’ force pumps. 
Ans.-—Ailan J. Coleman, 200 North Wabash Ave- 
nue, Chicago, Illinois; Crestline Manufacturing Com- 
pany, Crestline, Ohio; Elkhart Rubber Works, Elk- 


hart, Indiana. 
Olin’s Radiator Compound. 
Krom Dubuque Radiator Works, 1255 Clay Street, Dubuque, 
Iowa. 


We would like to know the name of a solution that 
will clean auto radiator cores. 

Ans.—Olin’s radiator compound furnished by the 
Automobile Supply Company, 1355 Michigan Avenue, 
Chicago, Illinois. 

Auto Radiator Core Machinery. 


From Dubuque Radiator Works, 1255 Clay Street, Dubuque, 
Iowa. 


Please give us the name of a manufacturer of ma- 
chinery for making auto radiator cores, 

Ans.—International Molding Machine Company, 
2014 West 16th Street, Chicago, Illinois; Wadsworth 


Core Machine and Equipment Company, Akron, Ohio. 
Steel Window and Door Shutters. 
From T. P. Johnson, Louisburg, Kansas. 

Kindly advise where I can purchase steel window 
and door shutters. 

Ans.—The Kinnear Manufacturing Company, 716- 
766 Field Avenue, Columbus, Ohio; Milwaukee Cor- 
rugating Company, Milwaukee, Wisconsin; Fred J. 
Meyers Manufacturing Company, Hamilton, Ohio. 

Steel Bank Vault Linings. 
Irom T. P. Johnson, Louisburg, Kansas. 

Where can I procure steel bank vault linings ? 

Ans.—Trumbull Safe and Vault Company, 770 
West Lake Street, Chicago, Illinois; Van Dorn Iron 
Works Company, 2700 East 79th Street, Cleveland, 
Ohio ; Victor Safe and Lock Company, Norwood, Cin- 
cinnati, Ohio. 

Sheet Copper. 


rom J. H. Flanders, Spokane Sheet Metal Supply Company, 
806 Madelia Street, Spokane, Washington. 


Will you please send us the names of manufactur- 
ers of sheet copper? 

Ans.—C. G. Hussey and Company, 2850 Second 
Street, Pittsburgh, Pennsylvania; Merchant and 
Evans Company, 2035 Washington Avenue, Philadel- 
phia, Pennsylvania; Metal Products Company, In- 
corporated, 100 South Jefferson Street, Chicago, IIli- 
nois; Republic Metalware Company, Buffalo, New 
York; Scovill Manufacturing Company, Waterbury, 
‘(Connecticut ; Trumpbour-Whitehead Brass and Cop- 
per Company, 43 North Seventh Street, Philadelphia, 
Pennsylvania. 





The Chicago Solder Company, 218 North Union 
Avenue, Chicago, Illinois, has awarded a contract for 
an addition, one story, 50 x 250 feet, to cost $100,000. 
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NEW PATENTS. 












































1341,104. Rim-Tool. William J. Berg, Maximo, and 


Arthur B. Kidder, Canton, Ohio; said Kidder assignor to said 


Berg... Kiled Mar. 4, 1919. 


341,153. Combination Knife and Fork. Edward God- 
ric Parker and Rudolf Stroppel, West Branch, lowa. Filed 
Nov. 4, 1918. 

1,341,169. Padlock. Charles G. Engle, Jackson, Mich. 
Filed Dec. 5, 1919. 

1.341,178. One-Piece Ratchet-Wrench. William Kaylor, 


Muskogee, Okla., assignor of one-half to J. L. Kimmel, Mus- 
kogee, Okla. Filed April 1, 1919. 
1,341,193. Pliers. Richard H. 
Filed June 6, 1918. 
1,341,196. Garden-Tool. 
Filed Mar. 24, 1919. 


Owen, Lexington, N. C. 


Ross Pruett, Jacksonville, Ala. 


1,341,206. Tool-Holder. Otto Cronau, New York, N, 
Y. Filed July 29, 1919 
1,341,301. Tire-Chain. Peter E. Daubenspeck, Butler, 


Pa. Filed-May 15, 1919. 


1,241,374. Hinge. Frank Kostlan, Traer, Iowa. Filed 
Feb. 2, 1920. 

1341278. Tool-Handle. Walter McKenzie, Detroit, 
Mich. Filed Mar. 1, 1919. 

1,241,416. Flytrap. Charles M. Curry, Paducah, Ky 
Filed Sept. 6, 1917. 

1,341,421. Can-Opener. Coleman FVinley, Dudley, Il. 


Filed Jan. 2, 1920. 


1.341436. Method of Making Reamers. Oscar Otter 
son, Butler, Pa. Filed May 23, 1919. 
1341,502. Jar-Lifter. Senjamin W. Genung, Ulysses. 


Pa. Filed Aug. 20, 1917. Serial No. 187,225. 


341.507. False Bottom for Garhage-Receptacles. Cias 
J. Jacobson, New York, N. Y. Filed Jan. 25, 1919. 

i341,618. Artificial Bait. Harry L.-Medley, Los An- 
geles, Calif. Filed Feb. 18, 1919. 

1,341,623. Stove. Cleveland G. Terry, Los Angeles, 


Calif. Filed Dec. 20, 1918. 
341,680. Puller for Stoppers. 


New York. N.Y. Filed July 12, 1918. 


Thomas C. Spelling, 





1 341.502. 


. 


141,690. Hinge. Josenh R. Werner, Granite City, UL 
Filed Oct. 28, 1919, 

1341,707. Ladder rank Mongin de Saussure, IJr., 
Greenville, S.C. Filed Dee. 1, 1919. 


1,341,712. Wrench. James Gell, Branford, Conn — Filed 
June 28, 1919. 

141,717. Dish-Holding Tray or Basket William J. 
Lynch, Buffalo, N. Y. Filed Noy. 28, 1919. 

1,341,731. Cooking Utensil. Otto R. Berger, “Chicago, 


Ill., assignor to Raymond J]. Bischoff, Chicago, Ill. liled 
July 23, 1917. 

1341,785. Mateh-Lighter. John A. Cunningham, Beth 
lehem, Pa. Filed Nov. 10, 1919. 

1341802. Latch. Luther Watson Holland Pleasant 


Hill, Mo. Filed July 24, 1917. 

1,341,804. Weed Cutter. Samuel Johnson, Tooele, Utah. 
Filed Jan. 20, 1920, 

1,341,820. Adjustable Gage for Planes. Lawrence C, 
Payne, Anacostia, D. C., assignor of one-half to Harry L. 
tlarris, Washington, D. C. Viled May 19, 1919. 

1,341,848. Tool Support. Henry I. Haensler, Detroit, 
Mich. Filed May 21, 1919. 

1341853. Skate Protector Alfred Johnson, Chicago, HL 


1919, 
Damper. 


iled March 27, 
134188] 


30, 1919, 


William V. Coate, Celina, Ohio. Tiled 


June 


TEACH AND STUDY SALESMANSHIP. 


It will pay big dividends if the retail merchant will 
pay g 


study and teach his sales people fundamental 


laws 
based on the study of human nature, which will en- 
able these sales people to sell customers more quickly, 
to assist customers in selecting the merchandise they 
need, or sell sufficient quantities at the time the cus- 


tomer is in the store. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 











COSTS OF STEEL PRODUCTION ARE 
INCREASED BY COKE PRICES. 


The runaway coke market in the Connellsville dis- 
trict, due to scarcity of empties, still mounts, and re- 
ports are current of purchases of spot furnace coke 
at as high as $17 and spot foundry coke at $17.50. 
These levels are unusual, however, and are not con- 
sidered to be representaflve of the market. The coke 
situation in Alabama shows no improvement. The 
strike at the mine of the Yolande Coal & Coke Com- 
pany has made necessary the shutting down of the 
coke oven at that place. The strike of the mine work- 
ers has not spread to the operations of the iron and 
steel interests. The independent coke makers are 
hardest hit by labor troubles. 

Latest reports on the railroad strike situation are 
that the strike is broken on the Pennsylvania and 
Baltimore & Ohio, one-half of the men having re- 
turned to work, but some 1,600 still remain out at 
Philadelphia, mostly freight conductors, yardmen and 
Embargoes are in effect covering Camden, 
The railroads are confi- 


trainmen. 
Syracuse and New Haven. 
dent that the April strike will not be repeated, and 
from other quarters comes the report that President 
Wilson is likely to issue an ultimatum to the strikers 
at any time. Philadelphia and Baltimore are now tied 
up as to export business, and there is no improve- 
ment at the port of New York, although this new 
strike has not as yet spread to the latter city. Pri- 
ority orders have been issued on the movement of coal, 
and unless the strike spreads the tight fuel situation 
may be relieved. 
STEEL. 

The large independents have made no change of late 
in their respective price policies. This means among 
other things that they are not reducing prices for the 
purpose of stimulating business, which is perfectly 
natural in the circumstances seeing that they are com- 
fortably sold up for some time to come and have no 
occasion to seek business. There is, indeed, a distinct 
advantage in limiting commitments since this permits 
of more specific delivery promises than could be made 
if there were a larger tonnage of business on books. 

On an average the large independents are definitely 
sold up for about three months ahead. This does not 
mean, however, that they are sold up altogether sol- 
idly, for as a matter of fact they can sometimes make 
moderately early shipment on new orders. The run 
of business on an average seems to be approximately 
equal to the rate at which shipments have been made 
of late, so that the bookings are averaging less than 
the production and of course much less than the actual 
capacity. The leading interest on the other hand, as 
indicated by the unfilled tonnage statement for May, 


has been booking business at a rate exceeding its ca- 
pacity and much exceeding its shipments or its pro- 
duction. 

Some of the independents count that in essence their 
output for the remainder of the year is taken care of, 
on the basis that while formal transactions have not 
been made their customers look to them for supplies, 
and the allotting of tonnages and the setting of prices 
from time to time is merely a routine matter. 


COPPER. 

Little change for the better has occurred in the 
dullness of the domestic copper market. In sympathy 
with stronger tone of the speculative market abroad, 
however, prices of second hands were advanced % to 
4% cent a pound, although it is understood that all 
of the metal in second hands for June shipment has 
not yet been disposed of. 

Producing interests continue to make no effort to 
sell under present adverse conditions, but there are 
various rumors of a turn for the better before the 
summer is over. Consumers are still hampered in 
their operations by labor difficulties and the deplorable 
traffic situation. 

According to the Wall Street Journal a large copper 
producer, just returned from an extensive visit in 
Europe, said that French metal trade is showing great 
recuperative power, and that French consumers will 
soon be buying again on credit in large quantity. Bel- 
gium, however, is showing best recovery, with Ger- 
many and England both doing well, although radical 
labor is retarding recovery in both those countries 
somewhat. In his opinion, poor transportation and 
labor troubles are the main deterrents at the present 
time. He said: “Look at what transportation tie-ups 
and labor troubles are doing to the copper industry 
here, and you can see how things have been in Europe. 
However, during recent weeks, conditions over there 
have been improving steadily, especially in France and 
Belgium. Germany had been showing much improve- 
ment also, but recently labor troubles have sprung 
up again in Germany.” On the whole, he thinks 
European conditions, so far as the copper industry 
is concerned, quite encouraging. 


TIN. 

The tin market advanced materially over the week 
end, Straits and 99 per cent brands rising 2 and 3 
cents, respectively, while in’ London standard and 
Straits advanced £11 and £5, respectively. Sales, 
on the London Metal Exchange totaled 100 tons of 
spot and 500 tons of futures on this advancing mar- 
ket, but on the New York Metal Exchange trading 
was light, only 25 tons being recorded. This shows 
the influence of the establishing of the price of silver 
in the United States, as silver advanced in London 
from 49%d to 505d on Saturday and to 51d. 
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The London market rose sharply the beginning of 
the week, standard spot advancing from £245 to 
£256 and futures from £249 to £270, while spot 
Straits rose from £265 to £270. This leaves a 
spread of £14 in price between standard and Straits 
Saturday's cable from the Far East quoted Straits at 
Singapore at £259, as against Friday's quotation of 
£255. The spread between Straits in London and 
Straits in Singapore is £11 in favor of London. 

In the Chicago market pig tin has advanced from 
50 to 55 cents per pound and bar tin from 52 to 57 
cents per pound. 


Little change is noted in the lead market, the lead- 
ing interest quoting 8 cents for spot New York and 
7-75 cents for spot St. Louis; the outside market 
quotes the same prices. Quotations for June, July 
and August deliveries from St. Louis in the outside 
market are 8, 7.85 and 7.75 cents, respectively. Fu- 
tures in New York remain unquoted. The London 
market showed considerable stiffening, spot advancing 
from £31 15s to £32 15s, and futures from £33 5s 
to £34 10s. Prompt metal continues to be scarce in 
New York. 

American pig lead declined in the Chicago market 
from $9.40 per 100 pound to $9.00 and bar lead from 
$9.75 to $9.50 per 100 pounds. Corresponding de- 
clines have occurred in sheet lead, full coils decreasing 
from $11.75 to $11.50 and cut coils from $12.00 to 
$11.75 per 100 pounds. 


SOLDER. 

No further change has taken place in the Chicago 
solder market. Prevailing prices are as follows: 
Warranted, 50-50, per 100 pounds, $36.00; Commer- 
cial, 45-55, per 100 pounds, $33.30; and Plumbers’, 
per 100 pounds, $36.60. 


ZINC. 
The zinc market eased off 
and August deliveries from St. Louis to the extent 
of 2% points, while all other positions remained un- 
changed at 7.45 with the exception of September 
which is quoted at 7.47%. Spot New York held 
firm at 7.75 with forward positions neglected. 
There is nothing new reported as to the labor situ- 
ation at the smelters closed by strikes. There is no 
inducement at present prices to yield to the work- 
men’s demands, and if similar increased demands 
are made at other points where trouble has been re- 
ported to be threatening, they will be refused. Some 
producers have even intimated a preference for buy- 
ing zinc at the present level rather than selling their 


somewhat for July 


own output. 


TIN PLATE. 

Shipments of tin plate in the past week have been 
only moderately satisfactory and there does not seem 
to be any prospect that stocks at mills will be entirely 
cleared in the near future. Indeed, at some plants 
there has been difficulty in shipping all of the current 
make, without touching any of the stocks. 

The tin plate market is quiet. There is no great 
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amount of inquiry for export, and in any event the 
mills would not be able to take much export business, 
being so heavily sold, if not oversold, for domestic 
consumption. Domestic consumers are well covered 
by contracts, in most cases, but there is some prompt 
demand that is difficult to put through on account of 


mill conditions. 


There is an insistent demand for sheets for prompt 
delivery, with much difficulty experienced in placing 
orders. The difficulty has been increased in the past 
few days, some of the mills having withdrawn from 
the market. The withdrawal is stated to be tempo- 
rary, but as it is probably due to the prospect of labor 
troubles one cannot guess how temporary or otherwise 
the withdrawal will prove to be. 

As to regular contracts, the independents that make 
regular contracts with their customers seem in most 
cases to be filled up through August if not September 
and even for September or later shipment their quo- 
tations reflect a famine condition, being far above 
the Industrial Board level. As to the leading interest, 
it appears to be sold up for the second half, which 
means really that it is sold well into the first quarter 
of the new year on the basis of probable production. 

Sheet mill operations are at somewhere between 75 
and 85% of full capacity, and there does not seem to 
have been any increase in the past week or two, as 
some interests are hardly doing as well as recently. 

Shipments of sheets are only fair and in many 
cases probably the majority, are hardly equal to the 
production, so that on the whole it is likely that mill 
stocks are accumulating, though not at anything like 
the rate of a few weeks ago when shipments were 
very light on account of car shortage. 


OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $32.00 to $33.00; old iron axles, $38.00 to 
$39.00; steel spring, $23.00 to $24.00; No. 1 wrought 
iron, $24.50 to $25.00; No. 1 cast, $35.50 to $36.50; 
metals are as 


all net tons. Prices for non-ferrous 
follows, per pound. Light copper, 12 cents; light 
brass, 8 cents; lead, 6 cents; zinc, 4 cents; cast 
aluminum, 22%, cents. 

PIG IRON. 


Consumers of pig iron, as well as furnaces, con 
tinue to experience more or less difficulty in obtaining 
an ample supply of coke. The Everett ovens in Mas- 
sachusetts have again advanced prices $1.00 a ton the 
basis of $15.50 Connellsville, $17.50 ovens and $19.50 
delivered to New England consumers. The reason 
for the advance is the scarcity of coal. Most of the 
coal that is being coked in these by-product ovens 
comes from the Pocahontas coal fields but the heavy 
exportation of coal has cut down the supply available 
for domestic consumption. The recent action of the 
Interstate Commerce Commission in placing an em 
bargo on export will automatically mean a larger sup 
ply available for domestic consumption but temporarily 
the scarcity of coal is more pronounced than ever 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 











METALS LEAD. AUGERS. 
| American Pig....-..+++-+- $ 9 0°| Boring Machine....... 40 @40&10% 
mes RS ee ane ee 9 50 a cocccceltt 
Carpemter’s Nat.........c.00- 50% 
PIG IRON. Sheet. 
Full coils..... per 100 Ibs. $11 50 
Baek ccccccccevcess $43 00 Get COM ccece per 100 Ibs. 11 75 Hollow. 
Southern Fdy. No. 2 46 60 WeeNey’s. «.. 2000 per doz. 30 00 
Lake Sup. Charcoal.. 57 50-60 50 oan 
Malleable ....+..+++- 43 50 . ° ; Post Hole. 
' =“ oa so sheen inansseineiasier Iwan’s Post Hole and Well...30% 
FIRST QUALITY BRIGH OP ac cuee che tek ensue enon 7 Veushesfe, 6 te 9 t. 
DE eC ti tC eee nee per doz. $14 00 
Per box 
ic 14x20....112 sheets $16 80 
1X MNS a hcateawees 18 75 HARDWARE Ship. 
IXX | ee eee 20 45 Ford’s, with or without 
iXXX 14x20... 21 90 siesta SCTOW ceocccce ecccccces Net list 
Cay. BOs és veenneowees 23 15 
IC Desks veces ecooes 33 60 en 
IX ee err ere 37 50 ADZES. AWLS. 
XX EE eee oe, Brad. 
[XXX  20x28.............. on No. 3 Handled....per doz. $0 65 
I I 46 30 PEE cctcbdgoeedeuneecees Net No. 1050 Handled “ 1 40 
: , Shouldered, assorted 1 to 4, 
COKE PLATES Pee NN enwenanannn gee? per gro. 4 00 
- - - —_ DID. o.n6e 00606 eeennveves Net Patent asst’d, 1 to 4 “ 85 
MD tesnccdsevescedabes vet 
Cokes, 180 Ibs..... 20x28 $19 80) White's 
Cokes, 200 lbs..... 20x28 20 00|Railroad. Harness. 
Cokes, 214 Ibs..... IC 20x28 20 70) piumbs .............--+-..-Net} Common ......... " 05 
Cokes, 270 Ibs..... IX 20x28 24 09 ee “ 4 00 
BLUE ANNEALED SHEETS. SESE. — 
Shells, Loaded, Peters. Pe 
HO, BWevscccecens per iebte. 06 OH. ns cum Sinch Peed Shouldered ....... 1 60 
i DE ccanck ene per 100 Ibs. 6 32) ““O8GCE Wit enn en nM ens 18%| Patented ......... m 75 
MO. Bbrccscaceces per 100 Ibs. 5 37 Loaded with Smokeless 
Pe. Bhs tdeactetas per 100 lbs. 5 45 Powder, medium grades, Scratch, 
ececccccccvcseseces Less 18% a. 00 iesines 
‘ 7 Loaded with Smokeless ~ fone 
ONE PASS COLD ROLLED Powder, high grade, Less 18% bandied Cocccece perdoz. 2 50 
BLACK. No. 344 Goodell- 
Pratt, List, less....... 35-40% 
Winchester. - ai ve 
a ee per 100 Ibs. $7 80) | No. 7 Stanley..... 2 25 
M - Smokeless Repeater Grade, 
a ere per 100 lbs. . Qipetnoy apiece Less 15% 
Sb: Miieossecsaaan per 100 Ibs. 7 90 Smokeless Leader Grade ; 
Bhi kiana cocds Sree FO} Katdanccesnsuveseees Less 15% AXES. 
TR Beccccccccece per 100 lbs. 8 00 Black Powder........ Less 15% 
Be. B0..csccccese per 100 lbs. 8 10 3 First Quality, Single 
U. MC. Bitted, 3 to 4 lb., per doz. 16 50 
; Ss bah ic cednscsaaeee 18 First Quality, Double 
GALVANIZED. ~ + a leladalac etd re Bitted .........per doz. 22 50 
TO.  BGccccscccese per 100 Ibs. $8 75) New Club........c.ceceeces 18% 
B. BBO s cc ceases per 100 lbs. 8 90 Broad. 
No. 22-24........ per 100 Ibs. 9 05/Gun Wads—per 1000. Plumbs, West, Pat.......... List 
NO. 26...ccercees per 100 lbs. 9 20| Winchester 7-8 gauge 10&7%4% “ Cee. Dik cics cus $69 00 
Ne. BT. cccccccces per 100 lbs. 9 35 va 9-10 gauge 10&714%4% Firemen’s (handled), 
We. TBs vsvccscasa per 100 lbs. 9 50 “ 11-28 gauge 10&74%4%| wt eee per doz. 21 00 
WO. Gicescccsess per 100 Ibs. 10 00 
Powder Each| Single Bitted (without handles). 
— = Prices on 
WELLSVILLE POLISHED Bulent s Sporting. kegs...$11 25) warren Silver Steel. application 
STEEL. % kegs 3 10 Warren Blue Finished ' 
DuPont's Canisters, 1-lb... 56 
No. 18-20......¢- per 100 lbs. $9 65 - Smokeless, drums 43 50 
oo per 100 lbs. 9 75 z “ kegs.. 22 00| Double Bitted (without handles). 
gh Rare per 100 lbs. 9 85 7 “4% kegs... 5 75) wWarren’s Natl. Blue, 3% 
i ee per 100 lbs. 9 95 S * canisters 1 00 to 4% Ib..Prices on application 
Hercules “E.C.” and “In- The above prices on axes of 3 
fallible’, 50 can drums... 43 50 to 4 lbs. are the base prices. 
KEYSTONE HAMMERED Hercules “E.C.”, kegs...... 22 50 
POLISHED STEEL. Hercules “E.C.”, %4-kegs... 11 25 
H 1 ae li Ps - AGS, F. Ni se 
Discontinued. New product win] aces “Infallible”, 25-can 4, 44] BAGS, PAPER NAIt 
be announced later. Hercules “Infallible,” 10 can Pounds.... 10 16 20 25 
DE ctvehgesneeadeeeees 9 00 Per 1,000. .$5 00 6 50 7 50 9 00 
BAR SOLDER Hercules “E.C.”", %4-kegs... 5 75 
snes _— and “In- 
Warranted, allible’, canisters ...... 1 00 " 
rs Hercules W. A. .30 Cal. Rifle, BALANCES, SPRING. 
See “cdinsaas per 100 lbs. $36 00) canisters ..............0. 1 25 
Hercules Lightning Rifle, a SP rt Net 
Commercial, eg oe I oe ac Gadsesusee Net 
ere per 100 lbs. 33 30|)Hercules Sharpshooter Rifle, 
Plumbers’ ..per 100 lbs. 30 60| Camisters ....-....ecceeeee 1 25 
Hercules Unique Rifle, can- 
DEE (nt Penreercndesesecs 1 50 BARS, CROW. 
ZINC, Hercules Bullseye Revolver, Pinch or Wedge Point, 
ON - GOS: acdacwccdcnnsvdevas $8 25 ene crn rene ius SP Giesesssenes $8 00 to $9 00 
ANVILS. 
SHEET ZINC. 
BASKETS. 
Solid Wrought.....23 & 23% per Ib. 
a ae I ca 15¢ Clothes. 
Less than cask lots....15%-15%e Small Willow..... per doz. 15 00 
ASBESTOS. Medium Willow... - 17 00 
Large Willow..... ” 20 00 
COPPER. Board and Paper, up to 
BIE” s8hedbeckenvannie 17c per 1b.| Galvanized 1 bu. 1% bu. 
Copper Sheet, mill base.....29%c' Thicker ............ -18c perlb.! Per Gos......cceee $16 08 $18 72 


BEATERS. 

Carpet. Per doz. 
No. 7 Tinned Spring Wire..$1 106 
No. 8 Spring Wire cop- 

DOGS ace ctnocsceséecsecn 1 50 
NO. 9 PFOStOR ccccccvcccccs 1 76 

Egg. Per doz. 
No. 50 Imp. Dover....... $1 10 
He. i066 “* “ Tinned 1 35 
No. 150 “ * hotel.. 2 10 
No. 10 Heavy hotel tinned 2 16 
No. 13 = - = 3 30 
No. 15 i aa - 3 60 
No. 18 - = - 4 50 

Hand 


8 9 10 12 
Per doz. $1150 1300 1475 1800 
Moulders’. 


12-inch Per doz. 20 00 


BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base...per dez. $5 60 


Cow. 
MOMtUENY ccccccscscccceces 30% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
Dy wktd66400b0086 8 00 
3 -in. Nickeled Steei Bell 6 00 
3%-in. Nickeled Steel Bell 6 60 
Hand, 


Hand Bell polished. List plus 15% 





White Metal...... 15% 
Nickel Plated...... 5% 
DWEER cccsecccccece ” 10% 
Miscellaneous. 
Church and School, stee! 
DE Secceoaiua ea teee sue 0% 
Farm, Ibs...40 50 75 100 
Each $3 00 375 5 50 7 26 
BEVELS, TEE. 
Stanley’s rosewood handie, new 
FF eae 
Stanley iron handle.......... Nete 
BINDING CLOTH. 
DE seseseen ses dune 55% 
TD agaeceteseedhee save oreens 40% 
Be ee 60% 
BITS. 
Auger. 
Jennings Pattern............Net 
 ¢ eet List plus 5% 
Ford’s Ship........ ™ 5% 
SUE: “S0s0056406406600000008 35% 
Russell Jennings.......plus 20% 
Clark’s Expansive........ 33% % 
Steer’s “ Small list, $22 00..5% 
ie “ Large “ $26 00..5% 
RPC GOP) kc 0tccseseuceseas 35% 
Ford’s Ship Auger pattern 
DEP ccccceccevce chil t plus 5% 
Center 10% 
Countersink. 
No. 18 Wheeler’s ..per doz. $2 25 
No. 20 ” ae “ 3 00 
American Snailhead 1 76 
sal Rose “ 2 00 
” See 1 40 
Mahew’s Fiat..... 1 60 
= Snail.... 1 90 
Dowel. 
Russell Jennings...... plus 20% 
Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
GE  sevesiceun Gross $4 00—$5 00 
Reamer. 
Standard Square..... Doz. 2 50 
American Octagon... “ 2 50 
Serew Driver. 
No. 1 Common...... 4e 
No. 26 Stanley...... 7s 
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BLACKING, STOVE, (See Polish) 


BLADES, SAW, 


Batchers’. 


Standard, % & 1%-in.....Nets 


oes BSI sc ccccccosssces 
Hack. 

DE: ccvecebeevate daaeanae 5% 

Dl +rseen0andieseedecness Nets 
Wood. 

Btesten 

ner 6 66 26 
$8 00 $8 50 $8 00 
QSpene 
ee6e@ees 2 14 18 
$3 85 $6 50 $4 75 
BLOCKS. 

Wooden ...... Keech hike wea 20% 
DEED <vasabtanseeegaennsuceed 20% 
BOARDS. 

Stove. 

Wabash Crystal.......Net Prices 

Wabash Art Inlay.... = 

Wabash Embossed.. ” 

Wash. 

No. 760, Banner Globe, 
GEBMEEO) cccceces per doz. $5 25 
No. 652, Banner Globe, 
(single) .cccccce per doz. 6 75 

No. 801, Brass King per doz. 8 25 

No. 860, Single—Plain 

POD: 6 0 000scesiveeees «- 6 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
SEE caceuneussssaeanee 30% 

Carriage, sizes larger and 
longer than %x6 ........ 20% 

Machine, %x4 and _ sizes 
smaller and shorter...... 5% 

Machine, sizes larger and 
longer than %x4......... 25% 

DE nc iwtdndseeewkenee 50-10% 

Ty -c4sceendes0eeeneaease 40-5% 

Mortise, Door. 
i, CR «cc ckiaeabeneenee 5% 
Gem, bronze plated........ 5% 
Barrel. 

Pentre vets 

WHOUGRE ..cccccsccccccesece ste 

Wrought, bronzed ........ as 

Flush. 

WOU cccccccccoesccsecs - 
Spring. . 
TORO ccccceconsesooces 
Wrought, heavy............ = 

Square. 
Wrought ..cccccccccccccces ” 
BORERS. 
Angular. 

Miller’s Falis.....per doz. $23 00 

Sill borers, No. 51 = 34 00 
- ° 52 7 39 60 

Bung.. Doz. 

Enterprise Mfg. Co.’ ‘s No. 1..10% 

= - No. 2..10% 
BOXES. 
Mail, No..... 2 4 10 

Per doz....$18 00 23 00 29 00 

Mitre. 

Rs in can desiten Net Prices 
Stearns, No. 2...per doz. $30 00 
BRACES. 

Fray’s Genuine Spofford’s 
(aienses cen seneKenes - 20&10% 

Fray’ ak Ge aconesosedee .$7 50 
- MO. GRO cccccces ° 8 00 

BRACKETS. 
Hay Rack. 

Wenzelmann’s No. 1, 
Uiivccscencapeenes $18 00 

Wenzelmann’s No. 2, pe 
ee 19 20 

Gheif. 

ee 40% 


Well. 


Oak, Wrought Iron Riveted 
Top Ears.......per doz. $8 00 


BURRS, RIVETING. 


Copper Burrs only..25% above list 
Tinners’ Iron Burrs only.....30% 


BUTTS. 


Cast Iron.... 
Wrought Brass (New List) Plus 5% 


seem eee ee eee 


Wrought Steel, Bright...... 40% 
Wrought Steel, Japanned, 
oesnee cccvccccovccec eet Prices 
CALIPERS. 
POUND no ccccccepescecevese .- Nets 
Inside and apnea Mieco: 
Wing O60 O68 666000060806 60806 aa 


CALKS 


Logger’s Boot. 
(Lufkin R. Co.’s), per M..$7 00 
Toe. 
Blunt and medium, 1 prong, 
per 100 naar ttn 
Sharp, 1 prong, per 100 lbs 6 70 





CANS. 
Milk, 
Elgin. 
ee 5 8 10 
Each -$4 00 $5 15 $5 15 
Iowa Patterns. 
DEERs ceeee 10 
Each $4 “00 $5. 15 $65 15 
CAN OPENERS. 


See Openers. 


CAPS, GUN, 


See Ammunition, 





CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 

Diamond, Regular...each, Nets 
Diamond, Sling...... ” 7 
CARTRIDGES. 

See Ammunition. 
CASTERS. 
Standard—Ball Bearing, 
cebedded oaune oe gc cseeres  50&10% 
Dd s2cieckeadasnreusteadianes 40% 
Common Plate. 
Brass Wheel...-.cccccccccce 0 
Iron and porcelain wheels, 
Mew Bet cccccccccsccsecce 50% 
Philadelphia Plate new 
MOR cccccedcsenceccose 000 e50% 
BEATEN cc ccccccsccsceseses 40% 
CATCHERS, GRASS. 

No. — per. err $12 25 
No. So, 7 ceccosecose 14 01 
CEMENT, FURNACE. 
American Seal, 5 1b. cans, net $0 45 

= * 101b. cans, “ 90 
se “  251lb.cans, “ 1 87 
Pecora, 651b. cans...... “a 45 
- 10 Ib. cans...... ” 90 
- 26 Ib. cans...... 7 1 87 
CHAIN AND CHAINS, 
Breast Chains. 
With Slide....... “s 5 00 
Without Slide. - 4 60 
Doubleslack ‘ oe. pairs, ° 60 
With Covert Snaps “ 80 


Picture Chains. 


Light Brass, 3 ft..per doz. * 25 
Heavy Brass, 3 ft.. 75 








Saw Filers. 
Wentworth’s, No. 1, $12.50; No. 
2, $18.25; No. 3, $16.25. 
CLAWS, TACK 
Wood hdl. No. 10....per ‘doz. se 95 
Forged steel, wood hdle 75 
in Oe veesséces at ; 40 
MES ccc eebocececec - 50 
CLEANERS, 
Drain, 
Iwan’s Adjustable......... 25% 
Iwan’s Stationary......... 30% 
Pot. 
WEUND oseweccesesce per doz. $0 75 
Side-Walk. 
BOOST ec ccccses per doz., Net prices 
CLEAVERS. 
Family. 
Beatty’s, 
inch. s 9 10 
Per doz. $2700 2900 3300 3600 
CLEVISES. 
BEMIIOMEED cccccceesecseceoes 10c Ib 
CLIPPERS. 
RS dn cusccceeneenenesd $2 25&6 00 
CLIPS 
cates teasuthbedcaooned 65&5% 
Damper. 
MeamGara .ccccecscces per doz. 70c 
MOG wnceencisescoes on 38c 
BND: bce occsssancnece = 50c 
CLOTH, 
Emery. 
Star teseeeeeeeeeese New Prices 
ee i arr 
Hardware Wire— Prices on 





Full rolis (100 ft.) application 
12 Mesh, galvanized re 
14 PP os 
16 “ “ 
18 “ “ 


Screen Wire. Prices on application 





12 mesh, painted, per 
BOO BE. FE.cccccccocececes 
COLLARS, STOVE PIPE. 
Lacquered. 
Inches 5 6 7 
Fancy pattern, 
per doz..... 80c 85« $1 16 
COMPASSES. 
CRSPOMOOTD occ ccccccccccsones 15% 
COPPER—See Metals. 
COPPERS—Soldering. 
Pointed Roeofin 
3 Ib. and heavier..... “per Ib 37c 
2 Tecenocesbeneoecese 38c 
2% iI\b.. * 37e 
Bae Bbccecce “ 40¢ 
1 PA cescoscesneoese “ 43c 
CORD. 
Picture. 
White Wire. 605% 
Sash. 
Sampson Spot, No. 7, per 
GOR. <ccccce week aren $24 50 
Sampson Spot, No. 7, per 
doz paeeheddoud $29 46 
CORKSCREWS. 
WOMMOES ccccccccccccecons .30% 
Williamson's Re gular err 35&11% 
Williamson's Forged Worm...40% 
COTTERS, SPRING. 
All sizes... 871%% 
COUPLINGS, HOSE, 
| Brass per Goa. $2 25 
| COVERS, WAGON—See Tente 
| 
CRADLES, GRAIN, 


Sash Chain. (Merton’s) 
Steel, od 100 ft. 
Diceusnssetonneekunaceaan $2 560 
Ditaduks $000 0eeeeseeusees 3 10 
Bb6edsoubseadeeneeeneeaes 3 60 
Champion Metal. 
eh sa0eb606040%0008405 so 5.4 
Ss 0/8 0n0seses desheeee neato 5 60 
Déttidebetsustascavessseun 7 75 
Champion Metal,—Extra Heavy, 
ar . cecceces ° 9 50 
Cable Sash Chains. 

BOOS. cscccces List Net Plus 15% 
CHALK, CARPENTERS’. 
Te. swedecseeeee -+-Per gro., #1 40 
ME cccccceses eccces 40 
MTEOD 0x ck 6aeseaeeee - i 25 

Common White ‘School 
CRAVFOR ccccccces 25c 
CHIMNEY TOPS. 

DS BAR cccccccceses per bag $1 70 
CHECKS, DOOR, 
ee Net List 
Pi 64606000 K400weeacee 20% 
CHECKS, DOOR. 
oy a ee 35% 
CHISELS. 

Box. 
ee 12 14 
Round, per doz -$5 25 5 75 
Flat, per doz....... 7 25 8 26 
Cold, 
Good quality, % in. and 
DE Aiteicicgadnsmedeied Nets 
Smaller size, per doz...... Nets 
Socket, Firmer. 
GbS. c cccce Price on Application 
Socket, Framing. 
GR ceases Price on Application 
Tanged, Firmer.—Barton’s 
Ween MGs cc cvccscecl yet list 
Choppers, See Cutters, Meat. 
CHUCKS, DRILL, 
Goodell’s, for Goodell’s Screw 
a are List less 35-40% 
Yankee, for Yankee Screw 
EGG akéccuenbuceeueus $6 00 
CHURNS, 
Anti-Bent Wood, 
err § 7 10 
Peers $390 460 4 85 
Belle, Barrel ..ccccccces 65&7% % 
Common Dash, 
Tlis6eo200ceseeees 5 7 
Par GOR sceceeses 17 00 19 00 
CLAMPS, 
Adjustable. 
DT séé¢nnconeceaevnaees 30% 
No. 63, Screw.. 20% 
Cabinet. 
PE -00606s0064si606600800 20% 
Carpenters’. 
Steel Bar...List price plus 25% 
Carriage Makers’. 
Dae” scecoheeséese per doz. $7 00 
 “seesedereacns ” 00 
 e6060csedwadee ’ + 00 
SE” étebessdonenae 46 00 
Quilt Frame. 
No. 30 Ball and Socket, 
See” WOR. ocecoe per gross $11 25 
No. 50, Ball and Socket, 
3%” head -per gross 12 25) 
Hose. 
Sherman’s, brass, \”, pé 
i: esrebadssans sas 48c 
Double, brass gcit pe 
Ga weeds ‘ 20 


IMorgan’s Grapevine per doz. $45 00 
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CRAYONS—See Chalk. 


CUTTERS. 
Glass. 
WOOdWard once cececcecees 410% 
Meat. 
Enterprise—Nos. 5 10 12 
Each.... $2 560 $4 25 $3 75 
Nos, 22 32 
” 6 50 8 50 
Pipe. 
Saunders’, No. 1 2 3 
Each ....-. $185 2765 6 75 
Slaw and Kraut. Per doz. 
4-knife Kraut...... $20 00-55 00 
3-knife Kraut, 

SSBF IM. .ccccccce 13 00-18 00 
l-knife Slaw ...... 2 50 
2-knife Slaw ...... 3 00 

Se wkkedbeceseuas 11 00 

DAMPERS, STOVE PIPE. 

Ideal 

na kebdcbecauetascobedout $1 00 
PP cacevarakecdsnd’nensseur 1 05 
PP aienb.ovdeesc0sedeennbies 1 15 
W's -dsetheensddadvcatecent 1 25 
D s0n000eudses this eoeeuus 2 20 
Paniaddeecwieetegns todas 3 75 
isbeeneeenectedeetkiacees 6 00 

DIES AND STOCKS 
ee New List 
DIGGERS 

Post Hele 
Eureka........ --per doz. $14 50 
Iwan’s Split Handle (Eu- 

reka) 

4-ft. Handle..per doz, 15 00 

7-ft. an --per doz. 20 00 
Iwan’s Perfection-(Atlas) 

BOP GOS ccccsccceveses 16 60 
Iwan’s Hercules pattern 

ee Ge. «cdscsesecee 8 00 


See also Augers—Post Hol 
Dividers, Wing 


e. 


DOOR CHECKS—See Checks 


DOORS, SCREEN 


%-in. 4-panel, painted Net Prices 


1%-in. 4-panel, painted 
1%-in. 3-panel, natural 
pine, fancy ........ 


DOOR HANGERS—See Hangers 


DRILLS 
Blacksmiths’ Twist. (New 
List) oeortrecesesseeeeeee 
Breast. 
Millers Falls No. 12, each $ 
“ “ “ > ry 
Hand. 
Goodell’s Automatic. 
Nos. 01 03 
Per doz. 12 00 14 40 


Goodell-Pratt No. 4% 
Ge, Tes COM a cccecoues 


Goodell-Pratt No. 379 per 
SOn, Ts, BEB scsccccces 
Reciprocating. 
Goodell’s........ per doz. 


DRIVERS, 
Standard 
Lock Ferrule 
Champion 
Champion Pattern 
Clark’s Interchangeable 
Edison 
Reed’s Lishtning 
Goodell’s Spiral 
Yankee Ratchet 

aa Spiral 


SCREW 


eee ee 
ee ee ee 


EAVES, TROUGH 
50% off Standard List. 


ELBOWS—Stove Pipe 


46 00 
26 00 


26 00 


. 


- 


. 


1-piece Corrugated, Uniform 
Doz. 
PD Vnddenwedacoeeeeeedurn $2 25 
IY aan: trid Soe nag alin eg 2 30 
DE Gitseddnenetacaseeeces 2 60 
Uniform, Collar Adjustable 
Doz. 
EE shed annmdian dine liiodakied $2 65 
EE. eircili enw Gacaueaaretedmseatan a 2 70 
WOE eheLS Washes suéavavedas 3 00 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. Doz. 
DP <cssccundoncteseanthede 50% 
DOL <onasevscncasdeteoseneed 50% 
GBOGR. cccccccescccces covcecece -50% 
Di” <cocvenena saeeeeneteeaa 50% 
BPG cccccccccccecrceseceeses 50% 


EMERY, TURKISH. 
Out of market at present time. 


Domestic, Ib. ...ccccccccsseces 10c 
EYES. 
Bright Wire Screw—See Woods, 
B. W. 
Drifting Pick ...... 60, 10 & 5% 
Hooks and Eyes— 
Brass, 1%” No. 60, per 
MEE aceseeeecscasceves $3 50 


Iron, 1%” No. 60, per gross 1 60 


FASTENERS, STORM SASH, 
Shroeder’s..........per doz. $1 50 


Sensible. .ccccccccce » 3 00 
FILES AND RASPS. 
Delta 

REED. odn0+coenessesaeeeese 30% 

Piserscwces List plus 25% 

ae “net. 
Nichkolson’s— 

American ...........++..5-10% 

CR cs adssenaceens 50-10-74%% 

Black Diamond.......... 40-10% 

PR secaeeeenione 50-10-7%% 

Great Western ...... 50-10-74%4% 

Kearney & Foot..... 50-10-7%% 

pe eee rere 50-10-7% % 

Nicholson brand....... 40-10-5% 

J. Barton Smith....... 50&2% % 

X-F Swiss Pattern....Net List 
MORE oc ccccasasesnccesees 50% 
DURREONR cccccccceceseceseces 50% 
gg TOC CTT TOP TTT TT 60&10% 

FIRE POTS. 
Clayton & Lambert’s— 

GOED cosveveccces $400 @ 6 00 
ERG CRG cc csnctsncesns each, 6 25 
Gemh seoccces each, $6 75 @ 8 50 

FORKS. 
Barley. 

Steel, new list....... New Frices 
Hay. 

ee New prices 

Se geaveceebadoanen New prices 

be. cosetccunctecacue New prices 

BAGSIME oo cccccsceves New prices 

BOOED cccocsscccceses New prices 
Header. 

SeSIMS ec ccc ccccccccccect@W ese 

Oe ccesevneeeneueen New prices 
Manure. 

CHRO 6 50.06 ceenvcaves New prices 


FREEZERS—ICE CREAM 


White Mountain 1-quart....@ 
“ “ 2 « .@ <8 
‘ “ “ a 
; eee. 
6 --@ $8 
canned .@ Sz 
‘ 6) ‘ be = 
ww eteeceeee 2 --@wuea 
Rye waa 4“ .@ * 
Oe ehetheae es -@ 
GAUGES, 


Cream Pail. 





Fairmount........ per doz. $3.75 
Marking, Mortise, etc....... 
Sevecacacsoecassooceossseses Nets 
Wire. 
og Pere 25% 
GIMLETS. 
TT CC ee ee 35@40% 
° GLUE, 
Bulk. 
TD AMD. cc cccccccces per lb. 35c 
D Fbttednccewwus “ 40¢ 
e-  OP s csccece ° €§=-38e 
Liquid, 
Bee GB TAC sc scccacveine 40% 
-Le Page’s— 
Bee OW veecensewseun ° 37% % 
Se Ti ntecenee eons 33% % 
SR Or cvccucccocossseees & 
GREASE, AXLE, 
Wood Boxes. 
co ere per gro. $13 00 
Hub Lightning ..ccccces 7 50 





Wood Pails, 
Frazer’s, 15%D $1.00; 25Ib $1.50 
each. 
Hub Lightning, 15% 90c; 25Jb 
$1.21 each. 
Tin Cans. 
Frazer’s 
SUT. SOP GOR. cccccescces $1 75 
BS We GOP GeBe scccecccas 3 25 
GRIN DSTONES. 
Family, 
Inches.. 7 & 10 12 
Per doz. 2050 2175 2625 3050 
Loose. 
Per ton..... Price on application 
Mounted. 
Ball Bearing... 1 2 3 
errr rr $475 5 00 5 25 


GUN WADS, 
(See Ammunition) 


GUNS. 
Iver Johnson Champion Single 
Barrel Shot Guns....Net Prices 
Double Barrel, Hammer- 


SOG ccccccscccccesecos = 
HAFTS, AWL, 
Brad. 

GOGAMEOR ciccccccs per doz. $0 35 
Peg. 

Patent, plain top.. - 80 

Patent, leather top = 90 
Sewing. 

COURMNOR ccccsesess “a 24 
POCO ccccccceces - 55 
HAMMERS, HANDLED. 

each, net. 
Blacksmiths, Hand, No. 0, 

BSB GE. cccccccceccccccecece $1 35 
Engineers’, No. 1, 26 oz..... 1 35 
Farriers’, No. 6, 7 OZ....... 1 41 
Machinists’, No. 1, 7 0z..... 1 06 
Nail. 

Vanadium, No. 41%, 16 oz., 
PE «+ iudes be ahescaweed $2 00 

V. & B., No. 11%, 16 oz., 

GG. coccccanvecceccsesaees 1 60 

Garden City, No, 111%, 16 
Oe GHEE cécvesoscences 1 35 

Tinner’s Riveting, No. 1, 8 
Gis GG ncadecenseaces 1 10 
Shoe, Steel, No. 1, 13 oz., 
DE Sab eee ok e-teactinkeeon 1 00 
Tack 

Magnetic. 

ak Gy WE assccdasvadan $1 00 
HAMMERS, HEAVY. 
Heavy Hammers and Sledges. 

WmGer 6 Ibs. .ccccccccsscssesOe® 

5 Ibs. and over........50&10% 
Masons’. 

Single and Double Face....50% 

HANDLES. 
Auger. 

Common Assorted per doz. $0 75 

Pratt’s Adjustable, Nos. 

3 @ B BOF GOR. ccccccece 6 00 

Ives’ Adjustable...per set, 1 35 
Re ee ee eee mes 30% 
Chisel. 

Hickory, Tanged, Firmer, As 
sorted, 55c; Large, 85c per 
doz. 

Hickory, Socket Firmer, As- 
sorted, 70c; Large size, 80c 
per doz. 

Dem WIG 2. cccccccccccccsess 410% 
in a eegene sem 40% 


File, assorted, 30c; Large, 35c per 


Hammer. 
Adze Eye...per doz. 40c to $1 00 
Blacksmiths’ ™ 45c@1 00 
Machinists’ - 50c@1 00 
Hay and Manure Fork...... 25% 
Screw Driver. 
AMBOTOE ccccocecsccccesccesss 6 
Large ..... 66060400006 esosses © 
Shovel and Spade............ 25% 





HANGERS. 
Barn Door. 
U. 8S. Roller Bearing..... 12%% 
Matchlesg ...ccccccccsocs 12%% 
Warehouse Tandem, No. 
| a ee 33% % 
Conductor P, 
EIwam’e PoerSscties®....ccccss 415% 
Eave Trough. 
All sizes, 5” or smaller. 
ebnaceeees per gross $3 80 Net 
All sizes, larger than 
peuaetes per gross, 5 00 “ 
Garage Door. 
Bee «AD cccccsdees 50&10% 
Sliding Folding ........... 50% 
Receding ...cc.ccccccccees 50% 
Parlor Door. 
CS a ee per set, $3 75 
Ives’ Improved.... - 3 40 
Lane’s Standard... = 3 50 
Lane’s New Model - 3 10 
Le Roy Noiseless...... 40&10% 
0 Re pr 25% 
BEES occ cesctnvctdnd 40&10% 
HASPS. 


Hinge, Wrought, ..Add 50% to list 
With Stapies—See Staples. 


HATCHETS. 
per doz. $1 50@1 85 
7” 1 50@1 85 


Crescent 
Cast Claw 
Cast Shingling 
Germantown 


HAY KNIVES. 
See Knives. 


HAY RACK BRACKETS, 


Wenzleman’s No. 1 
=e desieatecar ai tebe per doz, sets, $18 00 
Wenzleman’s No, 
<¥6-6e00mes per doz. sets, 19 20 
HINGES. 
Blind. 
Clark’s Gravity 
B. Bidevaceas per doz. sets, $2 25 
ee ae ~ as 5 75 
Gate. 
GOGO covces 1 2 3 
Hes & Ltch, dz. $550 700 975 
Hinges only “ 475 550 800 
Latches only. 190 190 
Screen Door. 
Cast BOG ccccesvers gross $10 00 
BOE scsaksesencenen - 7 00 
Spring. 
Chicago ...... Add 12%% to list 
Columbia Dbl. Acting, 
cimeddnn tecenadadee 40&10&5@ 


Gem 


Ideal Detachable, per gro. $11 00 

Matchless .cccccccccccccees 40% 

Pe SOE waackade per gro. $7 20 

GHG cccteccsscécccccocdvs 20% 
Wrought Iron, 

WOW TARO .ccccccccevccesccess 

Light Strap Hinges....... 5&5% 


Heavy Strap Hinges...20&7%% 
Light T Hinges...List pius 45% 
Heavy T Hinges...List plus 45% 
Extra Heavy T Hinges.. 15&5% 


Screw Hook and Strap. 


Sw 98 Bisex per 100 lbs. $7 75 
BRP Mm.... * aaa 7 50 
22 to 36 in.... “ ” 7 25 

Screw Hook and Eye. 
Th Gheccccncce per doz. pair $? wv 
TH Mecescsecs wis - 3 50 
% UM.cccccoce ~ ” 5 00 
HOES. 
GOGO cceccseedececccecsssOR 
Grub. 
WRAP cccccceccvesses New prices 
pS eee per doz. New prices 
Ladies’ and Boys’ ..New prices 
Martar ..cccccccccces New prices 
Pianter’s Eye.....-.. New prices 
WEG: ccccccscccecveed Yew prices 
HOOKS 
Awning. No. 60..... per gro. 50% 
Belt. 
CO ere coccc SOMES 
OS rr ee 65&5% 
Bench. 


See Stops, Bench. 
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Box. 


Inch 
Per doz. 


Bush. 
Common Axe 
per doz. 


Chain, 


Inch. .4%&5/16 % 7/16 % 
Pr 100 $7 60-8 10 9 75 1150 12 60 


covcee 5 7 10 12 
$250 275 325 385 


a, 


-$22 00 


Clothes Line. 
Japanned 
Galvanized. 

Coat and Hat. 
Common Wire 


eC doz. 48c@1 40 
75c@2 50 


per gro. 1 25-1 65 


Conductor. 

Iwan’s Tinned Sickle.......List 
Cern, 

Comgnen, riveted, painted 

vénkne ccccccal doz. Nets 

Little Giant...... = 
Gate. 

See Goods, Bright Wire. 

Grass. 

Common Nos. 1 7 

Per Doz...$450 3 50 3 is 3 25 
Hammock. 

With plate........ per doz. 1 10 

With screw...... _ 1 00 
Lambrequin, or Drapery, 

BOF BlOcccccccccvecceses --30c 
a ery 50% &50&10% 
Potato and Manure....... .--Nets 
Screw. 

BOND o0cctevessencosse - 70% 
(See Goods, Bright Wire. ) 
ee per lb. 54%c 
HOSE, GARDEN. 

Per ft. 
Guaranteed 3 ply % inch.....16 c 


4ply % inch.....18%c 
5 ply % inch.....134%c 


COTTON COV. RUBBER HOSE. 
High Grade Apache 1” guar. 


press. 400 IBS. cccccccceccecs .-48c 
HUSKERS. 
Boss. 
BUOR. scccacserececs a E 
POO Gis iccccsnssogcce New Nets 
we Decsasecs per doz. New Nets 


IRON, PIG, 
See Metals.—First column. 


IRONS. 
Curling. 
edeccescccesceeces per doz. $4 40 
bases onwecnedene ‘ 50 
) PP Pre rrr ore ” 58 
PrEIMCOGD .cccccces vt 1 25 
OED ccccccssce om 1 25 
PE. nasoweenseue " 1 00 
Plane. 
Wood Bench...Add 10% to list 
Sad. 
CePeeed con ccccs per doz. $11 00 
Common, polished, per 
2 UO cintaneenueenes 7 75 
No. 70 Asbestos..... $1 50 net 
No. 100 ” -- 1 75 net 
Common, nickel plated. 8 25 
Mrs. Pott’s 
No. 50 J, Enterprise, per set Nets 
No. 55 J, os ms "7 
No. 50 T, “a " wi 
No. 55 T. “ “ 
Tailors’ Sad......... perlb. “ 
Tailors’ Goose....... perlb. “ 
{deal. 
6 1b. Household ....... 72-83 50 
9 1b. Dressmakers’ ....... 4 25 
14 lb. Tailors’ Goose........ 5 50 
Tuyere. 
Single Duck Nest..per doz. $5 25 
Double Duck Nest. 6 25 
BNOR. cacsvecceeness each 2 60 
JACKS. 
NINN ic aise: pieripann emanate 30% 
Wagon, 
Richard’s No. 1..per doz. $15 50 
BE 6idbe~e ce snes acoanes 
Oliver 
I eile cia tag i nsec 00 
a fhe De Ra $0 60 $0 80 
Standard, 
nh <¢eanacenesee 1 2 
DE cakes awennes $0 60 $1 00 
R-W 
et eee 410% 
BE Sdvecnsaasenenedecewans 410% 















































KETTLES. Clothes, Picture. 

Brass sana d aaa a wast +3 auto se teeees ow, doz. $0 os ee CODE cicicscsasaccs 25% 
BUIGTOR cccceccecccescoes “a ° % 
— k_ Saree Sen bres: a. $3| 50-ft. Cotton...... eo v7 ME seekaddescenensa’ +» 6085 % 
aac eames ip be 40810 % 50-ft. Braided Cot- - PUD nesccsces List plus 15% 

DE siavcesatesawus ‘ - 50% ON sceccseccces 

NAIL PULLERS, 
KNIVES. LINING, STOVE. See Pullers. 

Beet Topping. eee seeeeeesper crate 42c 
—, 9-in. Scimiter Blade, NAIL SETS. 
ant Ceeoeeseeseceeseores -$3 85 LOCKS. See Sets. 

ER? SoGscics ceca -- 83 40\ Barn Door. 
No. 60 Stearns ‘eeue er doz. $10 00 . . 

Butcher, Per Gentge So Stgeens..... our. Oo NETTING, POULTRY. 

Beechwood Handles, 6” Galvanized before weaving. ..50% 

BOM 0.060000000004000 --$4 00 Galvanized after weaving. 0« 
Beechwood Handles, 7” A N at ca 
i Son cccahid wae s z+ 4 65/ Riveting. meennetiees 
eee Handles, 8 5 65 Stearns No. 1....per doz. $12 00 NIPPERS. 
{0406900 8088500008 End Cutting. 

Cooper’s Hoop............. 15% wenening. ia Stubb’s Pattern, Inches 5 6 

nee No, 50 Peace’s Spoke, each $11 60] Per dozen........... $465 6 75 
orn. 
eee per doz, $1 75 oer End and Diagonal Cutting. 
Disston’s ......... “ 2 75 MAIL BOXES, Swedish Side. Inches 56 6 
alia ape iat oe 3 00\See Boxes. Per GH caccéesces $4 50 56 75 
Woodford ........ ” 2 25 

Hoof. 

Drawing. MALLETS. Heller’s ...... cteeeeeees 40&10% 
I a a List&5 9%] ; V. & B, Ne. 58, each..... $3 36 
EE tin kt nam waedineel 4 Carpenters’. 

Barton’s Carpenters’........ iss Fibre Head, No. 2 per doz. $16 50 ognene > 
“ No. 3 o 19 50 B NOZZLES. 
Hay. . No.4 “ Te ee 
found Hickory i sc egucaia .pe r doz. 4 50 
Iwan’s Solid Socket.. doz. “8 00 : = eee 76 
a 00 cccscceee per dos. $3 00 5 00 
Iwan's, Sickie Hdge.. “ 18 00 a 3? - Jae 6 te 
Iwan’s Impv’d Serrated 18 00 Square Hickory 3 50— 5 50 NUTS, HOT PRESSED. 
Square Lig- Square Tapped. 
Hedge. numvitae.. “ 8 00—12 00) $1.85 off per 100 Ibs. 
Challenge ........ per doz. $6 00 
ESOS ccccccces ” 3 75/Tinners’. Hexagon Tapped, 
Mincing rere per doz. $2 25| $1-85 off per 100 Ibs. 
Common, Single .. - 60 
Common, Double.. = 90 MATS OILERS 
Streeter, 4-blade.. “ 1 30|poor Kani Chase Pattern. 
, €6- “aig “ ‘ 3 i ; Weccccoesen % 
oo Se 2 0] “National Rigia.......s0aioasys| dinat,tnd Copper-..-----5 10% 
Putty Acme Steel Flexible........ 50% . ‘ j 
¥ . Engineers’. 
Common ....per doz. $0 75@1 60|Steve. Ti - 
Lander’s ; “ e fo ok ON ere per gro. Nets sta ‘per den. $7 C0@ 9 00 
Tn Besnnéenenaeas 43 “ |Machine 
Scraping. No. 1 Asbestos Toasters or SND. scseinsacd per doz. $0 85 
Roe ot ile 90@1 10 wire-covered Stove Mats, 
a EDR. 0 +00. . 14 44 3 with handle......per doz. 1 10 
4ANGET BS «sseesceres @ No. 2 Asbestos Toasters, OPENERS 
with ring...... ..per doz, 60 Box _ _ 
KNOBS. oun. See Box Chisels. 

Doors. MATTOCKS,. Delmonico ........ per doz. $1 30 
seonewed -per doz. es os POND ccccsasé seauseséee kee 25%] Never Slip.......- sat 65 
POPCOIBIN ccccccsese 
PUR coccccesesas ° - 2 00 Crate. 

MAULS, ws Ge Mewsse per doz. $7 26-11 00 
LADDERS fron, Ibs..... 10 13 16 18 
y . Per doz...Prices on > mee in i 

Common Leng. Wood Face, Ib... 0 12 OUTFITS, COBBLING, 

Per doz...Prices on agettenitien Combination ....... per doz. vas 00 
POP GR. cccecosceceasese 17c@23c 4 
MECOMOGTRAY 2 cccccccsecs 50 
ext ; Wood Choppers’. POE se cseccceoces sa 14 50 
ixtension . 
“ Lake 8 ri Oreg 
Pa Ge ebedteduexésodeses 22 to 28 ~§ _—? sell . Ral on won ease rane 
é > 
Step. Cream. 
Common, per ft.... 00.2000 c MEASURES. 14-qt. without genes, . 80 60 
Common, with Shelf, add 10c._ (Galvanized, doz............+. wel sti tien a 
Se wanes sae seeennseasoasee 34ci\Japanned, doz...............e2 Jets 4 er. joz. 11 00 
Challenge, 6 to 9 ft.......6. 55c db Gin ann P _— 
ye idcabauacasccedend 60c re ee Or aan on Oe 
eeoeecceseceosess er doz. 
MILLS, COFFEE. - ' 
i : IGE bcdhaenassseaws 2-3% |\Bap. 
LANTERNS. Dt chaseceenineas-seaweel 0&5 % 10-qt., IC Tin .. per doz. $4 00 

Bull’s Eye Police. APORES scccccvccccceecus 40-10% | Big 4 . as 5 50 
3-in. Flash Light..per doz. $13 00 Stock. 

a aes Galv’d qts. 14 16 18 20 
- MITRE BOXES, Per doz..$9 75 1075 1276 14560 
LEADERS, CATTLE. See Boxes 
| ER ahs pt eee oe 51 52 Water. 
> apap: $135 1 45 hp ga ate Oe eke 9a 
MOPS. POF GOB... cccce eGo 18 5 26 
Cotton, Star (Cut Ends). 
. Wood, 
LEATHER, LACE, Pounds 12’ 15’ 18’ 24’-3 oz Cable, 2-Hoop...... per doz. Nets 

Rawhide G%....cccess 100 ft. $2 60) Perdoz. $450 565 675 900 Cable, 3-Hoop.. Nets 

z er ‘a 4 40 Cedar, 3-Hoop, brass “ Nets 
MOWERS, LAWN. 
LEATHERS, PUMP. Gladiater—B. B PANS. 
- om e Dripping , senecuunen 
Valve and Plunger........... 10% ee ais. wy 
nach $6 50 725 8 00) apy, 
a COMMON ...ceccseveveseces Nets 
LIFTERS. King Universal—B. B te 

meece Cover. MIBGR cccccccs $5 25 5 75 6 00 
Stov ’ SGGD- saevee 14 16 18 
Coppered - per gro. $3 25@5 50 ee 
Alaska ..... “a 8 00IBig Giant $350 390 4 25 Nos.. 1 2 3 4 
Alaska 10 00 Per doz... ..«+-Neta 

. | Neverburn 2a080 °° 
Transom, NAILS. | Savory, No. 200 per doz. $8 40 
PN cnuwninéecaaaneeeean 55%|Cut Steel....Prices on Application 
Cut Iron..... = = ™ 
PAPER. 
LINES. Wire. | Building. 

Chalk Small Lots, Prices on Applic ation| Ne : per 100 Ibs L 
4 . arres ao = 
Twisted in 20-ft. hanks. : | Tarred Felt & 

Nos. 4 6 K 9 Coment Coated. | Red Rosin, per tor 3 
ES Prices on Application| Small Lots, Prices on Application 

Twisted in 50-ft. balls. sand and Emery. 

“piquant. 1 2 3 4 |Horshoe, | No. 1, per ream, best grade $5 40 
Per doz....Prices on Application Ausable 15&@5%| No. 1, per ream, cheaper 
Braided in 20-ft. hanks. Capewell . 165% BTRGS cocescceecsevecsses 4 85 
Ph, -sesdsees 0 1 2 3 Perfect 55&5% 

Per doz. - Prices on Application Putnam 2085 % |W eee 

Mason’s.. ts Star 20&5% E ess 100 lbs. Nete 
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PARERS, 
Apple. 
Goodell’g ........per doz. $10 80 
Turntable ....... a 11 40 
White Mountain... ™ 8 40 
Reading, No. 78... a 11 40 
Potato. 
Goodsell’s Saratoga, 10% 
i MRS 4 os nasdeoaeceoave 50 
Goodsell’s Saratoga, 5 in., 
GE sc rsvbscacavccsvcces 5 50 
PICKS, 
Adze Eye OFre.....-ceccsees 2234 % 
Drifting and Poll Picks....224%% 
Plumbs, Railroad ......... 22% % 
BurEMCO ccoccccccccsccscccce 224%% 
PINCERS 
Carpenters’, cast steel. 
me Lesvos 6 8 10 12 
Sach, $0.63 80 1.05 1.15 
Blackamitha sbtauseséaneonas 45% 
BN cect een cescdeosveeens 40% 
PINS 
Clothes. 
Common per box of5 gro. $0 95 
Vicket. 
Fluter, 15-in...... per doz. $1 10 
Fluted, 21l-in...... 1 60 
GPE csccurcesese = 1 90 
PIPE, 
Conductor. 


Piain Round and Round Corru-| 


gated. 
SO GAUGES . cocccccccvcceccces 50% 


28 eS eee eeneueeee qeeen 40% 
26 ig rrr a 
24 ee) eA én eee ae AE a Lis} 


Square Corrugated A and B and 
Octagon, 


Be Ge bcbeiecsescsoaxe - 40% 
28 ~ phedtrhe cen Ouewate 35% 
26 ™ - 66440000000 eeS Bee 25% 
24 = ebeeeeroedoccceess List 
Galvanized Toncan Metal, Gen- 

uine§ O, H. Iron, Lyonore 


Metal, Charcoal Iron and 


Keystone C. B. 


Plain Round and Round Corru- 
gated 


oe SE cuaeivcbaeeokoaee 40% 
26 ™ ie lik de cca os oe id 
24 ” grade deaeenecumaue List. 


Square Corrugated A and B Pol- 
ygon and Octagon. 


ae SO vecnadenadtatuanan 5% 
26 og TUTE eT TT 25% 
24 S Sesrdpedeskadeeedes List. 
14 and 16-0z. Copper, all de- 
rr ee List. 


Portico Elbows. 
Galvanized and Terne Steel. 


Cay ese aeg ae eeu dsiel 35% 
TP: ¢ebasassasesies eee cee 
ED «ana can a sae 606s ee 
eerie ree 35% 
TT <déatsanedeateedoneee 25% 


Discounts on Round apply on 
sizes 2-inch to 6-inch inclusive. 
Freight allowed on 15 dozen or 
more, to all points where 
freight rate does not exceed 
$1.00 per 190 Ibs. Less than 


15 dozen F. O. B. Factory. 


Terms: 30 days net, 2% ten days. 
Standard Gauge Conductor Pipe, 


plain or corrugated. 


SO GE 6. ecasacs cameos 35-5% 
DRED. Gigit we wcens.a eo 10% 
Stove, Per 100 
Joints 

29 Gauge, 3-inch........$19 00 

- eee 19 50 

’ TTS 20 25 

m Gems cc cncce 21 00 


T-Joint Made up. 


EE -.d6 5.5 <b wa per 100 $60 00 


Furnace Pipe. 
Double Wall Pipe and Fit- 


SD vanes cause dtnd aaswwea 20% 


Single Wall Pipe, Round 


Dae Pee ccccuvccce 15% 


Galvanized and Black Iron 


Pipe, Shoes, etc.......... 15% 
PLANES, 
Stanley Iron Bench.......... net 
PLATES, TIN, 
See Metals in Column 1, 
PLIERS. 
Giant, Button’s—Nets. 
Cutting. 
INNO <6. wig aco reat New Prices} 
RASA New Prices) 
PUPOMOM cicecesonss New Prices 


| Fencing. 
Biack Bull ...ccccvecs All 
Farmers’ Choice .....- All 
Russell’s ..cccccccecses All 
Flat and Round Nose. 
Bernard’s ..........New Prices| 
BOG ei cedresveessneee 
POPRBOR ccccccccec OW 
Tinners’. 
ON va cdes cesaonqeee 
GRR vccdacescsccsses each, 
PLUMBS AND LEVELS. 
COMMON ..--ceccccseseesesess 
GOOD cdccevccccccesvecsceses 
Davide FON... cccccccevsevees 2 
Davis’ Inclinometer.......+.+. 


POINTERS, SPOKE. 


Stearns’ No. 1...... per doz. 


= NO. 2..-0- + 


POKERS, STOVE, 
Wr’t Steel, str’t or bent, 


pavacedeseceroouss per doz. 


Nickel Plated, coil hanl’s “* 





POLISH. 
Metal, 
Wizard, 6 -oz.. per arese 
* Yye-pt.. ** 
- at. - 
“ [aa «= doz. 
M%-gal.. *“* a 
; on.. ” 4 
Stove. Per gross 
Black Eagle Paste 5 -0z.$13 
- = ad Y%-lb:. 
- 7 2 1 -lb.. 
5 -lbs. 
Per CABO wsceceeeecsces 
Black Eagle Liquid, 6-0z. 
Per BOSH .ncccccccess 
Black Kid Paste, 5 Ibs. 
per CHBO ccccvcecvceseceee 
Black Jack Liquid, %-pt. 
DOF BLOM ccccccescees 
Black Jack Paste, No. 19, 
DOP BTOUR cccccccccces 


POWDER. 


See Ammunition. 


PRIMERs. 


ee Ammunition. 


PRUNERS. 


Disston’s Pole....per doz, 
Water’s Improve l..per doz 


PULLERS. 
Cork, 


PROOMIS wccccvccvces 
Quick and Easy _ |= 


Hay Fork. 
Tron Wheel, 5-in..per doz 
Wood Wheel, 6-in 


Wood Wheel, 6-in., 
pass knot...... 











Sash, 
CHOUREIOM «cn ccccscnscccccccess 
Common-Sense, 2-in.........N 
Empire Pattern, 2-in....... Net 
Per ere Treree e 
GE: Was 2 tether eke does eeegen Net 

PUMPS, 
Pitcher Spout. 

atk cane 1 2 3 
PE dik ween Waw'e Sadclaww sent Nets 

| Spray. 

Midget Junior......per doz. 3 
New Miaty ........ - 
CresceMt ceccsecces 


Bow, 
Malleable Iron, 
> Iron, 14-in. 


oo re 





|Hammerles ~y 
iI 


PRESSES, FRUIT AND JELS.Y 


Enterprise Manufacturing C: 


per doz.. 


Rings 
Blair's Ss. Ringers.... 


DE o6b cecevsenens each, 


Copper Belt.... 
Coppered Iron ..........0-8 3 


Nail. 
ee ere per doz 
Never-Slip ...... a 
PULLEYS. 
Awning—Jap’d ...... ......- 
ee TAD acs seswecwes 


Ist So mapved 


Lufkin’s Hickory 

Lufkin’s Log 
Lufkin’s Boxwood 
Lufkin’s Zigzag 





PUNCHES. 
Conductors. 


. per doz. 


Spring. 


No. 10. per doz. . 25 


No. 40. 
No. 60. 


PUTTY. 


pure..per 100 lbs. $4 


RAIL. 


Barn Door. 
Matchless, l-in.........2.++- 
Matchless, 1%-in.........+.+- 
Storm King 

Sliding Door. 

Sliding Door. 
Bronzed wrought 


Bow, 12-in. 
14-inch 
12-in. 


10 Teeth.. 


TTT TTT per doz. 
RASPS—See 
RAZORS—SAFETY. 
per doz. 7“ » 00 
3 doz lots) ... 
Ready ..... 
teady (3 doz. lots) 
RAZOR STROPS, 
(Honing) 


Semi-Steel 


|Solid Brass or Bronze 
prices on 
Ad eaiahe c e iling Ventilators 20% ; 
REGISTER FAC -_ 


Bronzed and 
'14x4.. 


38x42.. 


REVOLVERS. 
3 Johnson Safety 


RINGS AND RINGERS, 


Rea’ i encone ad Se If- 
Piercing copper, 
doz 


Rings. 
Ringers... 


Hill’s Ringers..... 
Hill’s Ring, boxes 
Rings..... 
Ringers.. 
Wolverine Rings.. 
Wolverine Ringers 


Split, round 


eguare ...-. 
FPOURE ..cces 
RIVETS. 
Add 


Slotted Clinch.... 


1 and 2 assorted sizes, 
50 in box 
1 and 2 assorted sizes, 
in box.. 


RIVET SETS. 


ROPE. 


in. Com. 


Pure Manila. 


Ist Quality, base... 
Hardware Grade..... 


RULES. 


Prices on veto so 
Board. 


per doz. $3 00) 
per Ib. 





SAWS. 
Band. 
E. C. Atkins & Co. 
inact a lak we ike Prices on applic’n 
7 eer Prices on applic’n 
Buck. 
Disston’s ..... Prices on applic’n 
DED sk veectaswas .-New nets 
Butchers’. 
E. C. Atkins & “o. 
ie hdwe ene ns Prices on applic’n 
Disston’s ..... Prices on applic’n 
Circular. 
E. C. Atkins & Co. 
nak asitin i odin ad Prices on applic’n 
oy ee Prices on applic’n 
nr é9¢084+ees cocceee NOW nets 
.| Compass. 


E. C. Atkins & Co. 


At da liniea ot etka Prices on applic’n 
Disston’s ..... Prices on applic’n 
Coping. 
E. C. Atkins & Co. 
Tere ert Prices on applic’n 
og eee Prices on applic’n 
Cross-Cut. 
E. C. Atkins & Ce. 
nedabae nantes Prices on applic’n 
Disston’s ..... Prices on applic’n 
. Dehorning. 
Disston’s ..... Prices on applic’n 
Flooring. 
E. C. Atkins & Co. 
Saaenaecence Prices on applic’n 
Disston’s ..... Prices on applic’n 
Hack. 
Disston’s ..... Prices on applic’n 


Hand and Rip. 
E. C. Atkins & Co. 
Losteseeiane Prices on applic’n 
Disston’s No. 7 Prices on applic’n 
Disston’s Nos. 8, D8, 12, 76, 





REGISTERS, 





. per doz. 


-~ 





per doz 


per doz. 60@1 10 


112, D100, and 120, 
tenanseoente prices on applic’n 
Keystone ..... —yerre: Cl 


| Keyhole. 


E. C. Atkins & Co, 
teneeeneaees Prices on applic’n 
Disston’s ..... Prices on applic’n 


| a Box. 


E. C. Atkins & Co, 
..» Prices on applic’n 
Disston’, m5 .. Prices on applic’n 


“application Panel. 
20° 


E. C. Atkins & Co 
rrrver ere Prices on applic’n 
Disston’s No. 7 Prices on applic’n 
Patternmakers’. 
E. C. Atkins & Co 


eavessese .. Prices on applic’n 
Disston’s . .. Prices on applic’n 

| Pruning. 
Disston’s ..... Prices on applic’n 


Ne. w Ne *ts| Stairbuilders’. 


E. C. Atkins & Co. 
Ce osesece .. Prices on applic’n 
Disston’s .....Prices on applic’n 


| Wood. 


E. C. Atkins & Co. 
seeeeseesess Prices on applic’n 
Disston’s ..... Prices on applic’n 
SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 
SAW FRAMES. 


Common, plain...per dez. $1 50 


Common painted.. . 2 16 
60 SCALES. 
59| Counter, 
| re ee eee ae 40&10% 
j SCISSORS. 
lStar neoceeecnaweune jcmseccen een 
. SCOOPS. 
Grain. 
% bu “Hercules”..per doz. 3 70 
1-bu. “‘Hercules’’.. ae 5 00 
SCRAPERS. 
Box. 
Triangular, No. 6 per doz. $6 25 
Road, 


Cte Fh. «ccces 7 5 3 
With runners, ea. $7 00 650 620 


SCREEN DOOR HINGES, 








Sen GD. waceoneanr gross, $13 00 
BOSSE cccaccsecovess = 9 50 
SCREWS. 
Bench. 
Iron, ins. 1 1% 1 1% 
$6 82 $7 87 9 45 16 80 
Wood, white maple, per doz. 6 00 
| Hand—Wood se nastier das ws Go eke 
|Hand Rail ............-.- 22 
PE pte wsnettedenneniesanane 20% 
>| Lag or Coach—all sizes, gimlet 
PEE. ence nsevwsccesves 45-5% 
.| Saw-—Centennial, 
, Picscacnes 1 2 3 4 
Per doz ..... 47 5e THe 90« 
Wood. ” ' 
We Ee MR nctcccsedes 70-20% 
Sf Ree 67%-20% 
BP. Me. COME ccccsceses 6214-20% 
Pe We SE ccccccvcswes 60-20% 
R. H. Brass ........--57%-20% 
| SCYTHES. 
Clipper, Grass -per doz. $13 50 


‘Honest Dutchman.. 13 70 
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SETS RE R 
a SPRINKLERS, LAWN | cate rates ECORD - 
Square heac : » Li N. tit bis ca = 
. Q@G.wceces er o-| Stear a? » To " — be 
Cup point, knur ar . go. $1 25 arns’ No. 1...... per doz ¢ af TAPES, MEASURING 
1 15) »z. $9 75) Asses’ Ski . 
Rivet. : po ny Lista WARE 
Farmers’ . : . 4 cin’s Steel ts acee ¢ Jist&40% |Gl 7 
Tinners” shi sch ..-per doz. $2 10 SQUARES. Lufkin’s Metallic ey es on applic’n| 9 Tete. 
 wtsanienmsawete 2_10| Steel and Iro | Lufkin’s Pocke rices en applic’n Tinned 
— 5%) ¢ aaa. for bi M.....- .Nets new list et ..Prices on applic’n Enameled .... Add 15% to list 
Aiken’s Patt | ; a me Cd na any . 30° 
Disston’ —, ..per doz. $6 50} Mitre....... D per dos. net )| WA sy 
"pains *s Monarch “ 7 9 5S Bealls a atari aia be ostaide > ,ASI 
Disston’s X-Cut.... “ 7 20) iad ta Jes nty THERMOMETERS { BOARDS—See Board 
oo hairs aug ‘ 13 ao Santtees.................. Tin Case ' send es 
Nash’s Hand.. a -ssednesony << giglaliaalaaie aa id tan ae 80c@ or ‘ac 
Nests Scat. «MEME ER onesie enecsnsenes Wood Back... ‘$2 + RE. WASHERS. 
Stillman’s Lever... , Pe ae . 12 00 Standard O. G. « 
Stillman’s X-Cut ee : 1 30 A O aeses ....perd Nets . ieee ast iron, per 
Whiting ~ seed 2 50! interbottom’s .. doz. $6.00 Wrought seserecensasessess oni 
, No. 2 ‘Se... PIC ae 10% TLES , per Ib.: in 5-lb. boxes 
Secentr nee 5 75} SOUEKEZE Bale - n 3/16 
centric _ Anvil, B15) SQUEEZERS, LEMON — _ = AG %& % 
N. P. Morrill Ps ~~ Common Wood , ——e Loop, carload ry — 2 Li 13« 1 
tern : at- Porcelain Lined wre ..per doz. $0 70 6. OS to ee on Nae >. ‘ 1 - 
sete eee — 11 50 Boss malies ’ ‘ood ee 1 25 Single Loop “tetany te 2 1D&7T% = < lil 1l< 
°°l Iron’ a iron 1 20 car lots... ess than 
SHARPENERS si coal ame, porc’n 2 gah aginaeiaet 70&15% 
RPENERS, SKATE, see ghsssete traces “e an| Cow—See “Chi WEDGES 
Diamond oll frame, glass 1 90 hains.”’ Ax cs. 
Perfect .....-per doz. $1 60 bowl ee eee es er ae . 
corccvevccces 1 20 Little Giant tin’ i 2 35 Galling per doz, Nets 
“seer iron Patan , ‘ . ; s pe r it rn 
SHEARS. Drum, japanned. ae = 4 00 TOOLS, SAW. a écuse per —— 
Drum, nicke ia : 3 6 Disston’s Univers: lb, 8! 
’ > kel plated versal 
Nickel Plated, Strai Per Doz. a 4 5¢ 40% 
a a! » a traight, 6”. .$12 90 o Cal WEANERS 
. o" 7 - . 
“ ‘ _ Ss o- ‘ alf. 
Japanned, S - 8” 16 30 Blind. — TRAPS. Fuller’ 
— ed, straig 7 ar ; ers, er 
ry raight 6 11 00 Barbed we o : Game with Chains Tyler's wee doz. .$2 00 to $2 50 
7" 12 40| Bute ..+-per Ib. 21@22c Victor No. 1 . Per doz bt a Safety, per 26 
a 8” 13 80) _. WM Me avecace * 16@19¢c Oneida a ump a a $2 01 Carroll's, per. do: 185 to 2 40 
Tinners’—See Snips. Fence— ian a t.. 2 75 Hoosier, RP 3 00 to 3 75 
— Inman way » 62 Shaw Perfe -- 8350 to 4 60 
SHEAVES, 8 Galvanized per 100 Ibs. $5 45] Mouse and Rat cted.. 500 to 8 76 
‘ sod cS, SLIDING DOOR. Netti ih s<s “ ¢ 4] out O'sight M Net per gross| ' 
‘ommon. , ng. at Oeisht Mouse....... $ 8 00 WEIGHTS 
Inches ‘ Galvanize “os rie Rat . ~ ‘ s. 
Per P he laeageataig 3 4 5 nized..... -per 100 lbs 6 50 + Mole 15 90 Hite hing 
om... 1% 8 + © OO] Fee Foust Gopher 18 le per Ib, Net 
Hatfield’s. Wrought Staple an Mouse ..... - 20 00 Sash—f.o.b. Chicago 
Per set..$1 80 2 Staples He es, Hasps and _ d Fast Mouse rors a 4 Ton lots . 
he 210 2 75 25 Stapl ~, asps, Hooks and RI 2 60| Smaller | per ton. $60 
SHE , Pn ing and Hooks a4 fot Bat. 11 00 er lots, per ton.... 10 00 
SHELLS—See A Staples ... and Official BE caseseses 11 00 coos 63 00 
Ammunition, nex Gann 50&10% Wood an Se tts 13 60 wi 
ee ee oe 5% 1oker Mouse, — Se ‘HEE , 
SHELLERS, CORN oa “ Holes ..... : “0 a ‘ 11 Of INo. 4 7 EL BARROWS. 
Cnhion STEELYARD. nicane ’! Common — Steel. @ $9 2 
Prey per doz. $6 75 Discount 25% | ‘Tray on ann 
25%. TROWELS Angk : tape eae ae 
SHIELDS one Brick . 1g leg, garden........ a ¢ - 
. miata INES. . z os > » 
pansion Bolt Shields...... 60% -—* ’ ete 0 Leaf ’ WHEE 
4 dostan rade’s reece ee ee 30% LELS 
x : MES ceces er — tes 4 “oF . . 
SHOES. Mos = Ge iene I Ib. Ne w Nets Disston RASS aed alae .- ( i arborundum 
* as i ,ose 8 shes seeeen % \ rae 
tonductor . B eecsene = ah ee Se eee tyes Noy| Pmery 50% 
Lakeenatannnane 60% | Emery. a — w 5“ 60° 
SHOT—SsS No 26 rs. ell, Ins acted 
ee Ammunition. Dee eeees per doz. New Nets| Clover Leaf E 5 10 12 
SHOVEI Oil—Mounted sR ape lela tee peated tl 40% — doz $ 0 - A 
. cLS AN : , Arkans: : W. & cseeeersoverenees 25 : pe og Tos i 25 ; 
ii AND SPADES rkansas Hard ie Ee i cacdsswandeccsaceal 5 % “in. heavy’ hoisting, — 
° , r PY ‘ ’ 
5 0 . | Ark: 4.......per doz New Ne $2 
No. 2 Ww sodteré..per 6 — Ashaee 1s Soft.. a ew Nets 00 
No. 182.... G08. 99 50 ashita No TRUCKS 
Ames’. new list..Di 6 00) Te dein indinn : po : - WIRE, 
ist.. Discount, 1244°0| Oi—U sii a Bag rT tre re | Brass, 
Neverbreak ] , Per doz nmounted. Warehouse or ‘store. each $3 7% In coils 
Saaiiened aK, hollow bck, blk, Nets Arkansas Hard..per lt 7 No 1, each.. - In 1 ib Net 
Buckeve e? " “ a Soft. os New Nets le ig einen tipheniehebaniees $24 50) spools, new list Net 
Sahn wit - ‘ ao Wate “ io ire 22 50) Broom— Tinned 
“ Queer Creek os et 
8B ‘as ‘ oF aT oe ‘ Nets 
iy Same © Ditching weenttn - “ rUBS, WASH Cable—Same Pri 
s Perfection. . 30 oc] Serthe. Standard, Wood c as Barbed Wir 
oe etc. | Black Diamond per Nos q F Ex. | opper. 
ac ‘res . per gro. New Nets} Per doz $ 3 2 
menets Diamond. ...per do: _ | Crescent ..... gro. New Nets} Per doz $9 50 _ 1 large In coil 
sa P “s . Net e en Mountain 12 12 75 15 60 l-lb. spools n i Nets 
Keystone patchy wn saMoille . ee ; ; : ew ist ae 
pa atta haben os o | Extr a Sats “ Galvanized. | Fence . Nets 
I set eerseeerees “ es a  Quinne- Ni ace—Smooth ‘eal’ 
ee Back os | BOE sec oe | a. ee eeseees 1 9 - | Ni 6 t Aneal’l Galy'd 
Ames’ on a2. e Red Red ..... “ er doz. ” .. 3 Sos. 6 to 9, less 
' ; new list, Discount 12% % | piace ” “ 13 76 15 95 18 60 one, por 400 thn. ba 
Snow. - | Hal ’ $4 95 
Galvz sed wv | ST . . aN air—Nev " 
vente 1, with wood han- s rOPS, BENCH, WINE. W ide 10 & 10% 
N LC . SEvedswacecnenns 4 J 6. 10 Morril ; Marke 
A DO, DD seneecenrcecces a . tern i om } ‘ Market ; we Market Quotatior 
laska Steel ide 55|No. 11 Stearns” per doz.$10 00| *-P c Quotation sright, full — 
‘ 1 Stearns nt. )) otto , ! > ~ bdls 4 
D-Handie ” J tern mo ‘ a n Wrapping eae broken bdls. 
Long Handle.. I r doz $3 te,°" 15 Smith mattere : 8 75)4 Ext os eee full bals : 
on 3 00) 6 50/4 xtra Wrapping T ppered, broken bdls 
kK STOPPE ' “ ‘Hyvy. Wrapping Tinne d, full bdds 
; SINKS. IPPERS, FLUE : Wrapping on tubs inned, broken bdl 
Cast Iron. | Common i | : i con - wn Pi 
Se 16x24 .. : lGem, flat, No. 3.... per doz. $1 10 : icture—-In coils. .80% @80 
tInameled, W hite. dae Gem. in” 1. + 1 00 India Hemp % -Ib hall n Ib. spoo aor th & 10% 
Wrought Steel. re 1 10/1. _ g 
Painted. 16x24 ........ “i STOVE PIPE—See pipe 2-ply Jute, 1-Ib. bal 7 WRENCHES. 
_h . Seins ;|Coes Steel Hand! 
SLEDGES— | ST , . J os indie me 
ES—See Hammers. TOVE BOARDS—See Boards Soft per It Market | , ‘ . x ‘ 
— | in P Med , Quotation 10 : 
SN : . | sT¢ y a Ty 
APS, HARNESS TOVE POLISH—See Polish Hard ta ] os 
overed Spring... ‘ P Staging, Y-lb. bal } — Hand 0 
Judd’s Pattern...Add osen caene f STRAPS vd 2 a | 
33 1-6% to list! Skate ; | “4 Zz ‘ 
u 0 
SNATHS. | per doz. 85c&l1 a0) Bagging \Y%-Ib bal te 4 | ee ° 
Double Ri | on 3-ply, “B' : : : ‘ 
Patent rae — .per doz. $9 75| Carpet STRETCHERS i ——- eis as | : . 
ay oop, Bush  tanoas 75 : P ‘ Ba d 
Patent Loop, a - 10 00 Bullard’s A” “ i ri usta s 
Ss 8 75 Excelsior » per doz $2 90 Silver Finish ma ah re | Pat 
SN : wit! Malleable Iro 5 25] «. ; | ght 
os IPS, TINNERS’ Perfection —— 79| Fodder or Lath 
‘lover Le: King 6 3 3 str , ma 
National ‘z she “ian aegtacpe’ 40&10% | wy “4 4 50 — eae & 
Star ee , re. | S&S 
eee ee ee ee got ©. S. Elwood, No. 1 | Knife Handle Patte 
SOI . : oO. Ss. E wood, No per doz Nets] VISES, | No P * attern. 
SOLDER—See Metals. : * | No, 21, Hand ° plu pte Wrench, List 
_— Oval Slide 00| No. 60, Steel 
SPRINGS | SWIVELS. aaa ’ ; | . Handle 
Perfect. s, DOOR. | Malleable a ; _— “" .. 2% ° 3% 4! | WRIN . 
ee ° Wrought Steel .perlb. $0 10 _ a $2 40 $2.60 $3.00 $3.75 $ 2 GERS., 
eg age A Pe . 5 6 - per gro. 4 50|~ ra 1, Genuine Wentworth a0 Ne 40, Guarante per a sei 
Relian 55 Tbe 90c 1 00 Pe a less Saw... .per doz. 13 50|x , Bic a ae ee 
= Li | inl TACKS. . Ss ——— Wentworth, “" ~~ 119, Don : 7 
Per doz. Tet Medium Heavy ! ‘. osters’ 6-oz.. 25 lb. boxes No “s a Saw. . .per doz. 20 00) Nn; 0 Brighton 56 ) 
Sarreu*e een 55 210 3 20/1" per |ib nip ‘ %.., jenuine Wentwortl i “ 740 Bieve 1 00 
WS cosccecces per doz S sv Upholsterers’ hala cote 15c!} _Noiseless Saw cogs " ;NO mn ¢ 0 
1 65 boxes ’ 25-lb Nc . i loz 00/4 
See Cie issaeaves be! a 00, All Steel Folding aa Pior 4 
0" Saw oe & ~ .o on R 1 00 
I oz rine > 01 00 
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54 AMERICAN ARTISAN 
ADVERTISERS’ INDEX CLASSIFIED INDEX Flux—Soldering. Machines—Razor Blades. 
Allen Co., Ine., L. B., Chicago, Ill.|Hyfield Mfg. Co, 
| New York, N. Y. 
rnaces—So 
| Asbestos Sheets. mia 7 r= — 2 Machines—Stove Pipe. 
=TICA IST Jack Corporation, A. W., shton Mig. Co., ewark, N. 4-\Hemp & Co., St. Louis, Mo. 
ALPHABETICAL L Lockport, New York|Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
alien & Co.,Inc., L B......-----+- 62 o Columbus, Ohio Machines—Tinsmith. 
. Bale x Clayton & Lambert Mfg. Co Bertsch & Co. 
American Sheet & Tin Plate Co..... 61 | American Steel & Wire Co.. = Detroit, Mich. ie oe -— Ind 
Amer'can Pteel & Wire Co ......... 62 | Chicago, . ' - . . re.s rump &. ” 
go | Pittsburgh Steel Co. es ent Glave Ge an Chicago, Il. 
Aasbton Mig. C0......66 cecceeeeee } Pittsburgh, Pa . » < Hemp & Co., St. Louis, Mo. 
. Turner Brass Works, 
Basman Co., Inc., A.M..... 61 Sycamore, I] |Knoedler, Frederick J., 
Berger Rrothers Co..........00006% 62 | Bicycles, Philadelphia, Pa. 
DD, ci cudentednhapes ensues 62|Johnson’s Arms & Cycle Works, ’ ee Cnee Saaftel wn” 
rtach & © 60 Iver, Fitchburg, Mass. Hammers. uffalo, N. ¥. 
Bertac Msc 6e0 06 ceo eee 00008008 0 Stanley Rule & Level Company, 
ee BO OD kb ct vccacasese 59 Rel 4a Net New Britain, Conn. Meat & Food Choppers. 
Bullard & Gormley Co......+++++++ 67 = om ~~ Vaughan & Bushnell Mfg. Co., Enterprise Mfg. Co. of Pa., 
| Ryerson & Son, Joseph T., Chicago, Ill. Phiiadelphia, Pa. 
Burgess Soldering Furnace Co...... 62 | Chicago, Ill. 
W.cW Jircccccccvecccscseses 61 
Burton Co J Handles—Boiler. Metals—Perforated. 
CoHOwe BEM CO... cccccccccccces 66 Boltsa—Stove. Harrington & King Perforating 
Berger Bros. Co., 
Central Pattern Co...........-+++ 15 | Kirk-Latty Mfg. Co., Philadelphia, Pa.| ©» Chicago, I). 
Seré e os Cleveland, Ohio 
Clark-@mith Hardware Co ......... ‘ 
sh Millboard. 
Clayton & Lambert Mfg Co........ 62 Brak Cornice. Heaters—School Room. Jack Corporation, A. W., 
Cleveland & Ruffalo Transit Co..... 65 Globe Stove & Range Co., Lockport, mm. Fe 
Rertsch & Co., Kokomo, Ind 
Cleveland Castings & Pattern Co.... 15 Cambridge City, Ind. os eneie. 
Dreis & Krump Mfg. Co., a ibe ' Miters. 
a co TT ages . Chicago, Il.|Monroe Fdry. & Furnace Co., Friedley-Voshardt Co 
%o-operative Foundry Co....... “| Niagara Machine & Tool Works, Monroe. Mich. Chicago, I. 
Cope-Swift Co., IMe.........65006. 15 Buffalo. N. Y¥ |Peerless Foundry Co. 
Cortright Metal Roofing Co......... 61 Indianapolis, Ind. we 
BE. C8....-.200. 4 Standard Furnace & Supply Co., =O . 
Danville Stove & nets 0 Beit Brass and Copper. Omsha, Neb.|Johnson’s Arms & Cycle Works, 
Dieckmann Co., Ferdinand.. . 58 wen ite oon 
Hussey & Co., Cc. G. Iver, Fitchburg, Mass. 
Dover Wood Face & Lbr. Co....... 15 . Pittsburgh, Pa. on - 
ee Krump Mig. ore e ae aan meee pt Air. Nails Slating. 
pene ga nasa Ve Celling—Metal. ieee ”" Rochester, N. Y.| Hussey & Co., C. _—— - 
; - tag amie Sia | Burton Co., W. J... Detroit, Mich.| Danville Stove & Mfg. Co.. so. : 
Forest City Fdy. & Mig. Co........ 6 D ill Pa 
_ | Friedley-Voshardt Co., anville, Fa. 
Friediey-Voshardt Co.. ..........- 59 Chicago, I!l.|Farris Furnace Co., Naile—Wire. 
Globe Stove & Range Co........... 1| Milwaukee Corrugating Co., Springfield, Ill.) American Steel & Wire Co., 
Hall-Neal Furnace Co............. 10 Milwaukee, Wis.| Forest City Fdy. & Mfg i Chicago, I)). 
; Clevelan Ohio|Pittsburgh Steel Co. 
Harrington & King Perforating Co.. 61 & 
; . Globe Stove & Range Co., Pittsburgh, Pa. 
Hart & Cooley Co...........+.++++ 13 . oe sinha Kokomo, Ind. 
PTE, Giisccccccccccceesess 65 | Vaughan & Bushne Chisago,’ Ii Hall-Neal Furnace Co., Nut Craekers. 
ER teteds watinnsc0cened 60 aie Indianapolis, Ind.| .torprise Mfg. Co. of Pa 
Henry Furnace & Fdy. Co......... 3 Henry Furnace & Fdy. Co.. ; '”"" Philadelphia, Pa. 
Hess-Snyder Co... 9 Coal Chutes, Cleveland, Ohio 
Ree ere Sa | Peerless Foundrv Co., Hess-Snyder Co., Massillon, Ohio 
MP COO... Bi. cccccccceces 61 Indianapolis, Ind-/sanoni Sentie © : Ornaments—Sheet Metal. 
Hollenden Hotel.................. 66 a owe Saemmmbows Ohio Friedley-Voshardt Co., 
. ” Chicago, I}. 
ee re eee 15 Cornicea, May-Fiebeger Furnace Co., ~— 
uaney & C0.,C.G..........00000. 57 | Burton Co.. W. T., Detroit, Mich. Newark, Ohio ‘ 
BU Gi conenccinetescas 64 Friedley-Voshardt Co. Meyer Furnace Co., Peoria, Ill. Patterns—Furnace. 
Johnson's Arms & Cycle Works, Iver, 63 Chicago, Ill.|Monroe Fay. & Furnace Co.. Central Pattern Co., Quincy, Ill. 
Ms Wascccsecccccesedec 15| Milwaukee Corrugating Co., Monroe. Mich. 
Kimball Bros. Co. ............ 57 Milwaukee, Wis.|Peerless Foundry Co., Patterns—Machinery. 
Kirk-Latty Mig. Co i 7 Tndianapolis, Ind.j Central Pattern Co., Quincy, II] 
i ee ee ee es 0 
Rybolt Heater Co., 
Knoedler. Frederick J............., 60] ‘oe ae Water. Ashland, Ohio Patterns—Stove. 
ae eg | TvAaN-crerner or Ina.|Schill! Bros. Co., Crestline, Ohfo/Central Pattern Co., Quincy, Ill. 
Mahoning Foundry Co............. 7 Schwab & Sons Co.. R. J., Cleveland Castings Pattern Co., 
May-Flebeger Furnace Co ....... 8 n Milwaukee, Wis. Cleveland, Ohio 
Meyer & Bro. Co., F............... 16 ag Standard Furnace & Supply Co.. |Cope-Swift Co., Inc., 

. : Howes Co., The S. M., Omaha, Neb. Detroit, Mich. 
Meyer Furnace Co................ 5 Boston, Mass 
Michigan Safety Furnace Pipe C —, ‘lTubular Heating & Ventilating Quincy Pattern Co., Quincy, Il. 

eens: I Co., Philadelphia, Pa.|yeader Pattern Works 
Milwaukee Corrugating Co..... 68 E Bs h : 
ee iaves rough, XXth Century Heating & Venti- Troy, N. Y. 
Monroe Fdy. & Furnace Co........ 9| Rerger Bros. Co.. lating Co., Akron, Onio 
Niagara Machine & Tool Works.... 60 Philadelphia, Pa.| Victor Stove Co.. Salem, Ohio} Pipes and Fittings—Furnace. 
Northwestern Stove Repair Co...... 15 Burton Co... W. J... Detroit, Mich.| Wise Furnace Co., Akron, Ohio| Henry Furnace & Fdy. Co., 
8 Se ee 57 “ark-Smith Hardware Co., Cleveland, Ohio 
Peerless Foundry Co............. a Ss ee oe Holders—Flag Pol oes Ge. S. 36. Oeste, see. 
Pittsburgh Steel Co................ en Oe, we iaisiniiliae We. Cn. of Pa. Meyer & Bre. Co., F.. Poerta, i 
Quick Meal Stove Co.............. 5 — - Philade iphia, ve — oueeied P Detrett eich 
uincy Pattern Co..... 5 , ese — en 
0 ap : ne seeeeecoses 15 E'bows & Shoes Conductor. Safety Interlocking Stove Pipe 
public Electric Lamp Co......... 66 | Dieckmann Co., Povdinandé. Horse Shoes, Co., Mt. Pleasant, Iowa 
Rock Island Mtg. Co...........:... 65 incinnati, Ohio!) american Steel & Wire Co Standard Furnace & Supply Co., 
Rock Island Register Cv........... 13 Chicago, Tll Omaha, Neb. 
Roesch, Geo. E , Electric Bulbs. 
esch, Geo. E....... 166000004655 57 Zepublic Electric Lamp Co.. Stearns Register Co., -_ 
Rybolt a OB. ccrcceecsoseceve 8 Moline, TH. Hotels. Detroit, Mich. 
Ryerson & Son, Joseph T.......... 59 Hollenden Hotel, Cleveland, Ohio 
Safety Interlocking Stove Pipe Co... 10 Elevatora. Pipe and Fittings—Stove. 
Schill Bros. Co....... RIT 6 | Kimball Bros. Co., eteeteen Hemp & Co., St. Louis, Mo. 
Schwab & Sons Co., R.J. rer ‘ 10 Council Bluffs. Towa — Pe ce e — Howes Co., S. M., Boston, Mass. 
Standard Furnace & Bupply Co... . iat ls ullar ormley ili: Til. eed & yor ag oe nog ill. 
. » — . chigan Safety Furnace pe 
peacoat em Ge peescrcoenes 59! Black Silk Stove Polish Works. Clark-Smith Hdw. oan ™ Co., Detroit, Mich. 
Stanley Rule & Level Co........... 65 Sterling, Ill. “' ““"|Safety Interlocking Stove Pipe 
Stearns Register Co........ scenes Ee Co., Mt. Pleasant, Iowa 
St. Louls Technical Institute. .... 57 Fence Gates. Sullivan-Geiger Co. 
ecw 4 = a 

Sullivan-Geiger Co............ 57| American Steel & Wire Co., Retains Setes. Indianapolis, Ind. 
= Chi Til. Milwaukee Corrugatine “no. 

ee 2 ane. Wis 
oe 6 Milwaukee. ra] 

Tubular Heat. & Vent. Co.......... 10 Pittsburgh Steel % b po—-Condacter. 

Turner Brass Works............... 62 a om Berger Bros. Co., 

- Machinery—Culvert. Philadelphia, Pa. 
Tuttle & Bailey Mfg. Co............ 13 Fencing—Wire. Bertsch & Co. Burton Co., W. J., Detroit, Mich. 
XXth Century Heat. & Vent.Co.... 10| Pittsburgh Steel Co.. Cambridge City, In4 | Clark-Smith Hdw. Co.. 
Vaughan & Bushnell Mfg. Co...... . 63 Pittsburgh, Pa. Peoria, Ili. 
Vedder Pattern Works............. 15 Dieckmann Co., Ferdinand, 

Vietor Stove Co.................. . Files. Machines—Crimping. Cincinnati, Ohio 
Viking Shear Co......... 60 Heller Bros. Co., Newark, N. J.|Bertsch & Co. Friedley-Voshardt Co., rn: 
Oesevccees bridge City, Ind Chicago, I:. 
Whitney Mfg. Co.,W.A...... 61 —— Cam 
pases oa nom. Niagara Machine & Tool Wkzs., Hussey & Co., C. G.. 
Whitney Metal Tool Co........... 60} Roesch, Geo. E.. Aurora, Til. “ Buffalo, N. Y Pittsburgh, Pa. 
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Plumbs and Levels. 


Stanley Rule & Level Company, 
New Britain, Conn. 


Polish—Stove, Metal, Enamel, 
Iron, 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Posts—Steel Fence. 


& Wire Co., 
Chicago, Il. 


American Steel 


Presses—Lard. 


Enterprise Mfg. Co. of Pa., 


Philadelphia, Pa. 


Punches. 
Bertsch & Co., 


Hart & Cooley 


| 
' 


| 


| 


| 
| 
| 


} 


Cambridge City, Ind. | 


Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 


Whitney Metal Tool Co., 
Rockford, Il. 


Whitney Mfg. Co., W. A., 


Rockford, Il. 


Ranges—Combination Gas & Coal. 


Globe Stove & Range Co., 
Kokomo, Ind. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Ranges—Electric. 


Globe Stove & Range Co., 
Kokomo, Ind. 


Rasps. 


Heller Bros. Co., Newark, N. J 


Register Shields. 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Registers—Warm Air. 


Gart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Co 
Clevelan 


Rock Island Register Co., 
Rock Island, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, 


Tuttle & Bailey Mfg. 


4, 


Co., 
Chicago, Il. 


Repairs—Furnace. 


Hessler Co., H. E., Syracuse, N. 


Northwestern Stove Repair Co., 
Chicago, Il. 


r 


Repairs—Stoye & Furnace. 
Hessler Co., H. E., Syracuse, N. 


Northwestern Stove Repair Co.. 
Chicago, Ill. 


» 


Revolvers, 
Johnson’s Arms & Cycle Works, 
Iver, Fitchburg, Mass 
Rivets—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 
Bertsch & Co., 
Cambridge City, Ind 


Niagara Machine & Tool Works, 
Buffalo, N. ¥° 


Roof—Flashing. 
Hessler Co., H. E., Syracuse, N. Y. 


Roofing—Iron and Steel 


American Sheet & Tin Plata Co., 
Pittsburgh. Pa. 


Brier Hill Steel Co., 
Youngstown, 


Burton Co., W. J 


Ohio 


Detroit, Mich 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Il. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Sykes Co., The, Chicago, Iil. 


Ohio 


| 
| 


i 
| 





Mich. | 


| 


| 
| 
| 


} 
} 





| 


| 


i 


Rubbish Burners. 
; Co., 


New Britain, Conn 


Rules. 
Lufkin Rule Co., Saginaw, Mich. 


Sash Balances. 


Caldwell Mfg. Co., 
Rochester, N. Y. 


Schools — Sheet Metal Pattern 
Drafting. 
|St. Louis Technical Institute, 
St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Sheets—Black and Galvanized. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa 
Brier Hill Steel Co., 
Youngstown, Ohio 
Knoedler, Frederick J., 
Philadelphia, Pa. 


Sykes Co., The, Chicago, Ill. 


Sheets—Blue Annealed. 


|Brier Hill Steel Co., 


Youngstown, Ohio 
Sheets—Planished. 
Sykes Co., The, Chicago, Il. 
Sheets—Steel. 
Ryerson & Sons, Joseph T., 
Chicago, Ill. 
Shotguns, 

Johnson’s Arms & Cycle Works, 
Iver, Fitchburg, Mass. 
Skylights. 

Burton Co., W. J., Detroit, Mich 
Snips—Tinsmiths. 
Niagara Machine & Tool Works, 

Buffalo, N. Y. 

Solder. 

Allen Co., Inc., L. B., 
Chicago, Il! 


Solder—Aluminum, 
E., 


Roesch, Geo. Aurora, 


Soldering Fluid. 
Allen Co., L. B., Chicago, Il. 


Soldering—Furnaces. 


Ashton Mfg. Co., 
Newark, N. J. 


Burgess Soldering Furnace Co., 


Columbus, Ohio 
Slayton & Lambert Mfg. Co., 

Detroit, Mich. 
Quick Meal Stove Co,, 

St. Louis, Mo 
Turner Brass Works, 

Sycamore, Ill. 


Specialties—Hardware, 
Mfg. Co., 

Rochester, 
Co. Of Pa., 
Philadelphia, Pa 
Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y.| 


Hyfield Mfg. Co., | 
New York, N. ¥ 


Saginaw, Mich | 


Caldwell 
m Bs 


Enterprise Mfg 


Lufkin Rule Co., 





Stanley Rule & Level Company, 
New Britain, Conn 
Vaughan & Bushnell Mfg. Co., 

Chicago, Ill 

Statuary. 

Friedley-Voshardt Co., 
Chicago. Ti 

Sticks—Soldering. 

Allen Co., Inc, L. B., 

Chicago, I) 


Rock Island Mfg. 


| 


Co., 
Rock Island, Ill. 


Stock Waterers. 


Stoves and Ranges. 


Co-operative Fdy. Co., 
Rochester, N. Y¥ 
Danville Stove & Mfg. Co., 
Danville, Pa 
Globe Stove & Range Co., 
Kokomo, Ind 
Quick Meal Stove Co 
St. Louis, Mo 


Schill Bros. Co., Crestline, Ohio 


Stoves—Gasoline and Kerosene. 


Quick Meal Stove Co., 


uo 





St. Louis, M 


Stove Pipe Reducer. 
Sullivan-Geiger Co., 


Indianapolis, Ind. 
Stuffers—Sausage. 
Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa 
Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicagy, Lil. 


Tapes. 
Lufkin Rule Co., Saginaw, Mich. 


Tiles and Shingles—Metal. 


Burton Co., W. J., Detroit, Mich. 

Cortright Metal Roofing Co., 
Philadelphia, 

Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Tinplate. 
American Sheet & Tin Plate Co. 
Pittsburgh, Pa. 
Knoedler, Frederick J., 
Philadelphia, Pa. 
Toole—Carpenters’, 


Lufkin Rule Co., Saginaw, Mich. 


Stanley Rule & Level Company, 
New Britain, Conn 

Vaughan & Bushnell Mfg. Co., 
Chicago, Ill 


Toole—Sheet Metal. 





Ventilators, 


A. M. 


Basman Co., Inc., ; 
Detroit, Mich. 


Berger Bros. Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, 
standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 


Hart & Cooley Co., 
New Britain, Conon 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 
Vises. 
Rock Island Mfg. Co., 
Rock Island, Ill 
Wire. 
American Steel & Wire Co., 
Chicago, Il! 
Pittsburgh Steel Co 


Pittsburgh, Pa. 


Wood Faces. 


Dover Wood Face & Lbr. Co.. 
Dover, Ohio 





Pa. |: 





Bertsch & Co., 
Cambridge City, Ind 
Dreis & Krump Mfg. Co., 
Chicago. Ill 
Niagara Machine & Tool Works, 
Buffalo, N. ¥ 
Ryerson & Son, Joseph T., 
Chicago, Ill 
Viking Shear Co., Erie, Pa 
Whitney Mfg. Co., W. A., 
Rockford, I! 
Whitney Metal Tool Co., 
Rockford, Ill 
Tools—Tinsmiths’. 
Bertsch & Co., 
Cambridge City, Ind 
Dreia & Krump Mfg. Co., 
Chicago, Il 
Howes Co., S. M., Boston, Mass 
Knoedler, Frederick J., 
Philadelphia, Pa. 
|Niagara Machine & Towl Works, 
Buffalo, N. Y 
Ryerson & Son, Joseph T., 
Chicago, Ill 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill 
Viking Shear Co., Erie, Pa 
Whitney Mfg. Co., W. A 
Rockford, Ill 
Whitney Metal Tool Co 
Rockford Til 
Torches. 


|Ashton Mfg. Co., Newark, N. J.| 


Bernz, Otto, Newark, N. J 


Burgess Soldering Furuace Co., 
Columbus, om 


Clayton & Lambert Mfg. Co., | 
Detroit, Mich. | 
| 


Turner Brass Works, 
Sycamore, Ill 


Transit Companies. | 
Cleveland & Buffalo Transit Co., 


Cleveland, 


Wrenches. 


Wrench Co., 
Worcester, 


Coes 


tH ! CELE a 





Charles H. Sabin 


president of the Guar- 
antee Trust Company 
of New York, the largest 
trust company in the 
world, says: 


“T believe thoroughly 
in advertising as a sell- 
ing agent, not only for 
commodities but for 
ideas and services, and 
throughout my business 
career as a banker I 
have made use of it 
with profit and satisfac- 
tion. I believe that ad- 
vertising can be made 
just as useful to a bank 
as to any other institu- 
tion that has something 
to offer to the public, 
and our own experience 
in that field has well 
justified that conclu- 
sion. Moreover. ] be- 
lieve that educational 
and informative adver- 
tising can be made of 
the greatest value to the 
the public, and can fur- 


ther the interests of 
sound economics and 
ound business. Good 


will values created 
through advertising con- 
stitute decided elements 
of credit in a corpora- 
tion’s assets, and such 
values will ays be 
taken into consideration 
in any judgments we 
form. 


al 
al 


“At the present time, 
I feel confident that per- 
haps more than ever in 
the history of this coun- 
try sound advertising 
and publicity can be 
made to render a great 
public service in inform- 
ing the public on the im- 
portant questions press- 
ing for decision.” 


Ohio}: 
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WANTS AND SALES 


For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 








BUSINESS CHANCES 








Wanted—Article or goods to job in con- 
nection with pipe-less furnaces thruout 
the middle west. Huron Furnace Com- 
pany, Huron, South Dakota. 24-3t 


For Sale—Patent of wire clothes pin. 
Better than any other pin. Entirely new. 
Write for particulars to H. M. Brown, R. 
D. No. 1, Three Bridges, New Jersey. 25-3t 








For Sale—Tin shop, fully equipped. Es- 
tablished 15 years; good paying business 


Am retiring. Wahler Brothers, 2553 
North Halsted Street, Chicago, ——.. 





Wanted to Buy—Sheet metal furnace or 
tin shop on the Pacific coast or location 
for same. Give full details. J. A. Mac- 
closky, 902 North 66th Street, Philadelphia, 
Pennsylvania. 24-3 





For Sale—An up-to-date stock of stoves, 
hardware and tinware, invoiced from four 
to five thousand dollars. Located at 
Maysville, Kentucky. Mrs. W. I. Power, 
Maysville, Kentucky. 26-3t 





For Sale—Quantity of sanitary indoor 
closets; also some top and bottom cast- 
ings and patterns for same. Will sell the 
entire lot at a bargain. Beuret Heating 
Company, Auburn, Indiana. 26-3t 


Lightning Rods—Big profits and quick 
sales to live dealers selling ‘“DIDDIE’S 
UNIVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. K. Diddie Company, Marsh- 
field, Wisconsin. V78-12-52t 


For Sale—Established sheet metal shop; 
full equipment of machinery, tools and 
stock: located in Detroit, Michigan. For 
price and full information address A-97, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 23-3t 


For Sale—A $7,000.00 stock of hardware 
and fixtures in a southern Michigan city 
of 6,500 population. Good live town. New 
million dollar plant being constructed. 
Large machine shop located here. Rea- 
son for selling, Wish to settle estate. Ad- 
dress A-98, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 24-3t 














For Sale—Plumbing, heating and tin 
business with automobiles, tractors and 
general line of supplies for all of these 
lines. Fine new building on best corner 
in small northern Illinois city. Business 
established 12 years. It is a leader and 
is growing fast. A real business for a 
real business man. About $15,000. This 
ean be divided. Don’t answer unless 
you can qualify. Kindly address A-92, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-4t 





For Sale—Five-sevenths interest in go- 
ing hardware business in a live lumber 
and farming town in northern Wisconsin. 
Cannot devote time on account of other 
business, and it is too much for my part- 
ner as he must take care of outside work. 
Would consider selling three-sevenths of 
interest to man to run store if competent. 
Only hardware store in town. Splendid 
opportunity for right man. Address A-96. 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-4t 





BUSINESS CHANCES 








Wanted—Pipeless furnace to job with- 
in radius of fifty miles. Highest quality. 


Send full descriptions and _ proposition. 
Van Denberg Supply Company, Rockford, 
Illinois. 25-3 





For Sale—Best equipped sheet metal 


and roofing shop in Montana, near oil 
fields. Plenty of work contracted and in 
sight. Will sell at invoice. J. B. Heavlin, 


25-10t 
doing a 
$5,000 worth of 
year, and is still 
Reason for selling, 
W. Green, Red- 
26-3t 


Lewistown, Montana. 





Sale—Sheet metal shop, 
business. We do 
radiator work a 
growing. Investigate. 
rheumatism. Address J. 
lands, Colorado. 


For 
good 
auto 





Sale—Hardware in Lyon County, 
Iowa. Old established business. Stock of 
$8,000. Fixtures and tools, $2,000. Good 
money making opportunity. Do plumbing 
and tinning. Town is planning to put in 
sewers. Best location. For cash only. 
Address reply B-3, care of AMERICAN 
ARTISAN AND HARDWARE RECORD, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 26-3t 


For 








HELP WANTED 








Wanted—First-class  tinner. Steady 
employment. Phelps Hardware Company, 
Sterling, Illinois. 26-3t 





Wanted—A handy man for a country 
tin shop. Steady work. State wages, etc. 
S. J. Pelz, Clinton, Wisconsin. 25-3t 

Wanted—Tinners and men to install 
warm air furnaces. Mohr-Jones Hard- 
ware Company, Racine, Wisconsin. 24-3t 








Wanted—A good all around tinner and 
furnace man. Good wages. Bb. A. 
Schmidt, Grand Rapids, Wisconsin. 24-3t 





Wanted—Tinners who will do outside 
and inside work. Steady job the year 
round. Bongard Sheet Metal Works, 209 
Cave Springs Avenue, El Dorado. SN 





Wanted—Two good sheet metal work- 
ers. $1.25 per hour. Union shop. Steady 
work. Wire if you can come. H. H. Bain 
Sheet Metal Works, Shreveport, Lou- 
isiana,. 25-3t 





Wanted at Once—Experienced solderer 
for milk can work. Ten hours a day. 
$36.00 a week. Write or wire to Kokborg 
Retinning Works, Richland Center, Wis- 
consin. 24-3t 


Wanted at Once—An A-1 combination 
mechanic who is able to do plumbing, 
reneral heating, tin and sheet metal work. 
Steady job for the right man. A. lL. 
Spradling, Hoopeston, Illinois. 26-3t 








Wanted—aA first-class auto radiator re- 
pair man, one who understands recore 
work. A steady job for the right man. 
No tin shop connected with this shop. 
Address Martin Gerber, Iowa City, Iowa. 
25-3t 

Wanted—Boy who has had from one to 
two years’ experience in the metal line 
© finish trade, Good opportunity for right 
boy. State wages desired. Southwick 
Metal Company, 1913 State Street, Granite 
City, Illinois. 26-3t 








Wanted—A working foreman in general 
cornice and roofing shop, one who is not 
afraid of work or undesirable jobs in 
dull seasons. Steady work and best 
wages. John J. Beard, 559 West Main 
Street, Lexington, Kentucky. 25-3t 





Wanted—A man who understands farm 
machinery, setting up and selling, and 
can do furnace work and ordinary tin- 
shop work, in a country hardware store. 
Steady job to the right man. H. D. Pow- 
ers, Grand Rapids, Minnesota. 26-3t 





Wanted—From four to six sheet metal 
workers on general building and furnace 
work. Permanent work for good com- 
petent men at $10.00 for eight hours. Open 
shop. Write or wire to J. R. Ziegler, .1008 
llth Street, Wichita Falls, Texas. 23-4t 





Wanted—Four or five sheet metal work- | 


ers, four roofing and repair men, one 
first-class slater. Would prefer slater to 
understand putting on Old English Style 
of slate roof, using variegated colors, dif- 
ferent sizes, etc. Wire us at our expense 
when you can come. Union scale $1.00 per 


hour. No labor trouble. Griffith, Foster 
and Rodes, Box 194, Charleston, West 
Virginia. 24-2t 





HELP WANTED 








Wanted— good furnace installers, 
capable of installing large church fan 
jobs Campbell Heating Company, 1313 
Locust Street, Des Moines, Iowa. 25-3t 


Four 





Wanted—A man from 1§ to 30 years of 
age with some knowledge of hardware, to 
learn the tinning and plumbing trade. 
Give references and wages expected in 
first letter. Splendid opportunity for the 
rigit man. Howell and Company, Wood- 
hull, flinois. 23-4t 





Wanted—Good plumber and _tinner. 
Married man who desires a good steady 
job the year round. If you actually de- 
fire to make a change and mean business, 
write us, but if you simply desire to see 
wheiher we will pay more than the other 
fellow you need not bother about writing. 
Address J. R. Jamison, Shell Rock, Iowa. 
23-4t 


SITUATION WANTED 














Situation Wanted—As manager or clerk 
in a hardware store. Am an A-1 furnace 
man. Can also do bookkeeping. Best of 
references wil! be furnished. Address 
B-2, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 26-3t 





Situation Wanted—By an all around 
tinner and furnace man. Can do plumb- 
ing and steam fitting. Have had thirty 
years’ experience. Will work as combina- 
tion man or sheet metal worker. Only 
steady job considered. State wages in 
first letter. Am married. Address H. 
Sletten, Vox 285, Palouse, Washington. 

23-4t 


Situation Wanted—By a first-class tin- 
ner. Have had 17 years’ experience in 
selling and installing furnaces; also three 
years’ experience in blow pipe work. Am 
39 years old and married. Michigan pre- 
ferred. Only steady job considered. <Ad- 
dress B-1, care of AMERICAN ARTISAN 








AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 26-3t 
Situation Wanted—First-class sheet 


metal worker and pattern draftsman is 
open for position July ist. Own com- 
plete shop equipment. Have had _ ex- 
ecutive experience in several large cities. 
Will consider partnership in new shop 
or superintendency in going shop. State 
your proposition in first letter. Room 25. 
Greenville Inn, Greenville, Mississippi. 
24-3t 








TINNERS’ TOOLS 








For Sale—30” Peck Stow & Wilcox 
Squaring shears in good condition. Will 
sell for $50.00 f. o. b. Auburn, Indiana. 
Beuret Heating Company, Auburn, In- 
diana. 24-3t 








BOOKS 








_For Sale—To those who wish to save 
time and money, J. w. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 
book are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 
desired. 170 pages. Cloth $2.00, postage 
prepaid. Address AMERICAN AR'TISAN, 
oa South Michigan Boulevard, Chicago, 
nois. 





For Sale—Good chance to buy a book 
that will prove of much value to pat- 
tern cutters. If you want to be real 
efficient you should know ‘Triangula- 
tion as Applied to Pattern Cutting. 
This book, Triangulation, is a complete 
treatise on the subject and contains 
practical solutions of problems of fre- 
quent occurrence in sheet metal shops. 
Triangulation has 272 pages and is il- 
lustrated with 124 engravings in lines 
and half-tone, including many repro- 
ductions of photographs of sheet metal 
models made expressly for this work. 
Price is $3.00. Order yours today. Ask 
for complete list of books and patterns 
that are of great value to sheet metal 
workers. All books sent prepaid. No 
books exchanged. Address AMERICAN 
ARTISAN, 620 South Michigan Boule- 
vard, Chicago, Illinois. 
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SPECIAL NOTICES SPECIAL NOTICE suuenevauenenoueennuueeentstniinyg 
_ AELEVATORS: 

A scr. etchenttons besos 


Special Notices are charged SEND FOR CIRCULAR © 


WANTED 























at the rate of $3.00 KIMBALL BROS. CO. 
per inch per insertion | Metal Workers, Sheet 1031 KKaneag City Offense = 
Experienced. Apply employ- i Sa TVatvEGTHUNGUHNOHHTVVVINUITAINTUR 
AT E NT S| ment department, Crane 
HUBERT E. PECK Company, 40th Street and ||} ALUMINUM SOLDER 


Patent Attorne 
Pacific Building, WASHINGTON, D.C 


WANTED 


Tinners or drill pipe men. J S.Schu.er Company. 
2428 North Ashiand Avenue, Chicago, Illinois. 
26-1t 


MANAGER WANTED 


A Wide awake man who understands the stove and 
furnace repair business to manage branch store. 
Excellent opportunity for right man. Small capital 
required to show good faith. Please Address 
D-35, care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michigan 
Avenue, Chicago, Illinois. 


TINOMITHS 


Able to lay out work from 
blueprints. Western Electric 
Company, Incorporated. 
Chicago, Illinois. 











26-1t 


EAPERIENGED STOVE SALESMAN 


Would like to represent a good line of 
stoves and ranges. Address D-33, care 
of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South 


Michigan Avenue, Chicago, IIlinois. 
21-6t. 


WANTED 


Shear Hand, Square—Experienced; 
for light sheet meta work. Metzger 
Company, 143 North Wabash 
Avenue, Chicago, Illinois. 


TINSMITHS 


Experienced, good solderers, 
on first class work; steady 
work for right kind of men. 
BABSON BROTHERS, 2845 
West 19th Street, Chicago, 
Illinois. 20-11 


FOR SALE 


Established hardware and 
metal business, located on one of 
the business streets on the north 
side of Chicago. Will bear closest 
investigation. Address D-37, 
Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 
620 South Michigan Avenue, 
Chicago, Illinois. 25-ufn 








26-1t 








sheet 





Will solder aluminum cooking utensils 
satisfactorily, without leaving the 
mended place rough or unsightly. Used 


South Kedzie Avenue, 























Chicago, Illinois. — guaranteed to satis. iron. Is 
| Write for circular today 
| GEO. E. ROESCH, 386 New York St., hanes, Illinois 
| 
CHEET METAL WORKERS *OYIANUUINLUNIUUUUULULIOLUOLLULUDLOUULUUULUOUU.0OUUULUOUIULSLS1 014 {NIU 
Capable mechanic able to dines niet @ties 


PITTSBURGH, PA. 
MANUFACTURERS 


Sheet Copper, Bottoms, Roll Copper, 
Tinned and Polished Cepper, Malis, 


do plain laying out and 


assembling. Apply the Ellis 





{HNN 











Drier Company, Roosevelt | = Spikes, Rivets, Benductor Pipe, 
pa Eaves Trough, Elbows, 
Road and Talman Avenue, Shoes, Mitres, Eto. 
“1° ° ‘ : Branch Warehouses in 
Chicago, Illinois. var New York, Chicago, St. Louis and 
. _ San Francisco 
= I) 
AGENGIES WANTED = | (axe 
- “CENTENNIAL” & 
a 3 ; 
Large Chicago jobber desires | | Rain-Water Cut-Off 
to secure agencies for stove [The recgrt Or tn the ene — 
and furnace accessories, such | = The only single cut-off made to 
4 = fit Corrugated and plain pipe 


= and which can be ui 
= without extra pipe 


as pipe, elbows, stove boards, 





etc. For particulars address | | o elbows. 

D-38, care of AMERICAN an 540k BY 
ARTISAN AN D JOBBERS 

HARDWARE RECORD, | | Mowetuelenoty 

620 South Michigan Avenue, | | The SULLIVAN GEIGER CO. 

Chicago, [linois. ar 501- -509 Madison Ane. we. INIA ANAPOLIS, I IND. | 




















“SHEET METAL WORKERS” TAKE NOTICE 


Money flows freely, Work is plentiful, 
This Summer is the TIME to special- 


Prepare yourself for this Fall's rush. 
More Technicaliy Trained must be provided. 
ly train yourseif. 

Sheet Metal rattern Drafting is your ONLY 


is our specialty. 
, ae WE TEACH YOU IN YOUR OWN HOME, 
PERSONAL, CLEAR, DIRECT 


We must have Thousands of more Fully Trained Mechanle 
There are too many NO trained, Near trained, Half trained men 
who obstruct their own progress simply because they have not 
enough Schooling to make their influence count 


WRITE TONIGHT—OPPORTUNITY DOES NOT WAIT 
Sheet Metal Pattern Drafting. Heating & Ventilating Engin: 


ST. LOUIS TECHNICAL INSTITUTE 


4543 Clayton Ave. Oo. W. KOTHE, Prin St. Louis, Mo, 


HOPE of ADVANCEMENT. This 


ering 














KEEP ON ADVERTISING 


Stopping an advertisement to save 
money is like stopping a clock to 
save time. Advertising is an insur- 
ance policy against forgetfulness— 
it compels people to think of you. 

—Galveston News. 
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Illustrations show elbows of all angles from 10 to 90°. 
Note how close each cluster of elbows hugs the walls. 


nn 


1 
| 


INSONUEN HUAINU 


Use short angle elbows to get 
around sills, cornice mouldings and all 
other projections, thus preventing the 
commonly known soldered break in 
the pipe. 

By using combinations of this kind, 
soldering is not necessary as elbows 
fit into each other very snug and the 
small opening at the joints will per- 
mit sewer gases to escape, thus in- 
creasing the life of the 
entire spout. 

These elbows are 
made in all designs 
and your dimensions 
can be arranged right 
on the job. 
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BREE: HILL, 
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General Offices: YOUNGSTOWN, OHIO 


DISTRICT New York Chicago Philadelphia Cleveland Kansas City Lynchburg 
OFFICES: Pittsburgh New Orleans Salt Lake City San Francisco San Antonio 


EXPORT AGENTS: Consolidated Steel Corporation, New York City 
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DURABILITY 


ART METAL 
CEILINGS | || for Immediate Shipment 


AND T= Ryerson Plants maintain a 


SIDE WALLS large and complete tonnage of a!! 


standard and special steel products. 















DURABILITY is the reason why lasting life is found in : 
SIDE WALLS. ART METAL CEILINGS AND The following are a few of the more 
Only very best of terials sed in making ; stiece 
FRIEDLEY-V ‘-VOSHARDT “ART METAL CEILINGS AND important commodities: 
Particular attention is given to our stamping, the smallest de- ' 
tail a ate ry out with sharpness and distinctness that Plain Bars Angles Bolts. Nuts 
ca t al . , 
— erent } Reinforcing Tees, etc. Refined Iron 
WRITE TODAY FOR OUR CEILING CATALOG NO, 33 | Bars Tank Plates Babbitt Metal 
A book of value to you . ey + sea Plates Me or 
eams eets oiler Fittings 
FRIEDLEY-VOSHARDT CO. |] ||] csermci Tubes Machine Tock 
Office: Factory: 
733-737 S. Halsted St. 761-771 Mather St. | 
CHICAGO, ILLINOIS 2 











Every product meets the standard’ 











specification of its class. Write for 








monthly Stock List —- Guide to 
Immediate Steel. 


NEW ROTATABLE STANDARD VENTILATORS 
AND CHIMNEY CAPS 


A combination that has no oun for chimney 
purposes; positively cure down draft, obviate 
the necessity for high stacks and are orna- 


mental. For sale by all jcbbers. ‘ 
Ask for circular and discounts. Jos Feu T RvERSON & Son 
- . 


Manufactured by 
New York 
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Chicago St. Louls Detroit Buffalo 


“y the Want and Sales — Seana 


re 
4 
3 
5 
= 
= 
8 
a 
S 
° 






































AMERICAN ARTISAN AND HARDWARE RECORD 


June 26, 1920. 





ee 


GOOD REASONS WHY 
_ CHICAGO STEEL CORNICE BRAKES 
| are used by Good Tinsmiths 











8-ft. for 18 gauge and lighter. 
Made in all sizes. 


This brake has a patented construction — 
heavy steel plates arranged so that the strain 
is directly on the edge. Steei Castings are 
used where there is a strain. Special steel 
edges protect the upper jaw and apron from 
abuse. A perfectly balanced construction as- 
sures rapid and easy operation. 


RIT AUTEUR 101911019 


UUUUEUOQOALL CSU AOUAIMAS SURREAL ARGU ALLL 


Our new catalog No. 19,showing the different 
styles and sizes, will be sent at your request. 


Write Today 


DREIS & KRUMP MFG. CO. 


2915 S. Halsted Street, CHICAGO 


ELA 
A Slip RollAttachment 


6x120" Slip Roll Former 
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Is Mighty Handy 


on Forming Rolls, but it should be convenient, 
simple and efficient, and these are the characteristics 
of our construction. We make Rolls of various diam- 
eters and lengths. Drive and other details can be 
arranged to suit. 


Ask for Catalog 56 SA. 


Niagara Machine & Tool Works 
BUFFALO, N. Y. 
Mfrs. of Tools for Sheet Metals 











(5-15-22) 
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[LIGHTNING STOVE PIPE MACHINES | 


Save time, money and labor. The LIGHTNING STOVE 
PIPE MACHINE is the only one on the market that will 
rapidly and perfectly close the seams or groove Nested 
Stove Pipe. Can be attached to any post, wall or 
bench. It is adjustableto all sizes and gauges of 
= Stove Pipe, Furnace Pipe and other Sheet 


> Metal articles. Simple, Rapid, Noiseless. 
Write for particulars 
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HEMP & CO.. St. Louis, U.S.A. 
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FOR SALE: 


at reduced prices 


GOVERNMENT EQUIPMENT 
SHEET METAL MACHINERY 


tools, etc. 


al) | meni 

















Hand or power driven machinery for every sheet metal 
operation. 


Your requirements can be supplied from our stock. 


New and slightly used. Quality guaranteed. 
Send for printed price sheet 


FREDK. J. KNOEDLER 68 N."2nd Street 


{| PHILADELPHIA, PA. 
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The Whitney No. 10 smite Portable 
Rotary Hand Metal Punch in Operation 


a ee 






ae 
The Best Se 


by Test “~y 





The Better Punch for the Up-to-Date Shop 
The Whitney No. 10 is very light, compact and, because 
of its ball bearings, very fast. § There are other sizes 
and styles of Whitney Ball Bearing Punches. A size and 
style for your shop is included in our illustrated catalog. 
Write today for catalog and prices 
WHITNEY METAL TOOL CO., Rockford, Illinois 


Will PT 


“TREADLE SHEAR 


This TREADLE GAP SHEAR is made 
in all standard sizes for No. 14 and 
lighter gauge sheets. With it, sheets 
can be squared, trimmed or slit. 


We make a complete line of shears, 

unches and bending rolls, all sizes 
fo or nat or belt drive. Write for Cat- 
alog ‘ 


BERTSCH & COMPANY, Cambridge City, Ind. 


dM QUUUEUON0UUALLUANLUUUALAOOOLLAALAUOAAAVADE 


























Send for catalog today 





VIKING SHEAR 


Compound LEVER Handle—Removable Blades 
VIKING SHEAR CO., ERIE, PA. 


A child can work them 
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Over 17,000 in Use 


Znstaliedin = Simplest Construction, Fewest Parts, 
Navy Yards Easiest Operated and Changed. 
senals HUNDREDS USED BY UNCLE SAM 


Position to Only Portable Channel Iron Punch on 
change punches fe arket. Capacity ¥ 
No.2 Punch— thruIron. Punches 
Capacit 7 5/16 to center of 4 inch 
thru Iron. Channel Iron, with 1¢ 
Lengt * 23 in. inch flanges. Allparts 
Interchange able 
with No. 2 Punch. 


No. 1 Punch — 
Capacity % thru 
¥ Iron. Ask your 
obber, or write 
us for Prices and 
Recommends. ¢ 


W. A. WHITNEY MFG. CO., ROCKFORD, ILL. 














Best by Test of Ten Years ||| 
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HESSLER 


PLUMBERS 
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i] INPUT Milt 


| PERFORATED METALS | 


OF EVERY DESCRIPTION 
MANUFACTURERS OF 


PERFORATED STEEL PLATES AND SHEETS 
(Black and Galvanized) 


Perforated Sheet Copper, Brass, Bronze, 
Aluminum, Lead, Zinc, Monel Metal 
and Other Alloys 
Screens Plates and Sheets 
for Ores, Coal, Stone, C»ment, and all kinds of 


- Grain Cleaning andj Sorting Apparatus, 


OVUUPAUAA MANTUA AAA SAUL 





ROOF FLASHING 


The very best 
one made 


The Plumbers Know 
Write for particulars today 


H. E. HESSLER CO. 


Sole Manufacturers 


SYRACUSE, NEW YORK 


Former Monujacturers of the McGuire 
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SUUMIN TUE ELL 


SLU ET De 


One of the newer revolving ventilators 
with several distinctive improvements 
worked into its design as the result of a 
wide experience with many types of 
ventilators. 

The AMBCO VENTILATOR has 
the effici — < to ventilate under any wind 
oeeemne. a his — it is in action at 
all times, disposing of im air, gases, 
smoke, and vapors. — 

You should know all about it. 


Write today for 
descriptive booklet 


THE A. M. BASMAN CO., Inc. 
468 West Fort Street, Detroit, Michigan 
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TTL 


LAUTAN 


Get Acquainted With ail Install “i. | 


Soames : 


g | Sh COPPER STEEL 
- Galvanized f 





= 


TI 
: STEEL CEILINGS - 
_ SIDE WALLS AND CORNICES | 
| Only first quality material used. : 
| Many neat designs of character. _ 
| Write today for our complete cata- = 
= log giving descriptions and prices. i 
= 

_ THE W.J. BURTON CO. 

J “rtaderastscrbias ent Detroit, Michigan 
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= for Centrifugal Linings, Filtor Press Plates, Drying Floors, 
= alse Bottom Strain: rs, Extractor Baskets, Revolving 
Screens, Shaking Screens, Chute Screens. 
: Grilles and Ornamental! Screens, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 
: and Public Buildin: made to suit local requirements. 
PERFORATED TIN AND BRASS IN STANDARD SIZES 


carried in stock 


ANYTHING IN PERFORATED METAL 


4 
2 
ne ene re RING PERFORATING: © : 





NORTH UNIO IN ST.-CHI 
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Durability—Service—Satisfaction 


APOLLO- KEYSTONE 


Highest in | jawed and rust 
resistance. pj ane for 
Culverts, Flumes, Tanks, 
Roofing, Siding, Spouting, and 


all exposed sheet metalwork. 


We manufacture Sheet and Tin Mil! Products of every descri ption— Black and 
Galvanized Sheets, Corrugated and Formed Products, Roofing Tin Plates, Ete. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 

















CORTRIGHT METAL SHINGLES- 


All rceofers can do sloping roof 
work with Cortright Metal Shingles 


it with Cortright 


Don't pass up sloping roof work Do 
» that 


Metal Shingles They are easily laid and make a 

you'll be proud of 

Cortright Metal Shingles come in 4 patterns and each In 

red and green painted tin, hand dipped galvanized and 

alvanized tight coat 
' l Let u end our k 


Dept. “J” 


., CORTRIGHT METAL ROOFING CO, 
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TURNER »ovgiz sr TORCHES 


Produce more heat than 
~~ other torches made 


lore you purchase a torch = routed 
now Ati ‘about TURNER DO 
ORCHES. hey are radically y Bs 
from all — ey The ad adjustment is simple 
and Bey are easily regu ated. TheNo. 92 
shown herewith has a tank made o: heav 


geuse brass. The burner is of TURNE 


nze burner metal. The No. 92is avery 


good 
Mistakein buying a TURNER DOUBLE 
ET. Wehave made as ryt of manu- 
facturing TURNER TO for many 
years and weguarantee Hy te beentirely 
eatisfactory. Jobbers supply at factory 
price. 


No. 92 DOUBLE JET 
GASOLINE TORCH 


Write today for our complete catalog No. 4 


THE TURNER BRASS WORKS 
SYCAMORE, ILLINOIS 

















“RED-HOT” 


That is the Trade Mark that represents 
Quality, Efficiency and Durability and 
when you purchase a Red-Hot Fire rot or 
Toreh you receive full value for your 
money und the best that Mechanical Skill 
can produce. We make a large and varied 
line suited for all classes of trade, and 
guarantee them to give perfect satisfac- 
tion. The No. 61 shown herewith is our 
most popular Steel Tank Coil Fire Pot, 
strong and durable and will outwear sev- 
eral of the ordinary kind. Order a No. 61. 











You will be pleased and satisfied. Job- 
bers will supply at factory prices. 
Ask for free catalog. 
Ne. 6 ASHTON MFG. CO. 
Red-Hot Fire Pot NEWARK, N. J. U. S. A. 
ieeetmenememenmnies 





ALWAYS RELY 


on the 
‘“‘ALWAYS RELIABLE’’ 


Torches, Furnaces and Braziers 


Don't accept an article which is said to be 





“just as good.” Insist on the genuine. 

If you have never used this make, just try 
it at your earliest convenience and be con- 
vinced of its merits. 

Your nearest jobber can supply you at 
factory prices. 

Ask for our catalog illustrating our com- 


plete line. 


OTTO BERNZ CO. 


PATENTED. 
No. 2 Pump Furnace 
No. 1 Bulb Furnace 


Newark, N. J. 











MAKE MONEY 


If you are a mechanic and work for your- 


self or for someone else, your success de- 
pends upon pleasing the person who is 
actually paying the money for the work 
you are doing. A No. 1 Fire Pot enables 
the user to do more and better work 
than can be accomplished with any other 
make. Try it and you will be pleased and 
satisfied. Jobbers supply at factory price 
Send for catalog. 





CLAYTON & LAMBERT MFG. co. 


DETROIT, MICH., U. 


_ No. 1 Fire Pot 
List Price Each $27.20 
Ask for Discount 

















FABRICATED STEEL PRODUCTS 
METAL ROOFING and SIDING 
HOLLOW METAL WINDOWS and DOORS 
SKYLIGHTS 


THE SYKES COMPANY 


930 W. 19th Place CHICAGO, ILL. 











PU 


Impreved Models of Soldering Furnaces 


Have you seen the im- 
proved models? The great- 
est line of Soldering Fur- 
naces today on the market. 
They should be. There is 
more experience behind 
them. Forty-eight years of 
it! The Gems were popu- 
lar before the majority of 
present day furnaces were 
‘rheard of. It is the oldest, 
the recognized standard 
Soldering Furnace today. 


Look these models over. Etch 
leads its class. Line them up and 
take your choice. 


Improved No. 3 Gem with pump. Do you want a Catalog? 


BURGESS SOLDERING FURNACE CO. 


DEPARTMENT A COLUMBUS, OHIO 
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BLAST GATES 





MADE BY 


BERGER BROS. Co. 
ARE STRONG AND DURABLE 


They are designed to close pipes supplying blast to fur- 
naces, forges, boilers, etc., or for controlling heated air in 
connection with fan systems of heating. 


Large assortment of sizes. Our Prices ARE LOWEST. 











Office: 229-231 Arch Street. Store: 237 Arch Street 
Warerooms and Factory: 100-114 Bread Street 
PHILADELPHIA 

electrical, rope, air- 


plane, piano, pipeorgan, 
flat wire (strip steel) 
hoops, bale-ties, tacks, 
nails, barbed-wire, con- 
crete reinforcement, 
springs, netting, wire fences, steel posts, steel 
gates, trolley wire and rail bonds, wire wheels, 
auto-towing cables, horse shoes, round and 
odd-shape wires for manufacturing. 


Iustrated books describing uses, FREE 


American Steel & Wire 


Company 


Chicago—New York 
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You’re sure of a safe joint with any 
Four 


metal if you use Allen Flux. 
convenient forms—stick, 
paste,liquid, salts. 


Special flux for aluminum. 
Writeforsamples and name of nearest deale 


L. B. ALLEN CO., Inc. 
4555 N. Lincoln St., Chicago 
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_ Galvanized Eave Teough and Corrugated a Coser | 


Made of 
Keystone 
Copper Bearing 
Steel 








CLARK-SMITH HARDWARE CoO. 


Cost no more 
Lasts longer 
Therefore Cheapest 


PEORIA. » 
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| Super Steel TOOLS 
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| hn ghans Vanadium 








UDUUUUUAUUAUESAANADU UOMO LANNE: 


Vanadium is a purifier of steel. If == 
properly heat treated and tempered it |— 
makes a better tool than ordinary 
steel. 


NAIL HAMMER 


The Wax Hole is used to wax nails to 
be driven into hardwood. 


No. 41, 20 oz.: 41 Y, 
421, 


16 oz. : 42,13 OZ.5 


_ 10 OZ. 





No. 222 PATENTED 
RATCHET BRACE 


With Vaughan’s Vanadium Supersteel 





Jaws. W ill hold all bits up to % inch. 


8-10-12-14 inch Sweeps 
V. & B. NUT PLIER 


Slip-Joint Pattern No. 25. 
Pat. App. For. 





The best tool for use on the lead nuts 
of Automobile Batteries. 


Write for Catalogue 


| Vaughan & Bushnell Mfg. Co. 


Makers of Fine Tools 
CHICAGO 





It can’t go of f 
by accident 


Sell This Safety Revolver 
As Part of Outing Equipment 





The Iver Johnson Revolver ought to 
be a part of any equipment. Whenever 
you sell outing equipment, you can 
make an extra sale by suggesting the 
purchase of an Iver Johnson Revolver. 
The famous ‘‘Hammer the Hammer” 
safety feature, the fact that there is 
nothing to remember to do to make 
it safe, the accuracy, the constant 
alertness and readiness for use, the 
simplicity of construction—all combine 
to make the Iver Johnson the most 
wanted revolver for any use—there- 
fore the obvious revolver for you to sell. 


IVER JOHNSON 
aurovarc REVOLVERS 





22, 32, 32 
special and 38 calibers, Hammer and 


Stock the entire line 


Hammerless Models with Regular, 
Perfect Rubber, and Western Walnut 
grips. 

Why not stock Iver Johnson shot- 
guns too? Then you can capitalize 
on the entire Iver Johnson line of 
firearms. 

Write for firearms catalog and com- 
plete dealer information-—also for 
literature on bicycles and motorcycles. 





Iver Johnson’s Arms & Cycle Works 
354 River Street, Fitchburg, Mass. 
New York, 99 Chambers St. San Francisco, 717 Market St. 


“‘The Safe Revolver to Sell’’ 
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PRICES: 
No. 5, Family Size, 
$4.00 


No. 10, Larger Size, 
$6.25 


Other Sizes, $5.75 up. 


Sells Best Because 
It Chops Best 


HE “Enterprise” means easy sales and contented 

customers. Standard for fiity years, the cutting 

principle of the “Enterprise” Meat-and-Food Chop- 
per has never been excelled. A steel knife, revolving 
against a perforated steel plate, gives an exact shear cut 
which reduces food to neat, uniform particles without 
crushing or robbing it of nourishing juices. 


“ENTERPRISE” 


Meat-and-Food Chopper 


Women appreciate the greater efficiency of the “Enter- 
prise” in making dainty and toothsome dishes. Food 
chopped with the “Enterprise” tastes better. And the 
“Enterprise” saves money by reducing food bills. 


Put the quality and reputation of the “Enterprise” Meat- 
and-Food Chopper behind a snappy sales campaign. It 
will mean money. 


THE ENTERPRISE MFG. CO., OF PA. 
PHILADELPHIA, U.S. A. 


29 Murray Street 77 O'Farrell Street 


New York San Francisco 
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The H.C. of Shaving 


Men with foresight have figured it out that it pays 
to shave themselves and save time, money and “‘tips.”’ 
This accounts for more men using safety razors today 
than ever before, because the “‘safety”’ saves the most 
time and “Time is Money.” A 


Hatfield Complete 
Sharpening Machine 


will bring you in lots of 
blades to be sharpened, 
because this well known 
machine sharpens all 
makes of safety razor 
blades and _ sharpens 
them quickest. 

It is the only machine 
that sharpens blades 
with a lateral motion— 
the one correct way. 

And it turns them out 
keenly , and smoothly 
edged for a_ perfect 
shave at the rate of 12 
every 5 minutes. 

Get a Hatfield and get 
the profits which average 
from $7.00 to $15.00 per 


Hyfield Mfg. Co. 


21 WALKER STREET NEW YORK CITY 





“Pittsburgh Perfect’’ 
OPEN HEARTH 


STEEL & WIRE 


PRODUCTS 


“Pittsburgh Perfect’’ 
ELECTRICALLY WELDED 


WIRE FENCING 


Of all kinds, for FARM, POULTRY YARD and 
GARDENS, ORNAMENTAL and PLAIN LAWN 
FENCING. We have the kind of WIRE FENCING 
that your customers want. We can furnish you on 
all orders. 


_Our GATES and “COLUMBIA” HINGE JOINT 
FARM FENCING will satisfy your customers and 
will give you good profit on every sale. Write us 
today and get our prices on all our products. 





' Bright Wire Barbed Wire Wire Nails 


Annealed Wire Bale Ties Fence Staples 
Galvanized Wire Cotton Ties Poultry Netting Staples 
Steel Hoops Steel Bands 


Manufactured by 


‘PITTSBURGH STEEL CO. 


General Offices: PITTSBURGH, PA. 


| New York San Francisco Chicago Memphis Dallas 
Warehouse at Mouston, Texas 
Export Department: Equitable Bldg., New York, U. S. A. 


LAM 
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Stanley Plumbs and Levels 


All numbers are made of thoroughly sea- 
soned selected stock. They have many special 
features which will appeal to CARPENTERS, 
MACHINISTS, MASONS, PLUMBERS, 
MILLWRIGHTS, in fact to every workman 
who has occasion to use a Plumb and Level. 


Those dealers who carry Stanley Plumbs and 
Levels have no trouble in complying with the 
requirements of their most exacting customers. 


Manufactured by 


STANLEY Rute & Levet Co. 
New Britain, Conn. U.S.A 








FARE $463 DAILY BETWEEN 
LEVELAND & 
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DAILY BETWEEN 


CLEVELAND AND BUFFALO } 


Leave Chere st. fF #2 OV, 35th 9:00 P. M. 


Arrive Buffalo - 7:30A. M Arrive Cleveland 7:80 A. M. 
(EASTERN ETANDARD TIME) 

Connections at Buffalo for Niagara Falls and all Eastern and 
Canadian Points, and at Cleveland for Cedar Point, Put-in-Bay 

Toledo, Detroit and all points West and Southwest, Railroad 
tickets’ reading between Cleveland and Buffalo are good for 
transportation on our steamers. Ask your ticket agent or 
American Express Agent for tickets via C. & B. Line. 

New Tourist Automobile Rate—$10.00 Round Trip with 
2 days return limit, for cars not exceeding 127 in. wheelbase. 











Beautifull: sectional puzzle chart of The Great 
Ship “* SERARDDEE * senton n receipt of five cents. Also 
ask for our 24-page pictorial and descriptive booklet free, 


THE CLEVELAND & BUFFALO TRANSIT CO. 
Cleveland, Ohio 
RNS aS TASS UGE EE 
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There’s no reason why 
you shouldn’t advertise. 


















THE NAME 


“COES” 


on @ wrench is a 
guarantee of 


Service 
Durability 

Strength 
Satisfaction 






| 





lin | 









*“*Coes”’ wrenches are 
wel! known—as staple as 
nails. They are guar- 
anteed to have 30 per 
cent greater strength 
than other makes. 


COES WRENCH Co. 


WORCESTER, MASS. 
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“FILES OF QUALITY” 


Th. kind of files good mechanics want 


—AND— 
The kind of files live dealers sell. 


Know All About Them 
Write for Our Catalog Today 


HELLER BROS. CO. 


NEWARK, NEW JERSEY 
Established 1836 Incorporated 1899 


ROCK ISLAND AUTOVISES 


This is called our 
GWIVEL AUTOVISE, 
34” jaws, weighing 80 
Ibs., and 1s adapted for 
automobile and heavy 
repair work. We also 
make a stationary auto- 
vise known as No. 231 
with 3” jaws, weighing 
32 Ibs., and is suitable 
for the individual auto- 
mobile owner. These 
vises are a combination 
of vise jaws, pipe jaws 
and anvil. 

We make the largest 


Tb 


UT 
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and most complete line 


241—SWIVEL AUTOVISE of vises. 
Send for our New Catalog 


ROCK ISLAND MFG. CO. 


ROCK ISLAND, ILLINOIS 
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ATs) of tone reflected 
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and surroundings be- 






speaks real quality at 


THE HOLLENDEN 















RATES 

With Bath 
Single - $2.50 to $5.00 
Double. . . $4.00 to $6.00 






Twin Beds . $5.00 to $7.00 

































FAMILIARLY AND FAVORABLY KNOWN 


Their reputation, long and well established and maintained 
assures a ready sale. 
Pioneers in connection with the noteworthy tape 


improvements suchas &mslamlaneous readings. 





412-51 412961, 1 412741, 


and many other features. 


Stocked by Jobbers. 


TAPES 
STEEL & WOOD RULES 


SEND FOR CATALOG 


THE [UFKIN fruLe £0. 
SAGINAW, MICH. 
New York 








Country Homes 


need Sash Balances 


Sell the CALDWELL. For thirty 
years they have stood the test of 
service. Ask your Jobber. 

CALDWELL MFG. CO. 
30 Jones Street Rochester, N.Y.,U.S.A. 


































Nitrogen Lamps 
eee ere $ .49 


a re 77 
SOD Watt Ramm. Hath. vo... onc cccc cic ces 1.20 
eS ee 1.35 
ore 2.00 








BUY DIRECT FROM WHOLESALER 
INCANDESCENT ELECTRIC LIGHT BULBS 


2, 4, 8, 16 Candle Power Carbon Bulbs, 15c Each 
Red, Blue, Green Frosted, 3c Extra 
Every Lamp Standard Grade “A” Licensed Lamps 
REPUBLIC ELECTRIC LARP SCO., 1125 13th Ave., Moline, Ill. 


Tungsten Lamps 


ee SO Se eee $ .25 
ee , 25 
SS ee 25 
ee 25 
Oe I, BN bin ce beccccccess .29 
GEe Wrens SN, “TROER. 2... sce cceccvcces 52 



























GETTING CUSTOMERS 


The finding, holding and multiplying of customers is one of your 
chief aims—probably the greatest problem that confronts you. 
There’s no royal road, no priceless route, to customers. The plain 
way—to find, interest and persuade them is the well-traveled way— 


the way of ADVERTISING. If you are seeking a medium of 
potency, of prestige, you will find it in 
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KEEP YOUR STOCK UP-TO-DATE 
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HDI YUNSUOSN NTO 








TTT 





my 


A man walks into your store. 





He asks for a certain article. 





If you have it he buys it, becomes a 
satistied customer and a good advertise 
ment for you, 


ANNO OTA 


If you are in our besettoey we can help you kee 
your stock up-to-date. e have on hand at all 
times a large stock of GENERAL HARDWARE. 
Those articles which you might order that are not 
generally stocked can be obtained for you in the 
shortest possible time. We handle the best makes 
in each line. You can rely on the QUALITY of 
goods that you buy from us. Look over your 
stock now. 
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TiAs Aiba dinar tii 
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For over 28 years we have served 
thousands of dealers continually. Write 
us today. If we can serve you it is to 
our mutual benefit, 


u “UN CRAP TT LRM SA A A NAC DT CIE ALMA tmnueme eee se myn carte 
ile Illi Ith 
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Write us today for further information. 


GARDEN TOOLS, GENERAL AND BUILDERS’ HARD- 
WARE, MECHANICS’ TOOLS, CUTLERY,GUNS, AMMU- 
NITION, SPORTING GOODS AND FISHING TACKLE. 


BULLARD & GORMLEY CO. 


WHOLESALE HARDWARE 





54-62 EAST LAKE STREET 


AHA tteceaneennnsvnmccnierneerit i 








CHICAGO, ILLINOIS 1 
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AMILcoR 


QUALITY 


BUILDING 
SPECIALTIES 





Metal Roofing, Shingles and Tile 
Metal Skylights of All Kinds 
Metal Ceilings and Side Walls 
Metal Lath and Corner Beads 
Eave Trough, Conductor Pipe and 
Other Rain Carrying Equipment 





UEHN’S 
ORREKT 
UT-OFFS 


Are full width 
and full girth. 
Galvanized 
after formed. 
No solder used. 


STRONGEST 
AND BEST 
MITRE 
MADE 











ALSO 


MANUFACTURERS OF 


Corrugated Steel Stock Tanks 
Non-Freezing Hog Waterers 
Non-Freezing Chicken Waterers 
One-Piece Metal Hog Troughs 


Puityless Hogh 


Hog and Chicken House Ventilator 


Metal Chicken 


Write for 





innea 


Milwaukee Corrugating Co. 


Branch at Kensas City, Mo. 




















INCLUDE 


ORREKY 
ORNER 


a 
Th ry: 
? 


ouse Windows 


Brooders, Hen’s Nests 


circulars and prices 


MILWAUKEE, WIS. 


polis Sales Office, Lumber Exchange 


























